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Cadillac? 


WHICH IS IT?—Hottest subject last week in Detroit (which was 
hot enough itself) centered on this photo of President Truman at 
the Shrine convention in Chicago (Automotive News, Aug. 8, page 


10). 


“President Truman is shown in the White House Lincoln .. . 


The picture, from Ford’s Chicago office, carried the caption, 


” 


On seeing the photo Monday, a General Motors government- 
sales official called Automotive News, protesting that “the armor- 
plated car is really the ‘Queen Mary’ made in 1938 by Cadillac 
for President Roosevelt.” Then things started to get warm. Auto- 
motive News, beginning to think maybe it was “taken in” on 


the phcto, promptly relayed the 
cials. 
The phone wires started to get 


protest to Lincoln-Mercury offi- 


hotter. L-M checked its Chicago 


office and finally the Secret Service department in Washington. Yes, 


they reassured, it was a Lincoln. 


certain the car was a Cadillac. 
* 


NOT TO BE outdone, AUTOMOTIVE 


correspondent onto Secret Service. 


+ 


On a recheck, GM was equally 


* 
News sicked its Washington 
After oozing through the Capital’s 


humidity, Correspondent William Ullman came up with this quote 


from S. §&.: 


“It was a Lincoln.” But S. S., told the gravity of the 


situation, promised to check further and would call Ullman if the 


original statement was wrong. 


“So if you hear no more on this from me by press deadline, 
the first answer is correct,” wired Ullman. 
The hottest subject of the week seemed solved. Or was it? 
(Frankly, we don’t know, because we've never ridden in presi- 


dential jalopies). 


[Sparks | 


September might tell a lot. 
* * * 

Other lines are finding that 
when sales weaken in the read- 
justment period, intensified sell- 
ing efforts make them stronger. 

* * *~ 

In these dog days the auto indus- 
try can put on the dog as the fast- 
est-moving business in the nation 
and the best prop under the gen- 
eral economy in this period of re- 


adjustment. 
+ 


Still More to Go 

Gaylord, in the Northern Michi- 
gan resort area, has erected a sign 
on US-27 which tells motorists: 

“This location marks the 45th 
parallel of latitude. Half way be- 
tween the Equator and the North 
Pole. 


* * 


Wanderlust 


According to the American Auto 
mobile Assn., highway vacation 
travel, after getting off to a slow 
start early in the year, swelled to 
boom proportions during the sum- 
mer months and is exceeding both 
expectations and previous records. 

* * * 


Good News 


Personal incomes jumped to an 
annual rate of $213.5 billion during 
June, against $212.9 billion in May, 
the Department of Commerce re- 
ports. 

The rise was due to an increase 
an farm income, the department 
Said, as non-farm income stayed at 
@n annual rate of $192.3 billion, the 
same as in April and May, but $3.9 
Pillion above June, 1948. 
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THIS WEEK—NET PAID ABO 


36,634 


$8 Per Year, 25c Per Copy 


Sales Volume Maintains 
Brisk Tempo in August 


New Cars Seen 


Over 400,000 


Would Extend String 
To 4 Straight Months 


By Bob Gordon 
Associate Editor 

EW-CAR sales in August are 
| expected to top the 400,000 
mark for the fourth consecutive 
month, indications were last week. 

Leading the way was Cleve- 
land which reported 1,377 new 
cars sold in the week ended Aug. 
5. The total was the highest re- 
corded in the Lake city since 
the second week in July. 

Elsewhere, statisticians were 
busy trying to determine whether 
July was a better new-car selling 
month than June. Scattered re- 
ports indicate that it was. 

* 7” * 
UT OF seven cities which have 
reported sales figures for July, 
five of them showed higher sales 
marks in July than in June, al- 
though the totals were generally 
close. 

New Orleans reported the big- 
gest gain. In July, sales there to- 
taled 1,203 new cars against 968 
in June. 

Houston’s total of 2,105 new- 
car sales in July was just one 

(Continued on Page 35, Col, 1) 


Another Ford Strike? 


Negotiations Resumed, 


But Pro-Walkout Vote 


Of Workers Dims Peace Hope 


By Mac Gordon 
Associate Editor 
saws of negotiations be- 
tween Ford and the UAW-CIO 
held out a slender ray of hope 
Thursday that a strike against the 
company might be headed off. 
But armed with a ringing 7-to-1 
vote of confidence given their 
1949 economic program by Ford’s 
Michigan workers, union leaders 
indicated they were prepared to 
call the second Ford strike in 
four months. 
A statement by Ford said the 
company’s position against eco- 
nomic concessions of any sort re- 


Dealers Score Victory 


On New W-H Bill 

WASHINGTON. — At press 
time Thursday the nation’s auto 
dealers appeared to have scored 
another major legislative vic- 
tory—the Rep. Lucas-sponsored 
Wage-Hour bill passed by the 
House, 211 to 140. 

The Lucas substitute measure, 
backed by NADA and local deal- 
er association members, raises 
the minimum wage from 40 to 
75 cents an hour but exempts 
most auto dealers. Besides ex- 
empting those auto dealers not 
in interstate commerce, the new 
bill covers only those employes 
who are “indispensable” to the 
business. The original Lucas 
measure called for a minimum 
of 65 cents an hour, but an 
amendment by Rep. Redden (N. 
C.) raised it to 75 cents. 

The Senate is said to feel 
kindly towards the House bill. 


jeral days of intensive 


|mained unchanged, The statement 
said Ford expected a strike, if 


staged, to last a long time. 
* * * 


pretAL, tabulations by the Michi- 

gan state labor mediation board 
showed that 65,001 Ford workers 
cast votes in favor of striking, 
| while 9,549 voted “no.” Voting was 
| by secret ballot. 

Negotiations between Ford and 
the union marked time for three 


requested election. 

The 23 members of the union’s 
executive board were in special 
session in Detroit awaiting re- 
sults of the vote, The board laid 
tentative plans to authorize a 
nationwide Ford strike should 
negotiations finally break down. 
It was expected that at least sev- 
“showdown" 
negotiating would follow conclusion 
of the election. UAW President 
Walter P. Reuther said he intended 
to “turn the pressure” on Ford 
upon announcement of é¢he election 
results. 


A tions 


follows: 


Company—For retention of pres- 
ent wage scales for 12 months and 
(Continued on Page 38, Col. 3) 
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days as the company’s Michigan | 
workers flocked to state labor me- | 
diation board polls in the union- | 


S THE voting polls closed, posi- | 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


144,262 142,861 


Last Prev. 1948 
Week Week : Weex 
For complete production totals 


by makes, see table, page 38. 


Week’s Output 
Holds Steady 
At 142,262 Units 


By Bernie Thomas 
Associate Editor 
o week should see U. S. plants 
produce the four-millionth ve- 
hicle of 1949. 

The milestone should be 
reached despite the fact that heat 
walkouts from Detroit plants 
last week put a crimp into plans 
of U. 8S. vehicle makers to in- 
crease output over the week be- 
fore. 

However, production did manage 
to hold at the previous week’s 
| level, and the greatest month’s pro- 
duction in history during August 
still appeared likely. 

Rolling from U. S. plants last 
week were 119,775 cars and 22,487 
trucks—a total of 142,262 units, ac- 
cording to Automotive News,’ esti- 
mates. 


104,361 





+o * * 


EVISED tabulations for the 
week before showed that U. S. 
plants accounted for the assembly 
of 120,083 cars and 22,778 trucks 
for a total of 142,861 vehicles. 
Labor trouble at Packard and 





Chrysler Corp. plants cut an esti- | 


mated 3,000 cars from last week’s 
potential, with most of the 


traceable to interrupted Plymouth 


and Dodge operations. 

Meanwhile, production at most 
other plants was at levels estab- 
lished during the past few weeks. 
At Studebaker, however, there 
were definite signs that new 
model problems were being ironed 
out with dispatch, and that vol- 
ume assembly of the company’s 
new models may be forthcoming 
sooner than might normally be 
expected. 

Studebaker has announced plans 
to hike production to 7,000 cars 


(Continued on Page 38, Col. 1) 


loss | 


| 


| Used-Car Prices 


Also Hold Up 


Survey Finds Dealers 
Split on Fall Outlook 


By Pete Wemhoff 

Editor, Automotive News 
— sales and prices are 
holding firm, but dealers don't 
know where they go from here on. 

Automotive News’ survey of 14 
key cities across the nation last 
week showed dealers divided as 
follows on post-Labor Day predic- 
tions: 

1, Many see a 10 to 20 percent 
slump after the holiday. 

2. Some believe prices will hold 
up until November or December. 

8. Others frankly said they 
don’t know. 

Underlying it all, however, was 
a tone of general optimism regard- 
ing the used-car market the rest 
of 1949, even though. profits have 
been slipping of late. 

+ * . 


HILE the survey noted prices 

steady in most areas of the 
nation, it pointed up the fact that 
they still are well below those pre- 
vailing a year ago. In a few cities, 
such as St. Louis and Salt Lake 
| City, prices are even slightly be- 
|low a month ago. 

(See USED-CARS, Page 35, Col. 1) 


Top Cars 

New-car registrations for six 
months: 
1949 Pos. 
1—434,093 
2—347,917 
3—233,627 
4—181,146 
5—140,805 
6—122,157 
7—106,513 
8— 90,259 
9— 77,660 
10— 77,186 
11— 64,810 
12— 58,529 
13— 48,450 
14— 46,921 
15— 40,645 
16— 31,252 
17— 20,134 
18— 13,835 
19— 11,336 
20— 6,160 
21— 3,681 Ang.-Pref. 300—22 
22— 1553 Austin 4,501—21] 

Total All Makes 
2,161,616 1,669,528 


Above six months’ figures were taken 
from latest registration figures, The 
state-by-state compilation arrived too 
late for publication this week. 


1948 Pos. 
357,6138— 1 
176,398— 2 
157,555— 3 
126,627— 4 
117,524— 5 
91,504— 7 
104,167— 6 
72,935— 8 
51,105—12 
59,008—10 
61,619— 9 
50,478—13 
38,159—15 
39,089—14 
27,387—17 
55,919—11 
12,020—20 
13,721—18 
36,292—16 
13,481—19 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Olds. 
Dodge 
Stude. 
Mercury 
Hudson 
Nash 
Chrysler 
Packard 
DeSoto 
Cadillac 
Kaiser 
Lincoln 
Willys 
Frazer 
Crosley 


Buick Special Tightens Up 
Medium-Price Sales Race 


Bucx dropped its.new Special 
series plunk into the middle of 
| the lower-medium price group last 
| week, whetting the fight for sales 
just above the Chevrolet-Ford- 
| Plymouth class. 

Flint advertised-delivered prices 
|}on the new Buick line are $1,925 
|for the four-door sedan; $1,872 for 


| the two-door sedan, and $1,819 for | 


'the business coupe. 
Although the new Specials have 
| been “stripped down” chromewise, 


| possible,” 


they still will cost the consumer 
more than the former Special se- 
ries which was suspended late last 
year. Advertised-delivered prices 


See Price Comparison, Page 10. 


on the old Specials were $1,861 for 
the four-door sedan and $1,787 for 
the two-door sedan. 

“It has been our determination 
to price the new models as low as 
stated Ivan L. Wiles, 
(See PRICES, Page 34, Col, 4) 
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AFC i sabbii Giiniidsation . ‘ e 
Warning Is Sounded 
On Loose Credit 





CHICAGO.—A tendency in some 
quarters to relax credit terms to 
automobile purchasers was viewed 
with alarm last week by the Amer- 
ican Finance Conference. In the 
July issue of its official publication, 
Time Sales Financing, an editorial 
by Thomas W. Rogers, executive 
vice-president, cited what he des- 
cribed as “unfavorable trends in 
the loosening of terms granted by 
installment sellers.” 

“One New York bank has an- 
nounced terms up to 36 months on 
new cars and payments as low as 
$40 per month,” it was stated. “A 
large West Coast bank chain is 
offering terms of 30 percent down 
and up to 30 months on new motor 
vehicles.” 

Policies of this type have their 
pitfalls, Rogers continued. 

“It seems to us that these or- 
ganizations are ‘driving in the 
dark’ when such terms are pro- 
jected into a period so far ahead, 
and that in the long run they will 
not be beneficial to either the 
purchaser or the financing 
agency,” he pointed out. 

“Those who extend 


Studebaker Sees 
No Price Cuts 
For 750 Models 


CHICAGO.—Introduction of the 
new 1950 Studebaker cars Aug. 20 
will probably not be accompanied 
by price decreas- 
es, according to 
H. S, Vance, cor- 
poration chair- 
man and _ presi- 
dent. 

Vance made the 
remark at press 
and dealer pre- 
views of the new 
models here and 
: in New York. 

. The Studebaker 
=. B. 'Vanse executive pointed 
out that labor and materials costs 
have not stabilized themselves to 
an extent warranting price reduc- 
tions. 

“I do not know when this will 
take place, but from the present 
outlook I would judge that it is 
not in the immediate future,” he 
said. 

Continued heavy demand for 
Studebakers was responsible for the 
decision to raise the car-and-truck 
production rate to 7,000 units a 
week, Vance declared. 

Dealer new-vehicle stocks are 
“well below” normal prewar levels, 
he added, noting that there was 
just a two weeks’ backlog of 1949 
models. 

About 70 percent of the 1950 pas- 
senger-car production run will be 
devoted to the lower-priced Cham- 
pion line, he said. 


unusually 








Tire Shipments 
Rise 12 Pct.; 
Tubes Up Also 


NEW YORK.—Manufacturers’ 
shipments of passenger casings 
during June totaled 6,598,518 units. 
an increase of 11.68 percent over 
May when 5,908,666 casings were 
shipped, the Rubber Manufacturers 
Assn. announced Thursday. 

Production of passenger casings 
increased during the month to 6,- 
470,724 units from 5,980,837 the pre- 
vious month, while inventories of 
10,618,442 were 1.40 percent less 
than the 10,769,289 units at the end 
of May. 

Truck and bus casing shipments 
increased in June to 936,721 units 
from 915,037 shipped during May. 
Production was down 3.39 percent 
to 921,143 from 953,489 units the 
previous month. Inventories of 2,- 
515,374 showed little change from 
the end of May. 

Shipments of automotive tubes 
increased 21.02 percent in June to 
6,409.215 units against 5 296,063 the 
month before. Production was up 
5.62 percent to 6,430,026 from 6,- 
088,164 in May and stocks were 
12,465,760 units against 12,410,463 at 
the end of the previous month. 






long terms at the present time are 
doing so in the light of some con- 
siderable uncertainties with respect 
to at least two factors which may 
have a bearing upon the ultimate 
liquidation of the obligation, 
namely: 

“The movement of the price level 


for durable goods, especially new | 
and used automobiles, and the con- | 
tinuity of a high level of employ- | 


ment and individual income. 

“Already substantial 
have taken place in both of these 
items, particularly in used-car 
prices, and it seems to us that the 
pressures still continue on the 
downward side.” 

Warning that loose practices may 
bring back Regulation W or a simi- 
lar form of government control, the 
editorial continued: 

“No industry likes to have gov- 
ernment restraints imposed upon 
it or to find itself in a situation 
in which control of its affairs is 
exercised from without. We all 
believe in freedom of opportunity 
and the use of democratic pro- 
cesses in connection with group 
responsibility. 

“The sales finance industry is 
now free of government restraints 
upon its terms, and we hope that 
in the period immediately ahead no 
occasion will be given by those in 


changes, 


Stuttgart, Germany, is this type 170S, with a 


CHICAGO.—Five motions to dis- 
miss the June 20 federal grand jury 
indictments against them and four 
asking separate trials were filed in 
Federal District Court last week by 
defendants in the Tucker Corp. 
case set for trial Oct. 5. 


Judge Walter J. LaBuy, who has 
been assigned to the case involving 
mail frauds, Security & Exchange 
Commission violations and conspir- 
acy, set Sept. 13 for arguments on 
these and other motions filed in 
behalf of the defendants. 

Motions to dismiss the case were 
entered by attorneys for Preston 
Tucker, president; Floyd D. Cerf, 





the industry whereby those who 
would saddle permanent control 
upon the industry can argue that 
such control should be reimposed 
because of ‘wild terms.’ 

“Good judgment used now in con- 
nection with credit underwriting 
will save many future headaches.” 


‘Color-Minded 
Light Shades Now Favored, 


Says Pontiac’s Ward 


PONTIAC. — Motorists’ sense of 
well-being and confidence are re- 
flected in their choice of car col- 
ors, L. W. Ward, general sales 
manager of Pontiac Motor divi- 
sion, believes. 

This tendency, together with a 
high evidence of young purchasers, 
is causing an upheaval in the tra- 
ditional color choices at Pontiac, 
Ward said. 

In a periodic check of Pontiac 
color preferences on a national ba- 
sis, he learned that Wellington 
green, an almost pastel hue, now 
accounts for 14.6 percent of closed 
model sales and is ordered by 10.4 
percent of convertible buyers. Sage 
green, a darker variety, is ordered 
by 10.3 percent of closed-car buy- 
ers and 9.6 percent of open-car de- 
votees. 

The two greens have reduced 
black, traditionally the color leader | 
by a wide margin, to 20.1 percent. 
High on the Pontiac color list are 
the newcomers, Sheffield grey and | 





blue lake blue. Parma wine, a ma- | 
roon, for many years the second 
choice of motorists after black, 
now is far down on the preference | 
list, Ward disclosed. 

“We have found, over the years, 
that buyers trend to lighter, gayer 
colors in good times, using their 
car color preference to express) 
their sense of well-being,” he com- | 
mented. 








Helms, San Fernando (Calif.) Pontiac-Cadil- 
lac dealer, 
Award and also recognition as only active 
husband-wife dealer partnership in Los An- 


received Pontiac Better Dealer | 


|reported the best first half sales) 


|the first six months of 1948. 


|period of 1948 they were $662,812,- 


|are approaching the normal num- 





geles Pontiac zone. 


who headed the stock selling syn- 
dicate; Mitchell W. Dulian, Robert 
Pierce and Otis Radford, former 
officers and directors, and Harold 
A. Karsten, promoter. 

Fred Rockelman, former vice- 
president and director, and Cliff 
Knoble, former advertising director, 
sought to dismiss the conspiracy 
count alone. Separate trials were 
asked by Cerf, Pierce, Dulian and 
Radford. 

The grand jury indictments were 
characterized as vague, uncertain 
and indefinite, in addition to not 
informing “any defendant of a 
crime to which he is called upon to 
answer.” All of the defendants 
sought bills of particulars, a pro- 
cedure adopted in case motions for | 
dismissal are denied. The govern- | 
ment was asked to state specifically 
what misdoings are charged. 

Cerf in another motion sought 
disclosure of a confidential SEC 
report, which he claimed was the 
basis for the grand jury investiga- 


Chrysler Profit 
Hits New High 
In First Half | 


DETROIT. — Chrysler last week 





in the company’s history. Net earn- 
ings, including $13,080,524 in divi- | 
dends from foreign subsidiaries, | 
were $53,222,843, or $612. This com- | 


NEW GERMAN MODEL—The latest passen 





pares with $35,786,010, or $4.11 for 


Net sales for the first half totaled 
$950,927,854. For the corresponding 


815. Net earnings, including the | 
foreign dividends were 5.6 percent | 
of sales, or 4.22 percent exclusive | 
of the foreign payments. 

“The demand for our passenger 
cars is in excess of our capacity to| 
produce,” K. T. Keller, president, 
stated, adding, “so that instead of 
being able to meet dealer’s require- | 
ments as we would normally, cars 
are still being allocated to them. 

“Dealer’s inventories of trucks 


ber required to make an adequate | 
display of samples and to give 
customers reasonably prompt de- 
liveries,” he added. 


‘Nash J uly Sales 


e . . 
Again Hit Peak 
DETROIT. — New-car deliveries 
to customers by Nash Motors dur- 
ing July again topped the 20-year | 
monthly sales high, according to) 
H. C. Doss, sales vice-president. 
The new sales record exceeded | 


| January, 1949, by 51.95 percent and | 
| was 31.6 percent greater than re- | 


CITED BY PONTIAC—Mr. and Mrs. Clyde | 


tail sales in July of last year, Doss 
said. 

Nash has _ scheduled increased | 
production this fall to meet mount- | 
ing demand, he said. 











sgt “ bse- — 
Poe Te t= : 


er-car model of the Daimler-Benz Corp., | 
2 horsepower, four-cylinder engine. All four | 


wheels are independently suspended with coil springs. The price is $3,300 f.o.b. Stuttgart. 


Tucker Seeks Dismissal 


Defendants Protest U. S. Grand Jury Charges; 
Hearing Set for Sept. 13 


tion and added that it would be 
valuable in preparing a defense. 
Tucker, Radford, Dulian and Pierce 
had filed similar motions earlier. 

Appearing before Federal Judge 
Michael L. Igoe, who is ruling on 
reorganization angles, Norman H. 
Nachman, attorney for the trustees, 
reported that the audit report, a 
supplement to the previously re- 
leased engineering report, is not 
completed. He sought a further 
extension of the deadline granted 
by Judge Igoe, trustees and other 
interests to present their plans for 
reorganization, if one is deemed 
possible. 


Chevrolet Mum 
On Output of 


Automatic Drive 


DETROIT.—Industry sources 
found little that was new in a 
Cleveland Press story last week on 
Chevrolet’s automatic transmission, 
outside of the fact that the unit 
is said to be in production at the 
company’s Cleveland plant. 

The newspaper claimed the de- 
vice—which it labeled the “Torg- 
matic”—was being produced at a 
rate of 1,200 a week and that this 
would “soon” be stepped up to 1,000 
daily. 

Although there was no official 
comment from Chevrolet here, a 
company source disclaimed the ac- 
curacy of the article which said 
the cost of new transmission “is 
expected to be set around $100.” 
However, it is expected to be priced 
below present devices. 

The same source said that “Torq- 


|matic” is definitely “not going to 


be the official trade name” of the 
automatic transmission which will 
appear on the company’s 1950 
models. 

“Hydro-Torque” has been band- 
ied about in industry circles as a 
possible trade name for the unit 
along with “Turbo-Flo” and nu- 
merous other coined polysyllables. 

In connection with the reported 
production of the new drive, a) 


| Chevrolet spokesman ee | 


“If we don’t have an automatic 
transmission within the next year 
or so, we'll be the only ones in 
the industry without one.” i 


Crawford Named 
Assistant to Fish; 
Sarvis Shifted 


DETROIT. — Appointment of H 
E. Crawford as assistant genere 
sales manager of Chevrolet i 
charge of the western half of th 
United States is announced by W 
E. Fish, general sales manager. 


At the same time Fish disclose: 
the assignment of Ivan X. Sarvi: 
to the eastern half of the country 
a position Fish occupied before hi: 
recent promotion. Sarvis had beer 
in charge of the western area. Th: 
two wholesale territories are rough 
ly divided by a line running nortl 
and south from the eastern boun- 
dary of Illinois. 

Crawford was formerly manager 
of the Flint region, headquartered 
in Detroit and directing an area 





I, X. Sarvis H, E. Crawford 


which includes Michigan, Indiana. 
Ohio and parts of Kentucky and 
West Virginia. A native of Kansas 
and a graduate of Kansas Univer- 
sity, Crawford has been with Gen- 
eral Motors since 1930. 


Sarvis has been with Chevrolet 
23 years. He first became associ- 
ated with the company in Los An- 
geles and subsequently served as 
zone manager in El] Paso, Minne- 
apolis, Fargo, N. D., Omaha and 
Houston. 

Other promotions as an after- 
math of the elevation of Crawford 
were announced last week by Fish. 
They follow: 

F. A. Hoel to succeed Crawford 
as Flint regiona! 
manager; R. P. 
Murphy to suc- 
ceed Hoel as as- 
sistant Atlantic 
Coast regional 
manager; W. J 
Hanlon to suc- 
ceed Murphy as 
New York zone 
manager; J. V. 
Boland to succeed 
Hanlon as Phila- 
delphia zone man- 
ager. Boland has been one of two 
New York city managers. 

The appointment returns Hoel to 
the Flint region, where he served 
as city manager of Detroit in the 
mid-thirties, and later as zone 
manager in Norwood, O. 

A veteran of 21 years with the 
company, Murphy had experience 
in Pittsburgh, Baltimore and Bos- 
ton before being named New York 
zone manager in February, 1948. 

Hanlon headed the business man- 
agement department of the central 
office, Detroit, before zone manag- 
erships in Indianapolis and Phila- 
delphia. Boland became New York 
city manager in 1945. 
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Frank A. Hoel 


Auto Accessories Show 


Cracks All Records 


CHICAGO.—New highs in sales, 


| attendance, number of exhibitors 


and spaces occupied were reported 
at the Automobile Accessories Assn. 





Breech to Address 


U.C. Dealer Parley 
DETROIT.—Ernest R. Breech, | 
executive vice-president of Ford | 
Motor Co., will be the principal 
speaker at the 
annual con- 
vention of the 
National Used- 





Car Dealers 
Assn. here 
Sept. 7-10. 

The sessions, 
to be held 
in Detroit’s 
Book - Cadillac 
hotel, are ex- 
pected to draw 
1,500 used-car 


Ernest R. Breech 
dealers from across the nation. 








show held last week on Navy Pier 
R. Garland Ames, manager of 
the association’s 14th annual exhi- 
bition, estimated the volume of 
orders taken at $7,500,000. 
Registrations exceeded 10,000, 
of whom 6,000 checked in Mon- 
day, the first of the four days of 
the show, he added. 
The number of exhibitors totaled 
379 and the number of spaces 444 
Unlike the Automotive Service 
Industries Show, the AAA-spon- 
sored exposition is open to the en- 
tire industry without regard to 
membership in any association. 
Representatives of Ford, Pack- 
ard, Hudson, Studebaker and 
Nash factories also checked in at 
the show during the week, along 
with many jobbers and dealers. 
Getting a lot of play from those 
attending were new “vision” viso:s 
through which drivers may see, 
and mirrors which permit a view 
in all directions. 
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I RECENTLY inquired of G. W. | 
Brandt of the Shirley Motor Co | 
(Chrysler), Duluth, Minn., for his} 
opinion as to whether there was 
need for a sales training course in 
our trade. Brandt’s judgment is re- 
spected because it is based upon 
30 years of activity in this field. 
He is a past president of the Du- 
luth Automobile Dealers Assn. and 
a director of the Minnesota group. 
He knows people and how to work 
with them, because he has headed 
up a lot of civic and fraternal cam- 
paigns in his home town. This is 
what he says regarding the need 
of sales training: 

“I most emphatically believe 
there is a vast field for a sales 
course in the art of retail automo- 
bile salesmanship. 

“Any present-day dealer, who 
is desirous of remaining in busi- 
ness on a profitable basis, and 
any individual who contemplates 
making the selling of automo- 
biles his vocation, have a dire 
need for a program of this type. 

“The progressive dealer of today 
has either already commenced, or 
is presently seriously contemplat- 
ing, the immediate expansion of 
his retail sales organization. If he 
happens to be a dealer, imbued 
with the idea that this expansion 
will not be essential to his business 


Alabama Dealers 
Name Speakers 
For Oct. Meet 


MONTGOMERY, Ala.—Dr. W. H. 
Alexander, nationally known re- 
ligious and civic leader of Okla- 
homa City, has been chosen to 
deliver the banquet address at what 
is expected to be the most import- 
ant annual convention of the Auto- 
mobile Dealers Assn. of Alabama, 
Inc., at Biloxi, Miss., Oct. 23-25. 

R. J. Jones jr., of Birmingham, 
convention speakers’ chairman, also 
announced that John W. Stokes of 
New York, editor of the “National 
Tax Service for Automobile Deal- 
ers,” who spoke at last year’s con- 
vention, had agreed to return for 
another talk on dealer tax prob- 
lems. 

Executive Vice-President Frank 
R. Broadway of ADAA said early 
reservation requests indicate that a 
larger number of ladies will attend 
this year’s convention, and that 
over-all attendance will probably 
surpass that of other years. 

Don H. Maring, Birmingham, is 
general convention chairman, and 
the program is being directed 
specifically to the purpose of pro- 
viding information and _ counsel 
which will be applicable to every- 
day dealer problems. 


R. J. Pearson, Mobile, is housing 
chairman. 


Ga. Dealers Set 
Parley Oct. 12-13 


ATLANTA. — The Georgia Auto- 
mobile Dealers Assn. will hold its 
1949 convention here Oct. 12-13, in 
the Ansley hotel, H. E. Reagan, 
assistant-secretary, has announced. 
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) Dealers tell me 


By John O. Munn 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 


| those 





Obituaries 

Personnel (Factory) 
Production by Makes 
Used-Car Notes .. 
Used-Car Prices, Averages 
Washington Column 












in due 


welfare, his factory will 
time abruptly and definitely change 
his mind. 


* * 


Big Battle Looms 


“( YERTAINLY, every automobile 
4 manufacturer is fully aware 


| that we are on the verge of the 


greatest competitive era the auto- 
mobile business has ever experi- 
enced. 

“Therefore, to remain in business 
and survive, it will be necessary 
for every dealer to have compe- 
tent, experienced sales direction 
and a hard-hitting, hard-working 
selling organization. The size of 
any dealer’s sales force will, of 
course, be governed by the geo- 
graphical location of the dealer, 
and the sales potential established 
by the factory in his particular 
zone of influence. In metropolitan 
areas, competition is going to be 
really rugged. 

“Due to material shortages and 
labor controversies, automobile 
manufacturers have been forced 
to operate on a severely cur- 
tailed production basis since the 
war. Now, with shortages rapidly 
becoming a thing of the past, and 
labor becoming more docile be- 
cause of a restricted economic 
picture, the industry is gearing 
itself to produce new cars in 
ever increasing numbers. 

“A new battle for supremacy in 
the industry, similar to the one be- 
ing waged just prior to the out- 
break of the war, is just getting 


| under way. The ‘Big Three,’ strong- 


er financially and production-wise, 
are about ready to take off the 
gloves and produce new cars in 
unbelievable numbers. The inde- 
pendents are going to stage a ter- 
rific fight to maintain and hold 
their present position. 

* a * 


More Dealers Due 


"| TIME, the industry is bound 

to build a greater volume of 
new cars than the buying public 
will be able to conveniently pur- 
chase, This, however, will not hap- 
pen until the now established deal- 
ers have had ample opportunity to 
develop accelerated selling pro- 
grams. 

“With production difficulties on 
the wane, there is certain to be 
a considerable influx of new 
dealers throughout the country. 
Many logical dealer points have 
been left open since the war be- 
cause the manufacturers right- 
fully recognized the. fact they 
would not be able to produce new 
cars in sufficient numbers to ade- 
quately supply their dealers who 
remained in business during the 
war. These open points are now 
in the process of being closed, 
and this will further intensify 
competition, 

“All of the foregoing definitely 
portrays a critical need for an ex- 
panded and trained sales organ- 


ization. 
* + * 


Salesmen Scarce 


"ye MUST also recognize this 


need is more alarming than 
usual because of the existing dearth 
of experienced salesmen. Since 
1942, dealers have employed very 
few salesmen. Most of the prewar 
salesmen have located positions 
they do not wish to relinquish, or 
available are not considered 
capable. 

“Therefore, practically every 
automobile dealer in the entire 
country faces two important 
problems today. He is faced with 
the immediate hiring and selec- 
tion of an expanded selling or- 
ganization, and he is faced with 
the necessity of molding and 
training his new sales organiza- 
tion into a potent selling force.” 
I am sure we will all benefit 

from this advice of one who has 
gone through the mill, because this 
trade is entering a period that will 
require intelligent sales effort ap- 
plied with a high degree of effi- 
ciency. 


No Exceptions 


| Turn Signals Required 


On All Minn. Cars 


ST. PAUL.—All cars sold _ in 
Minnesota, regardless of where 
they are to be used after being 
sold, must be equipped with direc- 
tional signals, according to a recent 
law passed here and questioned on 
this point recently by a local dealer. 

The dealer had inquired whether 
it would be necessary to install a 
|directional signal on a car being 
;}sent to another state where such | 
signals were not lawfully required. 
The attorney general's office here 
said the legislature, in passing the 
signal law. did not allow any 
exceptions, 


| 








NEW YORK.—Predicting a col- 


| lapse in the used-car market is one 


of the surest ways to bring such a 
condition about, in the opinion of 
J. W. Farlow, general manager of 
the Automobile Merchants Assn. of 
New York, Inc, 

Writing in the association’s 
bulletin, Farlow scored those 
pessimistic dealers who had pre- 
dicted a dropoff in the market 
after July 4, and pointed out that 
they were “definitely wrong. 
Despite having missed on the 











Dealer Safety Assists 





INDIANA SENDS POLICEMAN TO NORTHWESTERN—Capt. Robert M. Bush of the Indiana 
state police was made recipient of a $650 fellowship to attend the fall course in traffic 
police administration at the Northwestern university traffic institute in Evanston, Ill. A check 


for $80, representing the first installment of t¢ 
ceremony in the office of the governor. G. L. 


he award, was presented to him in a brief 


Schaus, chairman of the Indiana Inter-Industry 


Highway Safety Committee and chairman of the safety committee of the Automobile 


Dealers’ Assn. of Indiana, presented the check 
Indianapolis, superintendent of public instruct 
superintendent of state police, Gov. peony 
director, Indiana traffic safety commission; He 
tary, Automobile Dealers Assn. of Indiana. 


to Bush. Left to right: Schaus, Dean Walker, 
ion, Bush, Arthur M. Thurston, Indianapolis, 
F. Schricker, James H. Mohr, Indianapolis, 
rman Schaefer, Indianapolis, executive secre- 





DEALER MARSDEN PRESENTS FELLOWSHI 
It was made possible by Automotive Safety 
land Inter-Industry Highway Safety Committee. 


ship but was unable to be at the presentation 
J. C. Darrell, manager, ATAM; Sergt.-Maj. 





Capital Dealers | 


Set Show for | 


P TO MARYLAND TROOPER—Corp. Hugh 


Kavanagh of the state police received the award to Northwestern university traffic institute. 


Foundation and was presented by Frank J. 


Marsden, president of the Automobile Trade Assn. of Maryland and chairman of the Mary- 


Trooper Garland Walters also won a scholar- 
because of illness. Left to right: Kavanagh; 
George E. Carlson, Capt. Ruxton Ridgeley, 


Marsden, and Col. Carey Jarman, superintendent, state police. 


trade name motor vehicle for which 
such members hold a franchise. 
This will be Washington’s 22nd 
dealer auto exhibition and it is 
expected to be the “best ever held” 


Next Feb. 18-25 


WASHINGTON. — After a lapse 
of some years, the national capital | 
is to have an automobile show 
some six months hence, This was 
announced by the Washington | 
Automotive Trade Assn. last week | 
following a favorable member vote | 
upon a recommendation of the| 
organization’s board of directors | 
that such an exhibition be held. | 

The place will be the new Na-| 
tional Guard armory and the time | 
Feb. 18 to 25, inclusive, Plans are 
already under way and the WATA | 
is urging dealers of the metropoli- | 





tan area to prepare now for 
participation, 

| In accordance with WATA by- 
laws, active members who sign 


auto show contracts can receive an | 
auto show dividend “if and when | 
one is declared.” 

| There always has been one in 
the past, it was pointed out. Each 
motor vehicle franchise in the ter- | 
ritory will be entitled to one space, 


but limited to one only, it was 
stated, 
| Active, special and associate} 


WATA members who do not sign 
a contract will be permitted to) 
participate in and solicit business 
at the show, a spokesman said. | 
Solicitation, it is stipulated, will be 
limited to the space assigned to the | 





| since the new armory offers better 
| facilities than any other building 
| heretofore available for staging an 
automobile show. 


‘Pessimists Hurt Market’ 


Dire Predictions of Car Sales Slumps 
Help Bring Them on, Farlow Says 












July 4 prediction, Farlow said these 
same dealers are predicting the 
approach of another dropoff point; 
some of them saying it will come 
in September and others October 
or November. 


Farlow contends these predic- 
tions are out of line with the actual 
sales results being recorded these 
days. He claims “if you are looking 
for the dropoff period and keep 
talking about it, you are sure to 
get it much sooner than today’s 
facts indicate.” 

The cure, Farlow states, is to 
stop looking for and predicting 
when the slump will come; “in- 
stead, let’s sell what we have 
today, tomorrow and next 
month.” 

Those dealers who quit waiting 
for dropoff periods and who get out 
and sell hard every day, every week 
will have no time to think about 
future soft spots in the market, 
Farlow declares. 

The future will take care of 
itself, provided dealers put forth 
a proper selling effort and look 
to the future with optimism, he 
claims. 

Farlow points out that the 
market is and has been very 
good for both new and used cars 
in New York this summer. There 
is, in his opinion, no indication 
of a dropoff now or in the near 
future. 

“Of course,” he says, “we are not 
foolish enough to say that today’s 
market is as good as it was last 
year, or the year before, but we 
can say in the New York territory, 
we are enjoying a good market for 
new and used cars . , . It should 
remain like this forever!” 





Cleary to Manage 
Chicago Show 


CHICAGO.—Selection of Edward 
L. Cleary as manager of the 42nd 
annual Chicago Automotive Show 
to be staged next 
Feb. 18 to 26, in- 
clusive, under 
auspices of the 
Chicago Automo- 
bile Trade Assn., 
was announced 
last week by 
Frank H. Yarn- 
all, CATA presi- 
dent, and James 
F. McManus jr., 
chairman of the 
show committee. 

Playing a prominent role in these 
combination spectacles and exhibi- 
tions is no new experience for 
Cleary. He did just that during 
the prewar era in connection with 
each of the big shows presented 
under CATA auspices from 1935 
through 1940. 

The show next February, like 
those since the association took 
over sponsorship, will be held in 
the International Amphitheater, a 
building considered ideal for show- 
manship and exhibition purposes, 





On the House... 


How 


is Ford’s automatic transmission 


(torque converter type) 


coming along? Progressing rapidly but it won’t be ready for intro- 


duction before 1950. . . 


. That’s the word from the horse’s mouth. 


Harold Youngren, Ford’s engineering vice- 


percent grade) 
transmissions 


OW. 
It was 
chance to 
stances. ... 


a 





Harold Youngren 


nifty demonstration, 
test 
I won't tell you which 
because that is advertising’s job. But I will 
say that it’s pretty much a matter of opinion; 


president, discussed the whole situation with sev- 
eral newspapermen the other day. After which he 
took us out to Ford’s new “Filbert Street” hill (30 
and let us test various automatic 
Borg-Warner’s 
for Ford; Detroit Gear’s device to be offered by 
Studebaker late this year, Hydra-Matic and Dyna- 


“Belwood,” slated 


gave ya a 
circum- 
is best, 


’em all under similar 


all of ’em are damn good. .. . Youngren says he doubts that any 

automatic transmission ever can be offered at the same price as 

standard shift because “whenever you have a device do your 

thinking, it’s going to cost you money.” ... 

NADA reports that Rep. Charlie Halleck could have had the G.O.P. 
chairmanship if he had wanted it; likewise Art Summerfield (Chev- 


rolet). .. 
dealer windows and doors. . 


. Minnesota association is pushing use of its emblem on 
. . Tennessee association declares direct 


mail membership promotion doesn’t work... . 


Pete WeEMHOFF, 
Editor 
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The Gap Will Widen 


a at present have little reason to be concerned 
about their new-car stocks, which averaged at the end 
of July 11% units on hand and in transit (AUTOMOTIVE 
News, Aug. 8). Even though this total compares with a 
prewar figure that often reached 25, farsighted dealers 
know that the August figure will probably increase and will 
set their sights accordingly. 


The comfortable feeling that comes with such a small 
supply is going to disappear. It is a necessary part of the 
return to normal marketing conditions in the auto industry. 


All dealers knew that the prewar pattern would return 
but, perhaps, some of them were inclined to forget the 
seller’s market. Others have already started to prepare for 
intensified selling necessary to move a larger inventory. 


When will that be? Barring unknown factors such as 
strikes, there are indications that a reversal from the easy 
selling since V-J day may become very evident within the 
next couple of months. 


A constructive trend revealed by AUTOMOTIVE NEws’ sur- 
vey is that some of the man- 
V B d ufacturers are gearing output 
ery Dba realistically. A further exten- 
Everyone in the industry can sion of this policy would be 
well afford to give serious study welcomed by all dealers and 
to the — — oe strengthen the retail outlet 
river robiem. rive : ° 
vaste 25 are <nuaal to have an side of the industry. 
accident rate 50 percent higher Benefits, too, could accrue 
than the average. to the factories that do not 
In addition to the pain-und- 4verload their dealers with 
death aspects of their careless- 
less, they add $125 million a C€FS that move too slowly. 
year to the cost of private auto The return to normal in an 
insurance, it is said. industry (witness the rever- 
Unless arrested, this trend can _sals in several other lines that 
cost the industry dearly. Dealers have already taken place) is 
are already leading the way to . ee a 
painful enough in itself with- 


better young drivers’ through : : 
lending of cars for training Out the added complications 


courses in schools. 


Campaigns at national, state 
and local levels are continually 
in progress. Yet the toll for this 
age segment worsens. 

If there are dealers who have 
been lukewarm tc doing every- 
thing possible to promote safety, 
this condition should be an eye- 
opener. Yet it is only one phase 
of a situation that is of prime 
interest to all who make, sell 
and service autos, 


AUTOMOTIVE 


Zarr>ago 





ventories that belong in a 
seller’s market. 

The dealer, by pushing his 
sales efforts, and the manu- 
facturer’s application of a 
sane policy in the ratio of 
output to sales, can ease the 
transition to normal condi- 
tions in the industry. 


AUTOMOTIVE NEWS, AUGUST 15, 1949 





| AS I WRITE this (Tuesday) the 
| 85,000 employes of Ford in the De- 
|troit district are taking a “strike 
vote.” The temperature is 95 in the 
shade, there are reports of dogs 
running wild with 


DOG DAYS! rabies and many 

a drownings at the 
EASY OUT beaches. It is 
FOR FORD! hardly a time for 


humans to arrive 
at sane conclusions. Evidently it 
has been equally hot in Washing- 
ton. But “the corn is as high as 
an elephant’s eye” in Iowa and 
thus lower meat prices are prom- 
ised for this fall and winter. Per- 
| sonally, we are keeping our fingers 
crossed so tightly they are begin- 
ning to hurt, for from now on to 
the middle of October is the hurri- 
cane season in Florida and, owning 
a couple of roofs down there, we 
can only hope and pray for the 
best. 


* * 


GUESS YOU know by now that 
this year of 1949 will probably sur- 
pass any, except 1929, in vacation 
travel. Boats and planes for Europe 
are packed to capacity. Yesterday 
we heard from friends who are 
driving West and they report auto 
travel, into Glacier National Park 
for example, 60 percent ahead of 
last year. They say tourist accom- 


. 





modations are very hard to find 
along the route. This comes as 
somewhat of a surprise, because 
earlier reports before the hot sum- 
mer set in predicted a season 
slightly under 1948—which, how- 
ever, was plenty good! The car 
manufacturers abroad have always 
made great efforts to encourage 
touring. Here in the U.S.A. this has 
hardly been necessary—every 
American is a natural-born gad- 
about. Give (or loan) him the time 
and money and he’s on his way, 
with the family, too, which is all 
to his credit! 

* 


* + 


gang would do if some morning 
next week, Henry II were to call 
‘em into his office and say: 


“Boys, we’ve just decided to let 
you write your own ticket— 
wages, vacations with pay, time 
off, slowed-down lines, sick bene- 
fits, old age pensions. Anything 
you want, the sky is the limit! 
We've decided to play the game 





of dealers distressed by in-| 


your way the next 30 days and 
then up prices on the whole Ford- 
Lincoln-Mercury line just enough 
to cover the costs experience will 
prove you have to add. 


Now Ford will have every- 
thing except a price in line with 
our competition. Naturally, the 
cars will not move from our deal- 
ers’ showrooms. No one, not even 
your own members who work for 
Ford, will pay a price out of line 
just because Ford gave you 
everything you asked for! 


So the factory shuts down—no 
strike, mind you—no hard feel- 
ings—we’ll be the best of friends. 
Maybe when our dealers have 
taken the rap and, by long trad- 
ing, have moved some cars, we 
can start up again. Then if your 
union hasn’t found you a better 
job elsewhere, you can come back 
to Ford! 


* * + 


“LOOK HOW easily that 
solves all our present prob- 
lems! No long arguments 
between Bugas and Reu- 
ther. No heartbreaking days 
and nights for mother and 
the kids while you pace the 
picket line waiting for a 
| strike to end. Simply raise 
| prices on the whole Ford 
| line to meet all the demands 
your union boys can think 
up. Just forget the compe- 
| tition from GM, Chrysler 
| and the independents. You 
| see, there won’t need to be 
| a strike at Ford, simply 
| because no one will be 
| working there!”—G.M.S. 














WE WONDER what the CIO} 


THE NEW WoRD— 
TEEN ICIDE; KILLINGs, 
MAIMINGS AND DESTRUCTION 
CAUSED BY TEEN-AGE' 
PRivVERS ::-:-::: 


IF YOU WAKT TO USE THE 
FAMILY CAR: YOU WILL 
OBEY ALL TRAFFIC 
REGULATIONS ANP 
FURTHERMORE — 


Letterbox 








‘Who’s First? 





ALL RIGHT, NOW, SON. LET'S UNDERSTAND 
THIS THING. HERE'S THE AGREEMENT 7 


THE IN TER-/INDUSTRY 
HIGHWAY SAFETY 
COMMITTEE SAYS TO 
STACT HERE TO REDKE 
THIS INCREASING 
ADOLESC ENT MENACE 








9 
eo eee ef e @ @ 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. 


letters but you may sign your name 
used, if you so request. 


No attention is given to unsigned 
with the assurance that it will not be 


Address Editor, Automotive News, Detroit 26, Mich. 





On Hydra-Matic 


We are interested in knowing 
about the origin of the Hydra- 
Matic that has been used in Gen- 
eral Motors cars and which now 
has been sold to the “Ford.” 

We would like to know who 
originally owned it. — CHEVROLET 
DEALER. 

Epiror’s Note: Oldsmobile de- 
veloped the Hydra-Matic and 
announced it on Aug. 23, 1939, on 
its 1940 models. Subsequently, 
Cadillac, Pontiac and Lincoln 
adopted the device. Another line 
of cars is due to use the device 
starting in September. 

+ * * 


Calling Alabama 


I would like to ask Frank Broad- 
way, Don Maring and J. C. Austin 
of the Alabama dealers’ association 
a few questions about title laws 
which they seem to be so proud in 
fighting. 

Our National Used Car Dealers 
Assn. is trying to get title laws 
in all states; in fact I think AvuTo- 
MOTIVE News ran an editorial not 
so long ago, saying that we should 
have a national title law. The FBI 
wants title laws in all states and 
so does the American Insurance 
conference. We do know that theft 
insurance is cheaper in states that 
do have title laws. 


Since when have the new-car 
|dealers in Alabama taken such an 
interest in the public as to what 
it will cost them? Do you men 
| know that it is possible for a man 
to walk in and get 20 to 30 Ala- 
bama registrations at one crack 
| and then to go to other states and 
| steal cars and get clear titles on 
|them? If not, read Albert Rogers’ 
|confession to the FBI. This he 
| used to do. 

Can you men name me one state 
| that ever had a title law that did 





| away with it? Why should anyone 
have a clear title ‘to a car until it 
is paid for? 

We here in Ohio have a fine title 
law, and a swell registrar to ad- 
minister it, but it is not worth a 
damn on cars coming into the state 
from states that do not have a title 
law. In fact, here in Ohio and in 
Michigan it is impossible to get an 
Ohio title on cars coming into the 
state from states that do not have 
title laws without a 10-day waiting 
period. This is for our own pro- 
tection. 


Here is what happened recently 
in Michigan, which would have 
been impossible if all states had 
title laws: A man purchased some 
cars from a new-car dealer, and 
the titles were attached to check. 
The check was no good and the 

(Continued on Page 29, Col, 4) 


Coming Events 
AUGUST 

Aug. 15-17—Portland, Ore. (Multnomah ho- 

tel). SAE West Coast meeting. 
SEPTEMBER 

Sept. 7-10 — Detroit (Book-Cadillac hotel 
and Masonic Temple). Third annual con- 
vention, National Used Car Dealers Assn. 

Sept. 11-12—Myrtle Beach, 8. ©. (Ocean 


Forest hotel). South Carolina Auto Deal- 
ers Assn, convention, 


Sept. 11-13—Buffalo (Statler hotel). 26th 
annual convention and exhibit of New 
York State Auto Dealers, Inc. 

Sept. 19-20—Milwaukee (Schroeder hotel). 
2ist annual session of Wisconsin Auto- 
motive Trades Assn. 

Sept. 28—Burlington, Vt. 

Dealers Assn. convention. 

Sept, 29-30 — Atlantic City. New Jersey 

Automotive Trade Assn, parley. 


OCTOBER 

Oct, 9-11 — Galveston, Tex, 32nd annua) 
convention and exhibit of Texas Automo- 
tive Dealers Assn. 

Oct, 9-11 — Cincinnati (Netherlands Plaza 
hotel). Annual convention of Ohio Auto- 
mobile Dealers Assn. 

Oct. 10-11 — Minneapolis (Nicollet hotel) 
Annual convention, Minnesota Automobile 
Dealers Assn. 





Vermont Auto 
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the Can’t Be Beat! And only Oldsmobile dealers have it! Only Oldsmobile 
ave : 2 OLDSMOBILE 
ae dealers have the most terrific performance team on the market! The “Rocket” Engine, 
ntly in the year since it was announced, has smashed all records for public acceptance. 
lave 
— >» Motorists the country over are talking about the “Rocket’s” sparkling pick-up—its 
d . ° ° 
borg safety reserve of high-compression power—its remarkable gas economy! And 
the 
Hydra-Matic Drive now enjoys even more public favor than ever! Introduced by 
Oldsmobile in 1939 as the first fully automatic transmission, Hydra-Matic is today 
fully perfected—fully proved by hundreds of thousands of Oldsmobile owners! And 
nh ho- * 9 . . . . 
Hydra-Matic’s instant response—smoothness—gas-saving action make it the perfect 
hotel ‘ 7 : 
con- performance partner for the “Rocket”! A demonstration never fails to convince the pros- 
)cean ss ‘és y casi . a S A 
Deal- pect of ““Rocket”-Hydra-Matic superiority. That’s why they’re the two biggest selling LOWEST-PRICED 
26th . . . . 
New points in the trade! And that’s why Oldsmobile dealers are more certain than ever: “ROCKET”-HYDRA-MATIC CAR! 
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Sales of Tires 
To Auto Plants 
At Alltime High 


AKRON.—Sales of passenger 
tires as original equipment for new 
automobiles is running at the high- 
est rate in the history of the rub- 
ber industry, figures for the first 
half. of 1949 show. 

Tire shipments to the car mak- 
ers during that period totaled 13,- 
334,000, an increase of 31 percent 
over 1948. The 10,166,000 figure for 
the first half of last year had been 
one of the best on record. 


Peak demand for tires by the 
automotive industry, exceeding 
even 1929, reflects the booming pro- 
duction of car makers as they shoot 
for all-time high output this month. 

The big gain in original equip- 
ment enabled the tire manufactur- 
ers to come up with a first-half 
year sales mark of 31,263,000, sur- 
passing the first half of 1948 by 
approximately 500,000. 


However, replacement tire sales 
dropped from 20,218,000 last year 
to 17,691,000 for the first six months 
of 1949. 

All categories of truck tire sales 
fell off as compared with 1948. 
Original equipment was down, 2,- 
822,000 to 2,037,000; replacement 
sales dropped from 3,674,000 last 
year to 3,208,000, and exports were 
off from 597,000 to 508,000. 


Ia. Dealers Plan 
12 Area Parleys 


DES MOINES.—tThe board of di- 
rectors of the Iowa Automobile 
Dealers Assn. has announced plans 
to hold 12 sectional meetings this 
year. The object of the meetings 
will be to Mmform dealers of the 
latest information on pending legis- 
lation. 

Speakers scheduled to appear at 
some of the meetings, according to 
George Means, secretary-manager, 
include: Vincent J. Neu, IADA 
president; J. B. Van Tassel, dealer 
business counsel; Burt L. Zuver, 
tax authority; Elmer Dunn, IADA 
treasurer; Alfred W. Kahl, Iowa 
commissioner of public safety; 
Thomas B. Roberts, IADA legal 
counsel, Byron C. Hawn, past IADA 
president; Frank Collard, Iowa 
NADA director, and Charles De- 
Winter, group manager of Bankers 
Life Co. 


Minn. Mistake 


Bum-Check Deal Leaves 


Salesman in Cold 


MINNEAPOLIS.—A pair of Twin 
City dealers teamed up here to help 
put a bum-check passer behind the 
bars. 

A man giving the name of E. R. 
Hillukka, Erazee, Minn., purchased 
a used car from Fox Brothers, 
South St, Paul, for $1,350, after 
much bargaining over the price. 
Later the check bounced, but mean- 
time Hillukka had traded the used 
car for a new one at Hetfield- 
Queenan, Inc., St. Paul. 

On of the Fox brothers got in 
touch with Harold Queenan. The 
sheriff's office nabbed the suspect, 
who had a record for several years 
on passing worthless checks, and 
Queenan gave Fox the used car, 
and got his new car back. 


DETROITERS FLOCK TO SEE BUICK SPECIAL—An’ enthusiastic reception was accorded 

the latest addition to the Buick line on display in the Detroit General Motors building 

y redesigned body that is sleeker, lower, and shorter than 

models, contains many features, such as the new non-locking bumper-guard grilles with 

built in parking lights, new ventilating systems, etc., the company states. The five passenger 
door sedan has a Flint advertised-delivered price of $1,925. 


lobby. It has a complete’ 


four- 
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Demonstrating U. C. Aids . . 





MODEL USED-CAR LOT—To demonstrate the eventual appearance of individual lots 
under Chevrolet's OK used-car and truck merchandising program, the company has pre- 
sented to dealers an exact scale model fitted with removable closing office, signs and 
posterboards. A feature of the exhibit is that lot boundaries can be adjusted to suit any 


size or shape. 
his purchases or recommended fixtures. 





IT FLASHES THE MESSAGE — Newly-de- 


signed neon flashers making use of the basic 
OK symbol were among lighting fixtures in- 
troduced to dealers in Chevrolet's exhaustive 
program for used-car merchandising. The 
above sign is offered in four different sizes 
to satisfy requirements as to space and price. 


SEC Blasts Plans 
Of Reorganization 
For Keeshin 


CHICAGO. — Keeshin Motor 
Freight Lines, once claimed to be 
the nation’s largest trucking firm, 
and for months a storm center in 
reorganization, drew fire from the 
Securities and Exchange Commis- 
sion which last week referred to 
two reorganization plans as unfair 
to creditors. 

The plans covered offers by John 
L. Keeshin and David H. Ratner 
of Chicago, and a group headed by 
D. D. Walker of St. Louis, both of 
whom seek to purchase the coin- 
pany. 

Keeshin submitted a maximum 
price of $1,930,000 and a minimum 
of $1,800,000, depending upon claims 
which would be allowed against 
the firm. Walker's bid was $1,300,- 
000. 

According to the SEC estimate, 


it will require $2,200,000 to give 
the company “growing concern 
value.” 


Federal District Judge Walter J. 
LaBuy set Aug. 23 as the date for 
a hearing on the matter. 





revious 


Thus, a dealer can tell how his used-car lot will look in accordance with 









Olds 88 Buildup 
Draws ¥2 Million 
For Trial Runs 


LANSING. — More than a half- 
million demonstrations of the 1949 
Oldsmobile Series 88 cars have 
been given to motorists of the 
United States since the start of the 
“Make a Date with the 88” cam- 
paign late in June. 

In making known the initial pro- 
gress of the program, G. R. Jones, 
general sales manager of Oldsmo- 
bile, related that the campaign was 
being carried on through public 
invitations printed in newspaper 
advertising columns. 

“An interesting sidelight that 
shows up in dealer reports,” said 
Jones, “is the popularity of tests in 
heavy traffic. The new crop of 
buyers appear to be particularly 
concerned with a car’s maneuver- 
ability, ease of handling and in- 
stant response. 

“For example, our dealers have 
been called on to demonstrate the 
Rocket engine in such familiar 
areas of heavy traffic us New 
York’s Times Square during the 
evening rush; Wilshire Blvd., Los 
Angeles, when the homeward rush 
is on; Grand River Ave., Detroit; 
the Chicago Loop; San Francisco 
bay bridge ramps during the com- 
muter jam, and other well-known 
places throughout the country.” 









Knudsen’s Son 


Boosted by GM 


DETROIT.—Appointment of Se- 
mon E. Knudsen, son of the late 
Gen, William S. Knudsen, former 
General Motors 
president, as di- 
rector of the pro- 
cess development 
section of the fa- 
cilities and pro- 
cesses staff of 
GM, has been an- 
nounced by C, E. 
Wilson, president. 
He succeeds Har- 
old T. Johnson, 
who has been 
transferred to the 
Overseas Operations division. 

Knudsen joined GM in January, 
1939, in the tool engineering de- 
partment of Pontiac division. His 
new headquarters will be at Cadil- 
lac Motor division. 





S. E. Knudsen 


Minn. Opens Series 


Of 9 Meetings 


MINNEAPOLIS.—More than 1,- 
500 dealers will attend nine dealer 
meetings sponsored by the Minne- 
sota Automobile Dealers Assn. dur- 
ing the summer and fall, accord- 
ing to President Herman Miller. 

Three meetings were held during 
July at Rochester, Tracy and Man- 
kato. Present industry problems 
and local situations were discussed 
by Miller and General Manager 
Glen Atcheson. Six other meetings 
are scheduled for other centrally 
located cities in coming weeks. 









DETROIT.—The opening phases 
of a nationwide program that will 
reactivate the used-car operations 
of Chevrolet dealers on a uniform 
basis has just been disclosed by the 
division. 

At a series of meetings in stra- 
tegic centers throughout the coun- 
try, the Chevrolet wholesale and 
retail forces were introduced to a 
plan that outlines used-car mer- 
chandising in minute detail. 

The initial conferences dealt 
almost exclusively with identifi- 
cation signs and efficient lot 
layout. Proposals took full ad- 
vantage of the economy of 
standardized materials and fix- 
tures, but at the same time main- 
tained a flexibility that would 
appeal to all dealers, regardless 
of size. 

“One weakness of used-car mer- 
chandising programs in the past 
has been a pre-occupation with 
problems of the larger dealers,” 
said W. E. Fish, general sales man- 
ager of Chevrolet. “Nearly all 
recommendations demanded _ the 
organization and capital of big 
volume retailers. 

“Our new Chevrolet dealers OK 
used-car and truck merchandising 
program can be adapted to any 
dealer, no matter how small. A 
dealer can accept all features or 
any part of it. It was presented 
with the peculiar problems in mind 
of the big and small dealer, the 
rural and metropolitan dealer, the 
dealer with an odd-shaped lot and 
the dealer with exceptional ground 
area, No matter what the individ- 
ual needs, we offer something 
applicable.” 

According to the Chevrolet ex- 
ecutive, other phases of used-car 
selling will be treated before 
dealers in the same exhaustive 
fashion that marked the opening 
conferences. Overall, the program 
has been the work of several 
months by a staff under Warren 
R, Peel, national used-car man- 
ager, and L, N. Mays, sales pro- 
motion manager. 

First meetings included an elab- 
orate display of recommended fix- 
tures. These fixtures were designed 
with an idea of permanence and 
the low cost made possible by mass 
purchases. 

“In addition to the development 
of uniform standards, we have 
sought to impress dealers that they 
are in the used-car business to 
stay,” explained Peel. “Used cars 
are no fly-by-night operation. With 
the number of new cars on the 
road rapidly growing, it is neces- 
sary for the dealer, both psycho- 
logically and financially, to prepare 
to move used cars in increasing 
volume.” 

As an example of the detail 
behind the program, the exhibit 
contained a full-sized pre-frabri- 
cated closing office, complete to 
flower boxes, and is designed 
either for center-lot or location 
against the wall of an adjacent 
building. The unit can be as- 
sembled by two carpenters and 
two helpers in less than an eight- 
hour day. 

The closing office in miniature 
was among props used at field 
meetings to demonstrate lot layout 
efficiency. Constructed so that any 
size or shape of lot can be repro- 
duced in exact scale, the display 
covers signs, lighting poles, sign- 
boards and even midget automo- 
biles. Through the adjustment of 
his display, a field man can show a 





AIRFLIGHT AND AIRFLYTE—Charies 


Chevrolet Used-Car Plan 


Meetings Brief Sales Forces as to Programs 
For Identification Signs, Lot Layouts 










dealer the eventual appearance of 
his lot. 

Considerable research went into 
lighting equipment. Recommenda- 
tions were made only after engi- 
neers of power companies 
concluded an extensive study of 
Detroit used-car lots. 

Among the facts brought out was 
that the high cost of mountings 
frequently affected lighting equip- 
ment. As a result, recommendations 
go into light poles as well as lamp 
clusters, valances and marquee- 
type signs. 

In developing its new program, 
Chevrolet retained only the OK 
symbol around which dealers built 
their reputation for quality and 
price in the prewar’ used-car 
market. This symbol has been ap- 
plied in numerous ways, both in 
decorative schemes and in single 
identification signs. 


Automatic Drives 
Seen on 90% of 
New Cars by ’55 


NEW YORK. — New develop- 
ments in the automatic-transmis- 
sion field will force all important 
automotive manufacturers to adopt 
these units within the next three 
years in order to remain competi- 
tive, it was predicted last week by 
Walter Hochuli, Texaco’s general 
sales manager. 

As auto makers introduce the 
new transmissions, they will devote 
30 percent of their production to 
cars containing the units during 
the first year, but that percentage 
will rise to 90 percent within four 
years and remain at that figure 
thereafter, he predicted, 

Hochuli stated that, excluding the 
Chrysler type of fluid drive, there 
are already 2,000,000 automatic 
transmissions on the road, and this 
number will jump to 3,000,000 units 
within 18 months. 


Perry Heads Up 
K.C. Show Group 


KANSAS CITY.—Ralph Perry, of 
Perry Pontiac, Inc., was named 
chairman of the auto show com- 
mittee of the Motor Car Dealers 
Assn. of Greater Kansas City at the 





show group’s first meeting last 
week. 
The association committee is 


pushing to hold the Kansas City 
auto show early in 1950 and is 
working in cooperation with the 
city centennial celebration commit- 
tees. N. S. O'Neill (Greenlease- 
O'Neill, Inc., Oldsmobile), repre- 
sents the industry on the mayor's 
committee. Other officers of the 
dealers committee are: Benny 
Bentrup (Broadway Motors, Inc.), 
vice-chairman, and Ervin Feld, 
(Feld Motor Co., Inc.), treasurer. 


Soap Box Derby Stopped 
By Polio in Springfield 

SPRINGFIELD, IIl.—Because of 
an outbreak of polio here, Metro- 
politan Chevrolet Co. was forced to 
cancel plans for its local soap box 
derby competition. 

Local government officials, on the 
heels of a reported 27 cases of 
polio, clamped a quarantine on all 
children under 16 years of age. 
There have been four deaths in 
this age group. 


I Smith Nash Co., Oklahoma City, was ground host 
for an open house staged by American Airlines, and used Nash Airflytes to drive spectators 
around the field. 
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that means extra sales... 
use extra advertising in 
The New York Times 


... biggest salesman in the world’s 


biggest automobile market 
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Classified Advertisers know. A good way to measure the position of a 

newspaper in its market is to look at its classified advertising pages. Classified 
advertising is everybody’s advertising. The classified advertiser pays 

his money and gets results fast ...or else. In New York, most classified advertisers 
unhesitatingly pick The New York Times again and again and again. 

The Times publishes almost as much classified advertising as all other New York 
newspapers. Now that it takes real selling to move new cars in New York, 

it will pay you to take a new look at the New York advertising picture. Just call 


our Detroit office: General Motors Building, Trinity 3-3800. 
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ing. 
It is done by 
enclosing speci- 
(The opinions expressed herein are those of Columnist Allen and are not with a 12,000-volt 
necessarily those of Automotive News.) current from an 
aluminum anode. 
mobile, Inc., Buffalo. Left to right, with the Series 88 demonstration car: sales manager R. E. specifically those maintained by Ford and General Motors. | s 
wi d cl Till, R. Wi den jr. and Charles Friedman. Th | |cial layer of flowed metal 0.005- 
wearing special "88" neckties, with rocket and car design. They wear the ties ‘everywhere’ |SOMe time ago, Ford disclosed that radioactive isotopes! inch deep. not detectible by chemi- 
The interest of T. A, Thompson | pon : 
purchased by Marius Ahl-|iron in foundry cupolas and in| physics research, has described a} 
= See tieetes Motor | strom and Ray Murrow. The com- | gaging the thickness of sheet steel F method of cathodic vacuum etch- as ponte ge 
‘oO n ( 1 ), 1000 i » 7 
c ncoin-Mercury pany will now be known as Schoon- | as it passed through rolling mills.|ing of metals. The _ technique, | a microvolt without being subject 
| The amplifier has been adapted 
to study of the cooling rates of 
steel on quenching, providing 


| lines in steel forgings with a clar- 
mens in an at- 
mosphere of ar- 
By A. H. Allen 

’ Another test on 
NTERESTING new research tools are being adapted to. a. 4H. Aten the rolled fillet 

and when people ask about the design they take their names and arrange ‘' '88' dates." ‘from its “hot lab” were be- —_—_—_—_—_——_— ~= cal methods. 
| ing used successfully in meas- | of the Ford process engineering| Earlier this month a General 
W. Sixth, Topeka, Kans., » has been | over Motors Inc. | More recently, Don ‘McCutcheon | | among other tt things, discloses flow | 55 vibration sensitivity as is the 
metallurgists with what looks 
like a better method to check 


FOB FACTORY ity far exceeding that produced 
| 
gon gas and then 
commercial usage by the big automotive laboratories, | ne area of a front 
Schoonover—Topeka purchased by Ross F. Schoonover. Motors research engineer described 
eninniadnaate stints conventional galvanometer used to 
td 
hardenability of steels. Perhaps 
BUILDE RS OF TH E BASICS OF more spectacular than this, how- 
ever, is use of the amplifier in 
hospitals to determine changes 


by chemical etch- 
Ford, GM Develop 
bombarding it 
DEMONSTRATION ACTS—Everybody's goes in the demonstration act at Nielsen Olds- spindle revealed a superfi- 
An interest in the firm has also uring the height of molten | laboratory, a specialist in applied | 2 contact modulated amplifier 
|measure these minute impulses. 
in oxygen content of patients’ 


blood while under anesthetic. 


To the 1 th d d 

‘Products BETTER MOTOR VEHICLES setheniie end tate ‘sontinn ae te 
markable achievements. To the re- 

searcher, they are all in the day’s 


work, ready to be put aside for 

commercial application when some- 

thing new appears on the horizon. 
* * * 


Garbage Disposal 


ISPOSAL of industrial wastes 
to avoid contamination of 
B-K* Power either air or water is a problem 
Braking System being given steadily greater atten- 
for Cargo tion. Some motor company engi- 
neers are giving full-time atten- 


Trailers 
tion to various phases of the ques- 
Bendix* | tion, such as stream pollution from 
Automatic Clutch | chemical wastes like plating solu- 
and Gear Shift tions, collection of dust and fumes 
Control Systems from foundry cupolas and removal 


of dirt and noxious odors from 
4 2 plant atmospheres 
Bendix : Civic authorities are cracking 
down on offending operators in no 
uncertain terms, and some size- 
able expenditures probably will 
| have to be made to develop instal- 
lations which wili prevent pollution 
of water and contamination of air. 
| Ford, for example, will complete 
installation of equipment this year 
costing $1,500,000 for controlling 
waste disposal at the Rouge plant 
Bendix* Brakes | alone. GM has spent large amounts 
for Buses, |for similar purpose§ in its Flint 
Bendix-Weiss i = aie : ee Trucks, and | plants. , 

Constant Velocity ' Passenger Cars The job is not so tough for 
Universal Joint the large corporations well heeled 
with funds to cover the costs of 
the equipment. However, the 
small operator, say, of a job plat- 
ing in a rural community may 
find himself up against a major 
outlay to control his plating tank 
wastes which may be killing off 

the fish in a nearby stream. 
Even more complicated is the 
matter of controlling noxious odors 
which may be spilling out into the 
= neighborhood surrounding a plant. 
Bendix Dust, dirt and liquids can be en- 
for Buses F. Re a . Vacuum-Power trapped and neutralized without 
and Trucks 3] Y Gear Shifter too much difficulty, but when it 
* comes to absorbing odors the job 
is a lot tougher. 

* 


Hydraulic Power 
Steering 


Centermount 
Emergency 
and Parking Brake 


* * 


Airplane Influence 


TS AIRPLANE influence on 

motor car design already has 
been reflected to a certain degree 
and will be much meocre so when 
the new Studebakers are an- 
nounced Aug. 20. Doubtless it ap- 
peals greatly to the younger ele- 
ments of the population; its prac- 
ticality may be questioned by the 
older and more. conservative 
drivers. 


It is recalled some years ago the 

i report was heard of plans to in- 
corporate a raised fin on the rear 

ad deck of one of the popular makes 


of passenger cars, along with a 





Everything truck operators look for in power braking, about the upkeep . . . and you'll see why Hydrovac is periscope to replace the rear-view 
they find in greater degree and for less cost in the first choice! This preference indicates the value of in- a oe eee jelled in the 
Bendix Hydrovac*. It gives them easier, smoother, cluding Bendix Hydrovac power braking in your orig- nal version, but were said to have 

: : ; been given serious consideration. 
quicker stops with less physical effort. A record number inal equipment specifications. *REG. U.S. PAT. OFF. 


of Hydrovac installations—over 2,000,000 at present— 


bears out this claim. Ask the man who uses Hydrovac BENDIX PRODUCTS DIVISION of Turner Incorporated 


Turner Motors, Inc., Ponca City, 


bo rformance .. . ask the man who services it 

about its wanes ? SOUTH CHD 28, BENANA AVIATION CORPORATION Okla., has been chartered with 
Export Sales: Bendix International Division, 72 Fifth Avenue, New York II, N.Y. capital stock of $25,000. Incorpor- 
oni ee - ators are L., E. Mayfield, Harry 


Waller and Jack H. Evinger. 
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COMMERCIAL CREDIT CORPORATION 


A Subsidiary of 
Commercial Credit Company, Baltimore +» Capital and Surplus $100,000,000 


MORE THAN 300 OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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TITUSVILLE, Pa. — When the 
petroleum industry marks its 90th 
birthday on Aug. 27, one of the 
highlights of the daylong celebra- 
tion will be the simulated reacti- 
vation of the nation’s first com- 
mercial oil well—the one drilled by 
Col. Edwin L. Drake in 1859 near 
the little community of Titusville. 

The original well hole has been 
cleaned out, new casing has been 
inserted and a special pumping 
operation has been rigged up so 
that the well will appear to be 
producing crude oil in virtually 
the same manner that it did 90 
years ago when “Drake’s Folly” 
overnight became “Drake’s 
Wonder.” 

The well head is housed in a 
replica of the wooden structure 
that Col. Drake and his driller, 
W. A. “Uncle Billy” Smith put up 
in 1859. Thus, the visitors and par- 
ticipants in the birthday celebra- 
tion at Titusville will see a faithful 
reproduction of the original Drake 
well scene and its operations. 

The replica of the Drake derrick 





They're Seat Covers 


Oil Reaches 90th Year 


Aug. 27 to See Reactivation of the First Well, 
Drilled in 1859 at Titusville, Pa. 





and engine house was constructed 
in 1945, but the well itself has been 
sealed since 1914. 

Mrs. E. Ross Carver of Nashua, 

N. H., granddaughter of Col. 
Drake, whose triumph at Titus- 
ville founded a new industry and 
started a chain of events which 
put America on wheels and 
wings, will push a button Aug. 27 
to start the pumping system. She 
is making a special trip to Titus- 
ville from her New England 
home to participate in the anni- 
versary celebration honoring her 
grandfather. 

Since it is impossible to actually 
pump oil from the Drake well, a 
simple circulating system has been 
rigged up to carry out the simu- 
lated reactivation. 

To illustrate the type of engine 
and boiler used in the early Penn- 
sylvania oil regions, an old engine 
and boiler of 1865 vintage was 
donated by George H. Hilton of 
Plumer, Pa. Designed as a wood- 
burner, it generated about 10 horse- 
power. A two- horsepower motor | 





bMS! 


Full-color national advertising prompts more and more of 
your customers to go shopping for seat covers of Suskana 
Saran. Be prepared to supply their demand by stocking 


the seat covers that assure maximum customer satisfaction 


and quick sales. 


Seat covers of Suskana Saran are handsome in a large 
assortment of colorful patterns and weaves. They’re set- 
ting new standards for durability and trim fit. And they’re 
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MAYOR ATTENDS ARMOUR OPENING—Kansas City Mayor William E. Kemp (left) and 


other city officials join the thousands who helped Armour Motors, Inc. (Lincoln-Mercury) 
unveil its $500,000 building. Here Ralph F. Lynn, Kansas City Lincoln-Mercury district sales 
manager (center), and Erwin Davis, president and general manager of the firm, are shown 
escorting the mayor through the dealership. — 


has been mounted just beneath the 
engine to make it seem as if the 
steam boiler is operating the pump. 

While the steam engine and other 


Lexington Chartered 

Lexington Hudson Sales, Inc., 
| Lexington, N. C., has obtained a 
pieces of machinery are not the charter to engage in the automo- 
same as Col. Drake used on the | bile business, Authorized capital 
well, the whole affair represents | Stock is $50,000. Principals are F. L. 
the way in which pioneer wells | Byers, Catherine Byers and G. O. 
were pumped. | Shaver. 
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They sell on Sight! 
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priced for volume sales. You'll find, too, the sales-winning 
seat covers to stock for fast turn-over are made of hand- 
some, hardy Suskana Saran! 


IN STYLE! 


SUSKANA fabrics for Auto Seat Covers, 
Upholstery, Men’s wear, Women’s wear, 
Neckties. 


sa 
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E800 E27 iiiG ,f 


404 Fourth Avenue @ New York 16, N. Y. 











F ord Dealer Gets 5 
Temporary Writ 
To Keep Pact 


MT. CLEMENS, Mich.—A tem- 
porary writ issued last week stop- 
ped Ford Motor Co. from terminat- 
ing the 17-year-old dealer contract 
with M. R. Anderson Co. 

The Anderson firm, sole Ford 
dealer in the city, told the court 
that “individuals or officials” of 
Ford had “conspired arbitrarily 
and capriciously” to terminate its 
contract. 

Circuit Judge Alton H. Noe is- 
sued the restraining order on pe- 
tition of the dealership. 

Both Anderson and Ford Motor 
Co. declined comment on the case. 


Gasoline Haulers 


Strike in Chicago 


CHICAGO.—A walkout of gaso- 
line truck drivers in this area, 
called by Local 705, AFL Interna- 
tional Brotherhood of Teamsters 
Wednesday night, went into effect 
the following day. 

Approximately 150 employers, in- 
cluding major oil companies, were 
affected. A union official said 31 of 
the smaller bulk-station operators 
had signed up on terms of a 17% 
cents an hour wage increase, as 
against 7% cents other compaies 
had offered. 

It was estimated that filling sta- 
tions had only a three-day supply 
of gasoline on hand, a situation 
which caused a rush of motorists 
to the stations. 


Ardmore Dealers Revive; 
Elect Hale as President 


ARDMORE, Okla.—Sam P. Hale 
jr., has been elected president of 
the Ardmore Automobile Dealers 
Assn., which has been inactive 
since the war. 

Other officers elected were Gene 
Horne, vice-president, and Lynn 
Cathey, secretary-treasurer, 





Comparisons 


Four-Door Sedan Prices 
Advertised-Delivered 
(EDITOR'S NOTE: How the new 


Buick Special fits into the new-car 
price picture.) 


Chevrolet Special ...............$1,460 
DE «ites asdescasaccccecens Be 
Chevrolet Deluxe pcéeeeececceees A 
Ford V-8 hbk apn hiad. ee ou esa ee 
Ford Custom AEE eae 1,559 
Plymouth Deluxe ............... 1,566 
Ford Custom V-8 . hesvecee Be 
Plymouth Special Deluxe sthibeea em 1,644 


Studebaker Champion Deluxe.... 1,689 
Pontiac Streaml, 6 Standard .... 
Pontiac Chieftain 6 Standard .... 
Studebaker Champion Regal Del.. 
Pontiac Streaml, 8 Standard .... 1,808 








Nash 600 Super ... -o» 1,811 
Oldsmobile 76." Town ‘Standard --. 1,821 
Pontiac Chieftain 8 Standard . 1,829 
Oldsmobile 76 Standard ......... 1,832 
Pontiac Streaml. 6 Deluxe ...... 1,835 
Nash 600 Super Special ......... 1,849 
Pontiac Chieftain 6 Deluxe ..... 1,856 
Dodge Meadowbrook ............ 1,866 
Pontiac Streaml. 8 Deluxe errr. | 
Pontiac Chieftain 8 Deluxe ..... 1,924 
BUICK SPECIAL ...... 1,925 
Dodge Coronet .... soces Se 
Oldsmobile 76 Town ‘Deluxe ..... 1,963 
Oldsmobile 76 Deluxe ........... 1,974 
Kaiser Special ...............+.- 1,995 
Nash 600 Custom ... 2,000 
DeSoto Deluxe ..... .. 2,006 
Studebaker Commander Deluxe. -. 2,019 
Dodge Coronet Town ............ 2,029 
Mercury ... ins siee “acs iae Ge 
Kaiser Traveler caen 2,088 
Studebaker Commander Resa ‘D. 2,141 
Chrysler Royal ...... eos 8,154 
Buick Super ........- 2,157 
DeSoto Custom ..... 2,194 
Kaiser Deluxe .... errrre. |. 
Nash Ambassador Super <sebeee% Ee 
Hudson Super Six .............. 2,207 
DeSoto Carry-All .... «++ 2,211 
Oldsmobile 88 Town Standard ... 2,233 


Nash Ambassador Super Syectes 
Oldsmobile 88 Standard ..... ° 
Packard Eight ........... 
Kaiser Vagabond ......... 
Hudson Super Eight .. 





Studebaker Land Cruiser ........ 2,328 
Chrysler Windsor .... 2,349 
Nash Ambassador Custom sncuae 2,363 
Oldsmobile 88 Town Deluxe ..... 2,364 
Oldsmobile 88 Deluxe ........... 2,375 
Hudson Commodore Six ......... 2,383 


Packard Deluxe Eight ...... 
Frazer .... soneent 
Hudson C ommodore Eight viveene 





Oldsmobile 98 Standard ......... 2,500 
Lincoln ..... rr 
Oldsmobile 98 ‘Deluxe éebac cence ae 
Frazer Manhattan .............. 2,595 
Packard Super Eight ........... 2,633 
Chrysler Saratoga .............. 2,635 
Buick Roadmaster .............. 2,735 
Chrysler New Yorker ........... 2,751 
Cadillac Series 61 .. osee 8,883 
Packard Super Deluxe Eight oes 8,019 
Kaiser Virginian ...... coce 9,908 
Cadillac Series 62 ............-.. 3,050 
Lincoln Cosmopolitan ..........- 3,238 
Cadillac Series 60 Special ....... 3,828 


Packard Custom Eight ......... 3,975 
Ses 


| 
f 
| 
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FBI REPORT 
REVEALS 
169,540 CARS 
STOLEN 
IN 1948 
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Automobiles Valued at $143,769,920.00 Were Stolen From Americans Last Year 


At least 70% of all car thefts were made easy by careless owners 
who left their ignition keys in the car. 


DEALERS can REDUCE THEFT LOSSES 


(These simple safeguards will discourage the professional thief who 
steals for profit. They will thwart the amateur, the joy rider, the 
thief who steals on impulse.) 


. Instruct employees to remove keys from cars located on sales lots 
and elsewhere outside of buildings. 


. Lock car doors tight at night and keep keys in a safe place. 


3. Keep your lot well illuminated at night to discourage prowlers. 


EI EE ee SS OSS SwWeeweawewgn* Ga eove serve we 





$F ev" > EEE 
mm OO NO 


FIRE 
ae . Match the motor number on the bill of sale with the number on 
WINDSTORM the engine of the car you buy. 
and 5. Safeguard your customer’s car as if it were your own. 
ALLIED Discuss these common sense rules with your workers periodically. 
INSURANCE An alert, well-trained employee is your chief defense against car theft. 
509 Terminal Sales Bldg. 616 Royster Bldg. HOME OFFICE: 1000 R. A. Long Bldg. 8943 Wilshire Blvd. 


Portland 5, Oregon Norfolk, Virginia Kansas City 6, Missouri Beverly Hills, Calif. 
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AUTOMOTIVE WASHINGTON 


Hoover Model Budget 


Favored by Truman 


By William Ullman 


Washington Correspondent 
i 


S° THAT the American taxpayer may know where his | 


money is going, and just what he is getting for it, a new| 
type of federal budget, designed along such informative 
lines, will be sent to Congress next January by President | 
Truman. It is a product of the Bureau of the Budget built—| 
or at least advanced—in con-®— 
orml wil e recommen-| formance statement showing just 
f ity with th f tat t sh 
dations of the Hoover com- what work the 
mission. It will be a new 1951 bureau does, what 
model presented on a “perform- each unit of its 
ance basis.” Outwardly it will look ped : will ee 
like the customary layout but in- an ow oe 
wardly it will be quite different, money in the ag- 


j gregate will be 
hes Director ca’ tor enh 





; tivity. 
Pace said the old method budget ac 
listed how much money the Presi- ia eee 
dent wanted for a bureau for the to all depart- 


next fiscal year, how much would 
be for salaries and expenses, long 
lists of civilian positions for the 
bureau, how much money would be 
needed for travel, rent, material 
and supplies. 

The new budget, he said, will 
give a financial summary for each 


ments and agen- 
William Ullman cies to prepare 
their budget figures for the entire 
government on the new basis. 
Here are some of the other stated 
advantages of the new Hoover 
model: 


| government is doing, how much it | 


NEW ORLEANS NASH MEN—Nash dealers’ 


Memphis zone at Memphis, Little Rock and 


Ww. 6. 


to right: 
E. F. Rebik, zone parts manager, a 


Memphis; 


gressman to understand what the 


is doing, and what the costs are. 


2. It “will improve congressional 
examination of budgetary require- 
ments” and “enable the appropria- 
tions committees more easily to| 
decide the basic expenditure issue 
each year.” 

3. It “will make it possible for 
the budget document to be sub- 
mitted and acted on in a shorter 
length of time.” 

4. It will “enable administra- 
tors to place responsibility upon 
subordinate officials for the clear 
execution of the provisions made 
by Congress.” 

In calling for such a new budget, 
the Hoover commission described 
“a performance budget” as follows: 


“A budget based upon functions, 





bureau, and a program and per- 1. It “helps the individual con- 





Yes, Si 
Install. 


Covers. 


They 


will ke 


agree 


Our 





@ Won't Fade or Stain 

@ Wipe Clean with Damp Cloth 
@ Beautiful Eye-Catching Colors 
@ Guaranteed to Fit 

@ Priced for Easy Sales 


for all 1949 models. 
designed in fine qual 
fibre covers that you 


1616 CUMING ST. 
OMAHA. NEBR. 


SEND FOR 
° SAMPLES 

° CATALOGUES 
* PRICES © 


OMAHA SEAT COVER, 
1616 Cuming Street, 
Omaha, Nebraska. 








Seat o 






to quality workmanship and 
arrival if not entirely satisfactory may be 
returned (at our expense 


——s oe —s i ) 
4 Dts rT 77 DATS [S7/ IQS ays, QS i <7} FAP 


activities and projects . . . which 








r, Fits Tight as a Glove...EASY to 
You'll never have trouble when your 


cars are installed with ““OMACO" Plastic Seat 


OMACO Seat Covers are absolutely 


guaranteed to fit and fit EASILY. 

‘re made of that TOUGH, DURABLE 
WONDER FABRIC, LUMITE. They'll last longer 
and give complete customer satisfaction. This 
wonderful plastic won't fade or stain and 


ep its sparkling look for years and 


OMACO Plastic Seat Covers are trimmed in 
top quality art leather. 


Order OMACO Seat Covers TODAY. You'll 


they Fit Tight as a Glove...Never 


Come Loose. OMACO SEAT COVERS FIT... 
FIT PERMANENTLY. 





GUARANTEE. 


seat covers are quaranteed ‘by us as 
fit. And on 







for full credit. 
T COVER CO. 





OMAHA S 





aK 





FIBRE COVERS 


ALSO AVAILABLE 


We have a full line of the new fibre patterns with art le ther trim 


Colorful plaids in blue, green and maroon are 
ity fibres. You get the same snug fit with our 


do with our famous plastic covers. 


eae as SEAT COVER CO. 
Manufacturers 


Cra a easy 1224 eleccnr MSTA Te 


poe ee eee 
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New Orleans with factory representatives. The meeting is one of three conducted by the 


Stanfield, Nash district manager; |. 


| would focus attention upon the 
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parts managers shown at their recent meeting 


New Orleans. Seated at the head table, left 


Hadland, assistant zone manager, 
nd John Burgess, service and parts instructor. 


general character and relative im- 
| portance of the work to be done, 
or upon the service to be ren- 
dered, rather than upon the things 
to be acquired, such as personal 
services, supplies and equipment. 
The all-important thing in budget- | 
|ing is the work or service to be 
| accomplished and what that work 
or service will cost.” 





This sort of budgeting instead 
|of the traditional budget, which 
| devoted hundreds of pages to say- 
|ing how many people are hired 
| without indicating what they are 
to do, has been widely urged. 

* * + 


Indorsed by Truman 


RESIDENT TRUMAN, in a mes- 

sage to Congress last June 20, 
indorsed the proposal, the Senate 
Appropriations Committee ap- 
proved it in reporting the military 
functions appropriation bill for 
| 1950 and the two houses made it 
|mandatory in the unification bill 
sent to the President last week. 

Past budgets have primarily pre- 
sented a tabulation of the financial 
plan for the year, together with 
the language of appropriations 
bills proposed for enactment by 
Congress, it was pointed out by 
Pace. 

The new budget, he emphasized, 
will present two plans: the finan- 
cial plan, in tables of figures, as 
heretofore, and the program plan, 
in narrative style. 

While the budget itself will 
eliminate many of the details as 
to personal services, travel ex- 

pense, items purchased and so 
forth, all of this data will still 
be made available to Congress in 
the justification presentations by 
the departments and agencies, it 
was emphasized. 

Probably the most noticeable 
change in the 1951 budget will be 
the addition of textual statements 
on programs and _ performances, 
| according to Pace. 
| In the past, more than half of 
|the appropriations have not been 
|accompanied by any breakdowns 
| showing where the dollars would 
go. 

In the new budget, it was point- 
}ed out, over 90 percent of the ap- 
propriations will be broken down| 





|dollars to be devoted to each. 


Comparative figures will be| 
shown for the two preceding fiscal 
years in each case. 


Three additional recommenda- 
tions of the Hoover Commission 
will be carried out gradually. it 
was stated. These involve the 
improvement of the appropria- 
tion structure, separation of 
budget estimates between current 
expenses and capital outlays, and 
the presentation of information 
on an accrual basis. 

Current expenses and major cap- 
ital outlays will be separated in 
the 1951 budget and a _ separate 
schedule will show the money the 
government spends in the form of 
grants, subsidies and contributions. 

It will be possible in the future 
budgets, the bureau director said 
for taxpayers to learn exactly how 
much of their money is going for 
current operations and how much 
of it is being exchanged for some 
sort of permanent 
public work or improvement. 





G seilrioh? 8 ) Fevenite Station 


TORONTO. — Designed to the 
company’s specifications for the 
accommodation of as many as four 


of the largest tractor-trailers at a/| 


time, a new $80,000 super service 
station of B. F. Goodrich Rubber 
Co, of Canada, Ltd., is now in op- 
eration at the corzer of Bathurst 
and Niagara Sts., T’cronto. 


asset—some 


| to show the programs, projects or | Cesnpien 
| activities to be carried on, and the | 


| 
| 
| 
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Wash. Assn. Lists 
OK’d Antifreezes 


SEATTLE. — The Washington 
Automobile Dealers Assn. has ad- 
vised its members of the anti- 
freeze brands inspected and ap- 
proved by the state department of 
agriculture. Inspection is necessary 
before product may be legally sold. 

The approved brands are Peak, 
Norway, Freezone Type S, Perma- 
zone, Beaver Brand, Shell, Shell- 
zone, Shell Extra Strength, Sky- 
way, P.T., U.S.I. Permanent, Super 
Pyro and Airex. The association 
said it will arrange for inspection 
of any other makes. 








NOW READY! 


Floyd Clymer’s 


CATALOG OF 1949 
AUTOMOBILES 


daar | 
oF 
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120 Photos—Charts, 72 Large Pages. 
Between the pages of ONE BOOK you can 
compare specifications, photos and other 
data on all U. S.-built cars. 


See and read about every G.M., Ford, 
Chrysler and all independent makes .. . 
including unusual Del Mar, Tucker, Play- 
boy, Keller, Hoppenstand, Gregory, Davis 
3-wheeler, and the NEW Kurtis Sports Car, 
ALL WITH SPECIFICATIONS. 

IT’S READY NOW .. . THIS GREAT 

NEW CATALOG OF 1949 CARS... 

POSTPAID, $2.00 





Ford Owner’s 


Complete HANDBOOK 
of Repair and 
Maintenance 


Te) yaks 
CLV: teleL 
144 


Photos, Drawings, 
Tables, and Diagrams. 


Pages... 140 


Covers ALL Fords from 
1932 to the new 1949 
models, including the 
V-8 ‘‘60"" and the SIX! 


A book for every 
Ford owner! 


Postpaid, $1.50 





The Life of TED 
HORN, American 
Racing Champion 


A new book on the 
life and career of 
7 Horn, ' 
S. Autu Racing 
224 Pages 
95 Illustrations 


Horn’s letters, 
wires, records and 
tributes are in 
this book 


Postpaid, $2.00 


Deluxe Es 
Edition, $3.50 


Floyd Clymer’s 
ALBUM OF 
HISTORICAL STEAM 
TRACTION ENGINES 
470 Photos, Charts, 
Drawings and Repro- 
ductions of Early Ads. 
105 Different Makes 
Illustrated. 

U. 8S. and Foreign 
Makes from 1855 
to 1929 
A wealth of threshing 
engines and farm 
equipment 
Postpaid, $2.50 
Deluxe Cloth-Bound 
Edition, $3.50 


MODEL A FORD SERVICE 





Tie of Hstoreal fy 
. ran Tucron f {nous | 


Band Threshing Equipmsar 


MANUAL . vee $1.00 
MODEL T FORD MANUAL. $1.50 
HOT ROD PICTORIAL... . $1.50 





ORDER BLANK _ DETACH ‘HERE 


Floyd Clymer, Publisher, Dept. DAN-8 


| 1268 South Alvarado St., 
| Los Angeles 6, California. 


Enclosed find $.... 
Please send .......... 


(Send COD [) 


Name ...... 
Address .... 
I iiksssesssancs 
DRDO . scicisestricnes 
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F i hl Look for Aes iuw > on the back 
QS. . + cover of HOLIDAY in See eroed 


Beautifully appointed electric 
sedans like this were considered 
_ the last word in lu p12 





A a= 


is was Le Sune in the dowager’s day! 


In the quilted grandeur of her electric sedan the dowager 
thought she was riding in style, but you could show her 
plenty! Take any modern car with LUMITE woven fabric seat 
covers—ahh, there’s real riding pleasure! For, woven of 
. durable saran plastic, LUMITE has everything—beauty, comfort 
and longer wear. It’s cooler in summer and never 
clammy in winter. And its rich, shimmering texture . . . its 
colorfully vivid decorator patterns ... give a luxury look to 
the interior of your car that lasts and lasts. Yes, with 
LUMITE seat covers you'll really be sitting pretty. 


Automobile Seat Covers of 


Brilliant Colors. LU Mi é E 
Beautiful Patterns 


Registered Trade-mark woven saran fabric 
The World's fines! seat covers are FOR FURTHER INFORMATION AND FREE LUMITE FABRIC SAMPLE, WRITE 
CM 
rics by leading manufacturers. They 


LUMITE DIVISION, CHICOPEE MANUFACTURING CORP. 
CR a ae OF GEORGIA... 47 WORTH ST., NEW YORK 13, N. Y. 
the better trim shops 


FINEST SEAT COVERS YOU CAN BUY 
AMAZINGLY TOUGHER .. . Lumite fabric is scuffproof 
Can't rot or mildew and it’s non-inflammable. 

STAYS FRESH .. . Neither food, grease, dirt, nor bat- 


tery acid can harm it. Easy to keep clean with soap 
and water or cleaning fluid. 


STAYS TRIM... always keeps its glove-snug fit. 
COMFORTABLE . . . it “breathes” —lets air circulate 
freely. Never sticky in hot weather nor clammy in cold 





<TY a Sa) oe oe 2 
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On the Financial Front... . 


Auto Stocks Are High 


In Payment Record 


By George Deery 
Associate Editor 
Te stocks of automotive parts 
and accessory suppliers are not 
lacking in the various “honor rolls” 
of consistent dividend payers on 
the New York Curb exchange. 

Leading the list, chronologic- 
ally, is Scovill Mfg., 98 years; 
Halli (C, M.) Lamp, 81 years; 
Muskegon Piston , 28; Per- 
fect Circle, 21; Universal Pro- 
ducts, 21. 

Others are Aro Equipment, 18; 
Ainsworth Mfg., 17; Baldwin Rub- 
ber, 13; Detroit Gasket, 13; Sheller 
Mfg., 12; King-Seeley, 10. 

The Curb compilation lists 286 
stocks. Scovill is second only to 
Pepperell Mfg. Co., a textile firm, 
which has maintained its record 
for 97 years. ee Bere 


Auto-Lite Outlook 


fe a A according to Royce G. 
Martin, president of Electric 


YOU PROFIT MOST 
with aGLOBE 2-P0SI 








eet a Fag a Gs : eee : : 

25% SAVINGS: TORQUE DRIVE ASSEMBLY 
In removing and replacing torque drive assembly, Globe’s exclusive blade-like 
rails and roller jacks make this complex job a simple, one-man patented opera- 





Auto-Lite, “has started an upward 

trend, and production at all battery 

plants is at a peak. Our present 
backlog of equip- 
ment orders for 
all products is in- 
creasing and re- 
placement orders 
are most encour- 
aging. This 

* should be reflect- 
ed favorably from 
an earnings view- 
point during the 
last six months of 
this year.” 

**At present, 
approximately 40 percent of the 
total available floor area in the 
new Lockland plant is in use,” 
Martin disclosed. “Plans have 
been made to occupy a substan- 
tial portion of the remaining area 
during the second half of the 
year, 

“The move to our new plant was 


Royce Martin 





Auto Stocks 

Aug.8 Aug. 1 
Chrysler ......... 58% 51% 
Crosley .......... 3% 3% 
| General Motors .. 63% 62% 
ee 12% 13% 
| Kaiser-Frazer ... 4% 4% 
Nash-Kelvinator . 14 18% 
Packard ......... 3% 3% 
Studebaker ...... 23% 22% 
MEE: dis wcece % Ly 

Willys-Overland . 5 5 
Average for — — 
10 Stocks ...... 18.42 17.97 





necessary in order to meet the de- 
mands of our customers particu- 
larly in the original equipment 
field. We are today meeting cus- 
tomers’ schedules, which would 
have been an impossibility without 
the expansion and improvement 
program which was started im- 
mediately following the war. 
+ o * 

N ADDITION to meeting our 

schedules, we are beginning to 
realize a part of the economy which 
results from a move of this kind 
through straight-line production 
and a minimum of material hand- 
ling, supervision, re-operation, 
warehousing and repairs. 

“Completion of these moves 








ROWZEE MOTORS (DeSOTO), DECATUR, 
sides of the display room permit the new cars on the 


ALA.—High windows all across the front and 


loor to be seen easily by passers-by. 





will be beneficial not only to the 
company’s customers, but also to 
its employes and stockholders.” 

His statement also disclosed that 
rapid progress had been made in 
completing and getting into pro- 
duction the new battery plant at 
Owosso, Mich., and that installation 
of equipment is taking place in the 
new battery plant at Los Angeles 
and the new wire plant at Hazle- 
ton, Penn. 

The latter, it said, should start 
production during the fourth 
quarter of this year. 


+ 7 * 

Stockholder Speaks 
A ™Ew plan to bring stockhold- 
ers and management closer 





25% to 





47% Time 


Savings. on Many Jobs 


Savings in shop time, faster work, 
MORE PROFIT , . . that’s what a 
Globe 2-Post Hoist can mean to YOU. 
These pictures show actual time tests 
on a few of the many jobs where you 
can cut costs, bodst profits .. . thanks 
to Globe’s exclusive superiorities such 





as. 


Quick Spotting 
Blade Rails 


tion. Versatility of Hoist permits using one post as a jack, speeds up work. 





SAVINGS 25% 


Blade rails with roller jacks enable 


mechanic to pull drive 


universal joint and roll complete as- 
sembly on superstructure. 





shaft from 





"SHACKLES 31% 


Using Hi-Horses under car sills, me- 
chanic lowers rear post to relieve ten- 
sion on springs — services bolts and 
bushings in 31% less time, 


Reversibility 
Deep Saddle 


One Hand Lever Control 
Movable Jacks 
Complete Accessibility 
Ask your jobber for the new Globe 
Lift Profits manual showing practical 


time economies for YOUR shop, or 
write us for literature. 





MUFFLER 47% 


Globe's extra 
working room. Mechanic can remove 
and replace tail pipes, mufflers, etc. in 
47% less time, by actual tests. 


accessibility gives more 


LOBE/HOIST 


THE "BEST" LIFT... SAFER, SMOOTHER, QUICKER 
GLOBE HOIST COMPANY — Philadelphia 18, Pa. — Des Moines 6, lowa 


America’s Most Complete Line of Hydraulic and Electric Lifts . . . Automobile, Bus, Truck, Industrial 


| together was put into practice last 
week when Edward T. Howell, of 
Wilmington, Del. (one of Motorola’s 
2,950 stockholders) was taken on 
the first of a series of management- 
sponsored tours to explain the op- 
erations of the company. 

Earlier in the year Howell, a du- 
Pont research chemist, had been 
named “Motorola Stockholder of 
the Year” for writing the best let- 
ter expressing his views on policy 
as a part owner of Motorola. 

“Howell’s holdings amount to 
100 shares, although the contest 
was open to any stockholder, The 
plan was developed by Paul V. 
and Robert W. Galvin, president 
and vice-president. 

As winner, Howell received a 
week’s vacation in Chicago with 
all expenses paid, a Motorola radio- 
television set, and a trophy which 
was presented to him at a manage- 
ment banquet. He met all Motorola 
officials and had an opportunity to 
discuss the company with officers, 


technicians, and production line 
employes. 
* * 

OWELL’S winning letter sug- 

gested improvements in em- 
ploye morale through public 
recognition of individual effort, 
particularly in research and de- 


velopment divisions. 

This recognition could take the 
form of individual or group credit 
in company house organs, trade 
stories, and even syndicate and 
newspaper releases. 

Such public acknowledgement, 
Howell believes, would act as a 
great incentive to research person- 
nel, and help to make them feel 
that they have a personal stake in 
the company. Motorola is currently 
spending over $1,000,000 every year 


on research, it states. | 
ae 


Going Up 
Du Pont Holders’ Total 


Up 5,419 Over ’48 


Du Pont Co, was owned by 99,663 
different stockholders,as of June 30, 
an increase of 2,224 over the num- 
ber reported at the end of the 
year’s first quarter, March 31, and 
an increase of 5,419 over June 30, 
1948, 

There were 82,116 holders of com- 
mon stock and 23,756 holders of 
preferred stock at the end of June. 
These figures included 6,209 holders 
of more than one class of stock. 
Du Pont stockholders are residents 
of every state of the union and 
more than 41,500 are women. 

om * * 


Brake Shoe Net Betters 
Second °48 Quarter 


Sales of the American Brake 
Shoe amounted to $53,459,897 dur- 
ing the six months ending June 30, 
William B. Given jr., president, re- 
ported to stockholders. Sales in the 
first six months of 1948 totaled 
$57,729,761. Shipments during the 
second quarter amounted to $23,- 
502,446, compared with $29,204,124 
in the second quarter of 1948 and 
$29,957,451 in the first quarter of 
this year. 

Net income for the first six 
months of this year was $2,703,095 
or $2.32 per share of common stock. 
In the first six months of 1948 earn- 
ings were $2,120,070 or $1.74 per 
common share. Earnings of $1,236,- 
373 for the second quarter were 
equal, after preferred dividends, to 
$1.04 per common share, compared 
to earnings in the second quarter of 
1948 of $1,144,064 or 95 cents per 
common share. 


Abramson Buys Deal 


William B. Abramson has pur- 
chased the Clearwater (Fla.) Lin- 
coln-Mercury Co. from Frank and 
Jennie Muscarella for $45,000 cash. 
The firm is located at 1145 Cleve- 
land St. The property measures 176 
by 201 feet. 
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Illinois Assembly Due 


For Gas-Tax Recall 


There is a possibility that the 
lilinois general assembly will be 
ealled back into special session 
some time this fall to consider a 
gas tax increase—probably for one 
cent this time. 

The regular session, just closed, 
defeated the measure to increase 
this tax from three to five cents. 
The Chicago Motor Club is sup- 
porting a move of this kind since 
the state administration states that 
needed repairs and construction 
cannot be made for years with the 
present available funds. 

* 


Mass. Soléns OK 
Tax-Raising Plan 


A program of increased taxes to 
raise an estimated $16,800,000 in 
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increase, but it, too, failed of pas- 
sage. This last bill, however, was 
returned to the calendar for pos- 
sible future action on a motion to 
reconsider. 


Road Clearing Charged 
To Wreck Driver in Calif. 


Gov. Earl Warren has signed into 
California law, effective Oct. 1, a 
bill which charges the operator of 
a vehicle causing damage to state 
highways the cost of cleaning up 
the debris left by an accident. 

Highway officials explained the 
measure is intended to force in- 
surance companies or truck com- 
panies to pay for the removal of 
debris caused by major crackups. 
They said it often is necessary to 
use special equipment to make the 


highways safe for travel after such Illinois Prohibits Video 


accidents, especially when oil trucks 
spill large quantities of fuel. 
* * 7 


MOYER'S PRIDE—Bill Moyer (Nash), McAllen, Tex., is justifiably proud of the architectural 
simplicity and effectiveness of this building, its attractive showroom and its efficient parts 
and service layouts. 


feet and buses from 35 to 40 feet | a television set in the front section 
has been killed by the Alabama | of any vehicle. 

senate. He also approved a measure 
which defines and regulates left- 
hand turns. 


In Car’s Front Section ne eden 
Declaring that there are enough Huge Road Programs Killed 


* * * 


additional annual revenue has been| Alabama Senate Votes Down | aistractions besetting the driver of | In Alabama House 


given final passage by the Massa- 
chusetts legislature. 

As finally enacted, the legislation 
provides for additional revenue 
from the following sources: A 10 
percent increase in surtaxes on 
corporation and individual income 
taxes, to yield $13,550,000; increas- 
ing from 6 to 8 percent the limit 
on taxation on commercial banks, 
to yield $700,000; doubling, from 1 
to 2 percent the tax on premiums 
collected by domestic fire and cas- 
ualty insurance companies, to bring 
in an additional $640,000, and a 
boost of 25 cents, making it $2.30 
a gallon on liquor, with higher 
taxes on wine, to raise $2,400,000. 

= . 


Missouri Gas Tax Hike 


Passes Both Houses 


The Missouri bill increasing the 
gasoline tax from two to four 
cents is now in the governor’s 
hands. However, in final form, 
it did not contain an emergency 
clause and thus the way is clear 
for the filing of a referendum 
petition. 

If such a petition is filed with- 
in 90 days, operation of the law 
will be suspended. At last No- 
vember’s general election the 
people of Missouri rejected a 
similar gasoline tax increase. 

* * a 


Eased Drunk-Driver Curb 


Rejected in Texas 

A measure giving local judges 
discretion in revoking drivers’ li- 
censes of drunken drivers has been 
vetoed by Gov. Allan Shivers of 
Texas. 

Gov. Shivers pointed to the prog- 
ress which has been made in more 
stringent enforcement of “driving 
while @runk” laws, and said his 
veto would result in a continuation 


Longer Vehicle Length Bill 


a motor vehicle, Gov. Stevenson Gov. James E. Folsom’s proposed 


A bill to raise the maximum | of Illinois has signed a bill which | $80,000,000 highway bond issue, 


length of trucks from 45 to 50 | prohibits the installation or use of | which would have been accompa- 
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| nied by a one-cent gasoline tax in- 


crease, has been defeated in the 
Alabama house of representatives. 


Also turned down by the house 
was a_ $40,000,000 road program 
sponsored by Reps. W. L. Martin 
of Greene county and J. J. Benford 
of Marshall. The latter bill was 
amended prior to its rejection to 
include a one-cent gasoline tax 
boost, even though its sponsors 
claimed a tax increase was un- 
necessary. 

* + * 


California Action to Expedite 
Added Parking Facilities 


Four bills expected to encourage 
cities and counties to attack traf- 
fic congestion problems through 
provision of more adequate park- 
ing facilities have been signed into 
California law by Gov. Earl War- 
ren. 

The new laws provide for the 
creation of parking authorities 
with power to issue revenue bonds 
to finance off-street parking facili- 
ties. The new legislation also pro- 
vides for financing off-street park- 
ing facilities with revenues from 
parking meters and by special as- 
sessments or taxation of the dis- 
trict benefited. 


New B.E Goodrich 


GIVES YOU GREATER COMFORT, SAFETY, MILEAGE 





of this program. 
* 


* oe 
Alabama Turns Down | 


Gas-Tax Increase 


A proposed $80,000,000 road bond 
issue has been defeated in the 
Alabama house by a vote of 48 to 
46, and a companion bill increasing 
the gasoline tax from six to seven | 
cents was indefinitely postponed. 

Another bill providing for a $40,- 
000,000 bond issue was amended to 
include the one cent gasoline tax 





Cute, but unsafe thought the city 
fathers of Chicago when they 
passed a law against women wear- 


OUT OF RYTHM: Most Cords 


—like an untrained chorus—don’'t work to- 
gether. Loosely tied by cross-threads, these 
““net-type’’ cords tend to bunch or separate. 
Some work too hard, others are ‘‘slackers’’. 
Result: Tire doesn’t run as smoothly. Weak 
spots invite blowouts. Overstrained cords 
wear out too soon. 


IN RYTHM: B. F. Goodrich Cords 


work together like precision dancers! Each 
cord is perfectly placed under precise tension 
and sealed in rubber. No cross-threads to 
shackle their action. Result: Greater cushion- 
ing effect for a smoother ride. Greater strength 
for more safety. Greater uniformity for slower, 
more even wear. 





ing a hat that covers one eye while 
driving. 
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A tire body is built of thousands of cords 
that flex as you ride. If they don’t work 
together you lose comfort, safety, miles— 
and in most tires they don't! 


In most tires, cords are loosely held to- 
gether by cross-threads. Some are too 
tight, others too loose. With cords “‘out- 
of-step’’, the tire doesn’t run as smoothly. 
Overstrained cords wear out too soon. 
Now a great advance in cord construction 
brings you the new B. F. Goodrich Silver- 
town with ““Rythm Ride’’—that gives you 
greater comfort, safety, mileage! 
GREATER Cross-threads are eliminated. 
COMFORT Cords are perfectly spaced, 
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under uniform tension, and sealed in live 
rubber. They all flex in rythm to absorb 
bumps. You get a smoother ride. 


EXTRA You get extra safety because every 
SAFETY cord carries its share of the load. 

Less chance of blowouts. No 
“*slacker’’ cords to weaken the tire body. 
You get extra miles. 


Your B. F. Goodrich salesman 
one can show you how you can 

build extra profits by handling 
BFG Silvertowns with ‘“‘Rythm Ride’. 
Remember, too, every BFG passenger tire 
contains the new longer-mileage cold rub- 
ber, pioneered by B. F. Goodrich in 1941. 


Only B. F. Goodrich gives you “‘Rythmic-flexing cords” in every tire for every purpose. 


MAKE THE DIFFERENCE 








Tune in HENRY J. TAYLOR, ABC 


Network, every Monday evening 


NEW in looks—NEW in room=NEW in handling | 
—and priced right down your alley! 


EAST your eyes, friends—and watch 
Fine checkbooks come into play. 


For here, in one stunning, swift-lined 
bundle, is everything—yes, everything— 
motoring America has been hoping for. 


New style note? Just look at that 
brand-new idea in front-end styling. 
Grille, bumper, bumper-guards and even 
parking lights all combined in a single, 
sturdy assembly that means no “locking 
horns” with other cars! 


New over-all size? We’ve trimmed 


FOR THE BUSINESS TRAVELER, here’s a tidy 
2-door, 3-passenger model with the entire rear-seat 
area available for luggage, sample cases, etc. 


inches from its over-all length for 
handiness in traffic— yet here’s still the 
ample wheelbase that means a level- 
going ride. 


New roominess? Swing open the doors— 
a thumb-touch does it!—and gaze on the 
biggest interiors you can buy for the 
money, with sofa-wide front seats and no 
less than 12 more inches in rear-seat 
hiproom. 


Slip behind the wheel. A choice of finger- 
easy Synchro-Mesh transmission—or the 
satiny smoothness of Dynaflow Drive* 
as optional equipment if you want the 
very latest thing. 


And if power is the big point—just lift 
the bonnet and look on a husky Fireball 


* Optional at extra cost. 


When better automobiles are built BUICK will build them 
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THERE’S MORE ROOM FOR THE MONEY 
in this Model 43 4-door Sedan. 


power plant of 110 horsepower with con- 
ventional transmission, 120 with Dyna- 
flow Drive. 


Surely here’s a car as big as anyone’s 
fondest ambition—yet price-wise it’s 
right down your alley. Fits modest family 
budgets as it fits modest-size garages, 
puts Buick in reach of still more people. 


On display now, in three trim-’n’-tidy 
body types, it’s a “must see” item you 
can be sure won’t stay long on Buick 
dealers’ floors! 


BUICK pivision or GENERAL MOTORS 
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THIS TRIM TWO-DOOR SEDANET will delight the whole 
family. Children are safe in its full-size, even-wider rear seat. 
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Reports From Various Areas... 





Auto Market Page 


Cleveland 


New-car sales in the greater 
Cleveland area hit their highest 
point in four weeks, numbering 
1,337 units for the week ended Aug. 
5, the Federal Reserve Bank of 
Cleveland reports. 

Used-car sales in the same pe- 
riod totaled 2,315 units, 8 percent 
under the preceding week’s figure. 

New-truck sales were up, reach- 
ing 99 vehicles. The total was 11 
percent higher than the previous 
week but 44 percent below the aver- 
age for August, 1948. 

Used-truck sales dipped 5 per- 
cent from the preceding week’s to- 
tal but were only 11 percent be- 
neath the August (1948) average. 


—Sanrorp MarKEey 
* os + 


New York 


The most surprising aspect 
about the market for new cars in 
New York during July was the 
number of customers who bought 
new cars without tradeins, accord- 
ing to J. W. Farlow, general man- 
ager of the Automobile Merchants 
Assn. of New York, Inc. 

Although many of them may 
have sold their old cars before tak- 
ing delivery, Farlow feels that a 
good number of them probably did 
not have a car. 

He takes this as an indication 
that many prewar car owners 
who didn’t enter the postwar 
scramble for a new car are now 
coming back into the market. 


This theory gains plausibility 
when it is remembered that many 
eastern car owners sold their auto- 
mobiles during the war when re- 
strictions were more severe for 
Atlantic coast motorists. 

Sales during July averaged from 
75 to 90 percent “clean deals,” Far- 
low said. The only flaw in the pic- 
ture was the inflated value the 
owners of 1947 and 1948 models put 
on their cars when trading them 
in, he said. 

Farlow characterized the July 
new-car market as “very good” 
and said “there seems to be no 

indication of a drop-off now or 
in the near future.” 

Used-car sales have also been 
high with the market showing a 
“definite improvement” in the last 
three weeks of July, he declared. 

Pessimistic predictions of a 

slump in used cars after July 4 
did not materialize, Farlow de- 
clared, adding that “very few new- 
car dealers have any used-car in- 
ventory at all.” 

Prices on used vehicles leveled 
off, but Farlow said this was not 


an unexpected development. 

There are plenty of buyers for 
cars being offered and used-car 
operators who liquidated their 
high-priced stocks in May and 
June are back buying again, he 
stated. 

This situation, tike that of the 
new-car market, should continue, 
Farlow said. “Indications are that 
there is no basis for anything but 
optimism at the present time,” he 


declared. 
a4 + * 


San Antonio 


Bexar county (San Antonio) mo- 
tor vehicle sales totaled 1,096 dur- 
ing July as compared with 946 dur- 
ing July, 1948. Of this number, 918 
were new automobiles, 105 com- 
mercial vehicles and the remainder 
trucks. 


Chevrolet dealers led sales in 
one-two-three order; Smith Motor 
Sales Co. selling 78 new cars, Mi- 
lam Chevrolet Co., 76, and Ormsby 
Chevrolet Co., 74, 

—J. H. Reep 


* * * 


Minneapolis 


New-car deliveries in Hennepin 
county (Minneapolis) for the first 
seven months of the year were 26 
percent above 1948. The 1949 figure 
was 15,870 cars, compared with 
12,640 for 1948, an increase of 3,230 
cars. 

Deliveries in July lagged 
slightly behind the June volume 
with 2,517 in July, compared with 
2,671 in June and 1,834 in July, 

1948, 

According to Finance & Com- 
merce, financial daily newspaper, 
truck deliveries during July fell off 
25 percent from June and 45 per- 
cent from July a year ago. The 
July (1949) total was 182, com- 
pared with 242 for June and 329 
for July, 1948. 


Chevrolet continued to step czhead 
of Ford in both car and truck 
sales during July and led in the 
seven-month tally—3,316 to Ford’s 
2,454 sales. 

A similar comparison occurred at 
the seven-month mark last year 
when it was 2,666 for Chevrolet and 
only 1,293 for Ford. Third-place 
Plymouth tallied 1,733 in 1949, how- 
ever, compared with 1,231 a year 
ago. 

Buick continued to lead the 
medium-price class in fourth 
spot with 1,142 sales registered 
in the first seven months of the 
year. In the heavy-car class 
Packard continued well out in 
front with 403 deliveries in the 
seven-month period compared 





with Cadillac’s 294 and 149 for 
Lincoln. 


A breakdown of new-car delivery 
totals for the first seven months 
(July totals in parentheses): Aus- 
tin, 18 (4); Buick, 1142 (157); Cadil- 


lac, 294 (33); Chevrolet, 3,316 (527); 
Chrysler, 484 (69); Crosley, 19 (1); 
DeSoto, 315 (49); Dodge, 840 (148); 
Ford, 2,454 (441); Anglia-Prefect, 


28 (6); Frazer, 73, (2); Hudson, 550 


(74); Kaiser, 360 (47); Lincoln, 149 
(17); Mercury, 620 (122); Nash, 517 
(73); Oldsmobile, 844 (148); Pack- 
ard, 403 (54); Plymouth, 1,733 
(265); Pontiac, 944 (163); Stude- 
baker, 704 (109), and Willys, 61 (8). 
—Nat Woop 


* * x 


New Orleans 


A total of 1,203 new cars was 
registered in Orleans parish (New 
Orleans) during July, according to 
Joseph A. Paretti, president of the 
New Orleans Automobile Dealers 
Assn. 

This is an increase of 348 cars 
over the like period of last year. 
Total registration for the first 
seven months now stands at 6,464 
against 4,656 for the first seven 
months of last year. 

Sales during July by make were: 
Chevrolet, 282; Ford, 240; Plym- 
outh, 108; Studebaker, 73; Buick, 
70; Dodge, 68; Pontiac, 66; Olds- 
mobile, 60; Hudson, 42; Mercury, 
41; Nash, 35; Chrysler, 23; Kaiser, 
21; Cadillac, 19; DeSoto, 15; Pack- 
ard, 14; Crosley, 9; Willys, 8; Lin- 
coln, 8, and Frazer, 1. 

—Gorpon HeEsert 
a ~ * 


Columbus, O. 


New-car sales in Franklin county 
(Columbus), O., numbered 1,792 
units during July, setting a new 
record for the year. The figure 
topped June’s mark of 1,789 and 
was almost half again as large as 
the July (1948) total of 1,263. 


New-truck sales during the 
month dropped to 143 units, against 
216 in June and 304 in July, 1949. 
In the first seven months of the 
year, 1,390 new trucks have been 
sold, compared with 2,098 in the 
same period last year. 


New-car sales in the first seven 
months of this year numbered 
10,644 units, well above the total 
of 17,979 sold in the first seven 
months of 1948. 

Used-car sales also dropped be- 
low June with 8,500 being sold in 
July, against 8,928 in June. In the 
first seven months of 1949, used-car 
sales totaled 52,958, against 44,476 
in the similar 1948 period. 

July used-truck sales numbered 


PRICES ARE SLASHED! 


Because of the large demand for this ornament we have been 
able to effect a saving in our production and distribution costs. 
This saving we wish to pass on to you and your customers. 


1949 FORD ..... 1949 PONTIAC 
FENDER ORNAMENTS 


Highest Quailty 
Triple 
Chrome-Plated 


Fender Ornaments 


Styled by ‘‘Stylecraft’’ 
« 


New List Price 


$9.95 


Per Set of 2 


ing self-tapping Phillips head-screws which are furnished with 


Easily and quickly installed by drilling only 4 holes and insert- ' 


the ornaments. 


A 40% Profit Item 
for Dealers 


DENTON HASSELL, Factory Distributor 
195 W. 9-Mile Rd. 


Detroit 20, Mich. 





Handled by Jobbers 
Everywhere 
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ROCKET DISPLAY—Balboa Oldsmobile, San Diego, Calif., advertises the merits of the 
high-compression Rocket engine by means of this unique portable display. The chrome 
blades of the engine's fan revolve and a spotlight is played on the engine. At San Diego's 
midget car races, more than 25,000 people viewed the display—for the dealer's service truck 


is the official push truck for the track. After the night's racin 


the portable display is 


parked in the infield where crowds may examine the engine at close hand. 


456, in contrast to 498 in June and 
544 in July, 1948. For the year to 
date, used-truck sales were 4,206, 
against 3,952 in the first seven 
months of 1948. 

New-car sales by makes during 
July were: Austin, 1; Buick, 104; 
Cadillac, 21; Chevrolet, 421; 
Chrysler, 37; Crosley, 7; DeSoto, 
52; Dodge, 104; Ford, 350; Frazer, 
7; Hillman, 1; Hudson, 49; 
Kaiser, 35; Lincoln, 18; Mercury, 
58; Nash, 57; Oldsmobile, 115; 
Packard, 41; Plymouth, 158; Pon- 
tiac, 101; Studebaker, 51, and 


Willys, 14. 
—Bert D. Srranc 


* * * 


Akron 


The sale of new motor vehicles 
in Summit county (Akron) during 
the first seven months of 1949 ran 
19 percent ahead of the same pe- 
riod last year and 34 percent high- 
er than 1947. 


Reports for the period revealed 
that 9,427 cars and trucks were 
sold up to Aug. 1, as compared with 
7,835 in 1948 and 7,022 in 1947. 

While prices were well under 
the 1948 peak, used-car sales for 
the seven-month period also 
showed a 19 percent gain. There 
were 11,685 sales recorded this 
year, against 9,754 in 1948. 

July new-car sales fell to 1,367, 
however, as compared with June’s 
1,452 and May’s 1,613. New-truck 
sales continued to decline, hitting 
114 in July while they totaled 129 
in June and 207 in July, 1948. 


July used-car business was up. 
There were 1,997 sales recorded in 
July; 1,940 in June, and 2,088 in 
May. The July (1949) figure was 
1,634, 

—Jor KUEBLER 
* * 


British Columbia 


Registration of new cars in Brit- 
ish Columbia totaled 1,842 units 
for June and doubled the June 
(1948) figures, according to records 
of the B. C. motor vehicles branch. 


In the four months of the B. C. 
license year from March 1, a total 
of 7,667 new passenger licenses 
were issued, against 4,823 last year 
for the same period. 


In the commercial vehicle field, 
3,068 new licenses were issued in 
the first four months of this li- 
cense year against 2,771 last year. 


Registration of all vehicles in 
B. C. at the end of June reached 
an all-time high mark of 202,705, 
an increase of 22,250 or 12 percent 
over last year. 

The total comprises 145,706 pas- 
senger cars, 53,031 commercial ve- 
hicles and 3,968 motorcycles. There 
are also 8,646 trailers of all types 
in use in B. C. as against 8,024 a 
year ago. Drivers’ licenses have in- 
creased from 241,991 to 265,416. 

—F. H. Fu.ierton 
+ *~ * 


Detroit 


July was a banner month for 
new-car and new-truck dealers in 
Wayne County (Detroit), Mich. 
New-car sales hit a peak for the 
year with a total of 14,760 while 
new-truck sales also climbed to a 
1949 high with a count of 1,270. 

duly’s new-car sales topped the 
previous month by 30 units and 
brought the total for the first 

seven months of the year to 86,- 
718, against 70,971 for the same 
period last year, 

The spurt in new-truck sales 
pushed the total for the first seven 
months of 1949 to 6,796 units, com- 
pared with 8,663 in the similar 1948 
period. 

Used-car sales dropped below the 
preceding month’s figure for the 
first time this year, however. July 





used-car sales totaled 10,879 units, 
against 11,757 in June. The total 
for the year to date was 62,840, 
against 55,559 in the first seven 
months of 1948, 

Used-truck sales also dipped 
during the month, A total of 598 
used-trucks was sold in July, 
compared with 627 in June. For 
the year to date, the figure is 
3,774, against 3,348 in the first 
seven months of last year. 
New-car sales for the first seven 
months of the year (July sales in 
parentheses) were: Austin 9 (0): 
Buick, 7,300 (908); Cadillac, 2.299 
(181); Chevrolet, 18,067 (3,507); 
Chrysler, 1,973 (295): Crosley, 115 
(18): DeSoto, 2,031 (302); Dodge, 
3.873 (718); Ford, 19,540 (3,918); 
Frazer, 199 (23); Hudson. 2,139 
(294); Kaiser, 889 (141); Lincoln, 
551 (82): Mercury, 3,585 (709); 
Nash. 1,544 (218); Oldsmobile, 4,- 
727 (654); Packard, 1.526 (308); 
Plymouth, 8,282 (1,160); Pontiac, 
6,140 (1.000); Studebaker, 1,634 
(296); Willys, 161 (17), and mis- 
cellaneous, 129 (11). 

—Bos Gorpon 





ORDER NOW! 


the 
AUTOMOBILE DEALER’S 
most successful 
POCKET-SIZE 
PROSPECT and OWNER 
FOLLOW-UP SYSTEM 


Aggressive 
- Automobile 
. Salesmen 
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PROVEN BEFORE THE WAR— 
NEEDED NOW MORE THAN EVER 


$1] 95 


plus postage 


] BOOKS 


in 3 colors 


F.O.B, Louisville, Kentucky 


Order 12 books for each of your 
Aggressive Salesmen 


MODERN SELLING 
METHODS, Inc. 


P. 0. Box 666 e¢ Louisville, Ky. 
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Neb. Safety-Plan Advice 


Munn Suggests That Local Editors Push Program; 
Aid of Mayor and Clubs Also Cited 


AUTOMOTIVE NEWS, AUGUST 15, 1949 






LINCOLN, Neb.—The teen-agers’| be the 4H clubs or the Grange. If 
safety-pledge plan of the Nebraska the town is very small, why not go 
New Car Dealers Assn., received a| to the county sheriff, or the county 
helping hand from John O. Munn, | .ommissioner? 


Automotive News dealer editor, who 
suggested in a letter that the pro- 
gram should be promcted by deal-| 
ers through local newspapers, city 
officials and youth groups. 

NNCDA sent a copy of the cor- 
respondence to all members, stat- 
ing that “it is so constructive that 
it is worth the attention and con- 
sideration of every member.” 

The program is designed to 
make the teen-agers safety-con- 
scious drivers by having them 
sign a pledge, which is also 
signed by the father, local chief 
of police, governor and safety 
officers. 

The original plan was to have 
dealers boost the idea by buying 
the certificates and giving them to 
the youths. Munn believes this is 
a good idea but he feels that deal- 
ers might be too busy to get be- 
hind the program, so he suggested 
that: 

“Dealers should go to the news- 
paper editor and let him make it 
(the program) his baby. He can 
stir up the town. He can get the 
mayor, the chief of police, the 
chamber of commerce and the boy 
scout endorsements. He can make | 
it a real feature, and even run the 
names of the boys and girls who 
signed the pledges. Names make 
news. 

“If it is a town where there 
is no newspaper, or if the editor 
isn’t interested, go direct to the 
mayor. He would like to play his 
role as father of the kids. It 
makes votes. 

“If the mayor isn’t interested, 
go direct to the chief of police. He 

has to enforce the laws, anyway, 
and if he can get compliance with- 
out arrests, it is a feather in his 
cap. He also wants to undertake 
good projects to build up his in- 
fluence. In other towns it might 


Willys Council 
Of Distributors 
Meets Sept. 15 | 


TOLEDO. — A council of 10 
Willys-Overland distributors has 
been formed by General Sales 
Manager H. O. Lund to provide a 
closer touch between dealers and 
the factory, and to give them a say 
in the management. 

The plan is to have the 10 dis- 
tributors contact dealers in their 
areas for suggestions to discuss at 
bi-monthly meetings between the 
management and the distributors. 
The first meeting is scheduled for 
Sept. 15. All meetings will be held | 
here. 

Two council members will resign 
at each meeting, and two others | 
will be appointed. This will provide | 
everyone with a chance to enter the 
conferences, Willys points out. 

The first group includes: R. W. | 
McCormack, Boston; Hubert) 
Kelley, Charleston, W. Va.; Charles | 
Vogel, Columbia, S. C.; L. L. Myner, | 
Shreveport, La.; W. H. Becker, | 
Indianapolis, and L. A. Miller, St. 
Louis. 

The other four are: L. H. John- 
son jr., Dallas; G. W. MclIninch, | 
Omaha; William Anderson, Port- | 
land, Ore, and John Phillips, | 
Camden, N. J. 





Sun Electric Announces 


New Testing Courses 

CHICAGO.—Sun Electric Corp., | 
6323 Avondale Ave., has announced | 
two series of scientific automotive | 
engine testing training courses of- | 
fered to men with a background | 
of either technical school education | 
or satisfactory service shop expe- 
rience. 

The first series is for test-equip- | 
ment operators. Classes will start | 
simultaneously today (Aug. 15) at | 
the six Sun technical training cen- | 
ters in Detroit, New York, Chi-| 
cago, Oakland, Denver and Pitts- | 
burgh. 

The second series is for qualified 
technicians interested in making a 
career of scientific engine testing. 
This course runs for four weeks 
and at present is being offered 
only in Chicago ang Detroit. 


“It is my opinion a dealer will 
get much farther in energizing 
others than taking leadership him- 
self.” 

Elsworth F. DuTeau, president 
of the association, and Art Mil- 
ler, Nebraska safety chairman, 
developed the pledge plan in the 
state. Unlike other states where 
a safety program has been put 
into effect, the Nebraska idea 
has one pledge to cover either 
son or daughter. 

The pledge certificates are being 
given out by the more than 500 
dealers in every Nebraska town 
and county. 

Munn summed up the impor- 
tance of the safety idea by saying: 

“Everybody knows that if we 
keep on killing people, it will deter | 
automobile sales.” | 








SAVAGE'S PONTIAC AWARD—Clair R. Savage (center), president of Savage-Haldeman, 


Los Angeles, 


receives Chief Pontiac painting from Don 


M. House, Los Angeles zone 


manager (right), symbolizing membership in Pontiac Better Dealer Group. C. J. Thompson, 


manager of Savage-Haldeman, attended presentation ceremonies. 





Ford Dealer Sons Hold 


Grad Reunion in Colo. 


KANSAS CITY.—Close to 80 sons 
of Ford dealers from cities and 
towns of the Southwest—graduates 
of the Ford merchandising school 
at Dearborn, Mich.—attended an 
all-day reunion last week at Trout- 
dale-in-the-Pines at Evergreen, 
Colo. Speakers were John Heflin of 


Dearborn, the school’s director; Ira 
B. Groves, Southwest regional sales 
manager, Ford division, and six 
members of the graduate group. 
Groves was official host. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue, 


NEW BIG PROFIT-MAKER! 


ou Can Net 50% Profit Per Job 


ON UNDERBODY COATING SERVICE 


It’s a “gold mine” of extra profits! That’s the ver- 
dict of operators who are merchandising Under- 
body Coating Service with Alemite VERSATAL 
Equipment. Start getting your share right away! 
Call your Alemite Jobber now for full details, or 
write to Alemite, 1878 Diversey Pkwy., Chicago 
14, Ill. 






neered specifically 








*Labor prices and undercoating 
selling prices vary across the country. 
The figures used here are merely illustrative and 


are not intended 


VERSATAL Underbody Spray Equipment has 
a special air-operated pump that is engi- 


merely an ordinary grease pump with a few 
gadgets added. The new non-clogging valve, 
for example, is especially designed to handle 
heavy-fiber type undercoating with trouble- 
free ease and efficiency. 

That’s why Versatal Equipment enables 
your operators to coat more cars per day 
... without mess, without frequent disas- 
sembly for cleaning or replacing parts. The 
entire unit is streamlined and beautiful, 


to the job! It is not 





Another Product of 


STEWART 


to establish exact prices. 


HERE’S WHY YOU DO 
A Better Job Faster, Easier and at Lower Cost 
with VERSATAL Equipment 


with a gleaming white baked enamel finish 
that’s amazingly easy to keep clean. 


VERSATAL Equipment sprays underbody 
coating direct from original containers. 
Coats 5 to 8 cars without changing drums. 
Uses longer lengths of extra-light, extra- 
flexible hose for greater convenience. Safer, 
because there’s no pressure air head. If de- 
sired, materials can be piped to your serv- 
ice floor from a remote part of your shop, 
through 100 feet or more of 1-inch pipe. 
Get full information without delay! 
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Truck Meeting 
Of SAE Opens 
On West Coast 


PORTLAND, Ore.—American and 
Canadian automotive engineers 
gathered here today (Oct. 15) for 
the opening of the three-day So- 
ciety of Automotive Engineer’s 
West Coast meeting. 

Seven morning, afternoon and 
evening technical sessions will be 
devoted to a study of the engineer- 
ing requirements of commercial 
motor vehicles, with special refer- 
ence to motor trucks and buses 
operating in the Pacific Coast area. 

The meeting will feature the pre- 
sentation of technical papers on 
such currently-important subjects 
as anti-detonant injection for mo- 
tor-vehicle fleets, modern mainten- 
ance procedures, possible use of 
air-cooled engines and the develop- 
ment of a new bi-metallic brake 
drum. 

An entire morning will be turned 
over to discussion of fuels for com- 
mercial vehicles 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry .. . an esti- 
mated more than 100,000 readers weekly! 


with Alemite VERSATAL 
Spray-Pump Equipment 


heres how! 


Charge for Undercoating Service . . . $25.00* 


Less Cost of Labor and Material . . . $12.50* 


Labor cost, $4.50 (112 hours at $3.00* per 
hour); cost of undercoating material, 
$8.00*. Total costs: $12.50. 


Your Net Profit Per Job . . . . «+ $12.50 


ONLY 21 JOBS PAY FOR 
YOUR VERSATAL SPRAY EQUIPMENT 











SPRAY-PUMP EQUIPMENT 


Yes—21 jobs at an estimated profit of $12.50 per job equals 
$262.50, which is more than the $257.85 you pay for Ver- 
satal Model 7809-A Spray Outfit, complete! 
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Lawsuits Affecting Dealers ... 
Court Decisions 


WARD-EVANS OPENS—Ward-Evans Motor Co. (Willys), Beckley, W. Va., has opened its loss, 


new and modern building. The firm has been a Willys dealer since 1945. 


Rogers Names Wilson Motor Co. (Chrysler), Tulsa, Okla., 
Appointment of C. G. Woodrow is announced by. W. W. (Jeb) Rog- 
Wilson as sales manager of Rogers | ers, owner of the firm. 


By Leo T. Parker 
Attorney at Law 

T IS WELL established law that 

an insurance company is not un- 
der ordinary circumstances liable 
on an insurance policy which mis- 
describes an automobile. Recently 
a higher court held that a jury 
may decide whether or not the 
insurance company must pay the 
if the automobile owner 
proves that the insurance com- 
pany’s agent failed to keep his 
promise to correct the error in the 
policy. 

For example, in Insurance Co. 


“TRU-FIT” 


of Minnesota v. Sprouse, 214 S. W. 
(2d) 407, it was shown that the 
owner of a large tractor-trailer in- 
sured it. Through error the in- 
surance policy described the ve- 
hicle as a “1940 Dodge one and 
one-half ton truck,” with incorrect 
motor and serial numbers. Later 
the tractor-trailer was involved in 
a collision with another motor ve- 
hicle. The insurance company was 
duly notified. 

A day or two before the date 
set for trial, the insurance com- 
pany for the first time notified 
the owner that the motor vehicle 


DOOR REPAIR PANELS 


NOW AVAILABLE FOR ALL MAKES 


0 
BRIGGS 


OF PASSENGER CARS AND TRUCKS 
MODELS FROM 1940 THROUGH 1949 


@ Backed by the world’s largest independent manufacturer of 


can take care of your 


door panel and refinish- 
ing material require- 


ments at one time. 


automobile bodies, Briggs Door Repair Panels are a “must” in 
the busy, modern body repair shop. They're quick and easy to 
install, and assure a happy customer plus a handsome profit. 
Get them today from your nearest Briggs distributor or direct 


from the factory. Send for free wall chart with instructions today! 


COPYRIGHT 1949 — BRIGGS MFG. CO., DETROIT, MICH. 


The court held that the jury 
may decide that the insurance 
company is liable only if the testi- 
mony proves that the company’s 
agent promised to correct the error 
in the policy and neglected to 
do so, 
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Mortgage Before Sale 
ONSIDERABLE discussion das 
arisen from time to time over 

the legal question: Is a chattel 
mortgage on an automobile valid 
when given and recorded before 
the mortgagor actually purchased 
the car? The answer is yes, if the 
mortgagor contemplated purchas- 
ing the automobile at the time he 
executed the mortgage. Otherwise 
the mortgage is void. 

For example, in Bankers Inv. 
Co. v. Meeker, 201 Pac. (2d) 117, 
testimony showed facts, as fol- 
lows: A used-car dealer was the 
owner of the 1942 Pontiac sedan 

coupe. One Hindmand negotiated 

for the purchase of the same 
from the dealer but Hindman 
lacked sufficient funds to make 
the purchase. Hindman took the 
unassigned certificate of title and 
went to the Bankers Investment 

Co. to negotiate a loan. 

The note and chattel mortgage 
on the car were executed by Hind- 
man to the Bankers Investment 
Co. and the certificate of title was 
filled in with Hindman’s name and 
address as purchaser and the name 
of Bankers Investment Co. as lien 
holder together with the amount 
of the mortgage, i.e., $975.60. 

The proceeds of the loan were 
delivered to Hindman in a check. 
The latter then took the check, 
together with the unassigned cer- 
tificate of title, to the used-car 
dealer and after endorsing the 
check delivered it to the dealer 
who executed the assignment por- 
tion of the certificate of title and 
gave the same to Hindman. 

+ = 


Signature Notarized 


SIGNATURE of the dealer 
to the assignment was notar- 
ized on June 30, but the Bankers 
Investment Co. had recorded its 
mortgage two days earlier. In 
other words, the mortgage given 
the Bankers Investment Co. by 
Hindman was_ recorded before 
Hindman had legal title to the 
automobile. 

Subsequently Hindman sold the 
car to one Meeker, who had no 
knowledge that the mortgage ex- 
isted. Bankers Investment Co. sued 
Meeker for possession of the auto- 
mobile. The higher court decided 
in favor of Bankers Investment 
Co., saying: 

re a mortgage is given 
in contemplation of the immedi- 
ate acquisition of property, it 
cannot be said to be a mortgage 
of after-acquired property but is 

a valid and subsisting mortgage 
as soon as the mortgagor obtains 
possession of and title to the 
property as contemplated by the 
transaction.” 

For comparison, see State v. 
Winslow, 95 P. (2d) 277. The facts 
of this case are that a man named 
White went to a bank and ex- 
plained that he wanted to borrow 
$450 to buy specific equipment. To 
secure the loan White gave the 
bank a mortgage on the equipment 
to be purchased. Then White 
promptly purchased the machine 
with the money borrowed and 
later sold it without the knowledge 
or consent of the bank, and with- 
out making a payment on the 
mortgage. 

In subsequent litigation the high- 
er court held the mortgage valid 
and decided that the bank could 
recover possession of the equip- 
ment from the one who purchased 
it from White. 

This court explained that the 
mortgage was not rendered void 
although it was given by White 
before the equipment actually was 
owned by him, since at the time 
he executed the mortgage he con- 
oe purchasing the equip- 
ment. 


Tygard-Wiest Opens 
Tygard - Wiest, Inc. (Nash), St. 
Louis, has formally opened in its 
new sales and service building at 
6814 Natural Bridge. 
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These six advertisements appear in 
Time and Lire on the dates shown 

They appear together as a portfolio 
in the September issue of ForTUNE. 


As a Service to American Business 


TIME-LIFE-FORTUNE 


Present to America 


Six Advertisements 


about the 


Importance of Advertising 


to your Business 


and the U.S. Economy 


During the week of August 15th there appears the fourth 
of a series of advertisements about advertising published 
by Time, LiFe, and Fortune. Each advertisement is a 
double-page spread in full color. 


Over 41,000,000 copies of these advertisements are telling 
the millions of readers of these publications how ‘‘Adver- 
tising helps create the demand that boosts the production 
that lowers the cost.” 


Thus these three magazines are stimulating a wider public 
understanding of the great economic force of advertising 
—a force which has helped America achieve its present 
high standard of living. 


The advertisement about AUTOMOTIVE ADVERTIS- 
ING appears in the August 15th issues of TIME and 
LIFE, and in the portfolio in the September issue of 
FORTUNE. It is reproduced on the next two pages in 
full color. 
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F THIS WERE about 1909 instead of ’49, and 
you were the hapless horseman pictured below 
—you'd have had quite a problem switching 

from horseback to “horsepower.” That is, if you 
were after a car that could even come close to 
matching the performance, the comfort, and the 
safety of today’s automobiles. 







First, you'd have had to possess all the know-how 
that car manufacturers have gained since then; and, 
second, you’d have had to possess a proud pile of 
money! 









Then, you’d have taken your know-how —and 
your money —to the blacksmith, and set him to 
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work, with instructions to spare no expense! 


And that brings up a very interesting point: 
even today, car manufacturers estimate that if 
you were to have just one automobile ham- 
mered out by hand for you alone, it would cost 
you about $50,000—white sidewall tires extra! 


How then, do today’s car builders manage to sell 
their products so that most of America’s families 
can have cars? They can do it only by spreading 
the cost of their equipment over a great many 
cars, and by using the most efficient production 
and assembly-line methods. Mass production, in 
other words. 
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And right there is where national advertising today 
plays a big part in your car-ownership. For, if it 
weren’t for the volume sales quickly and economi- 
cally created in large part by advertising, such 
mass production and distribution of cars would 
be impossible. 

How much does that advertising cost you when 
you buy an automobile? Much less than you prob- 
ably imagine. Actually, it averages only about as 
much as the “extra” you pay for white sidewall tires. 


@ And when you figure it out, you soon realize 
that what advertising costs you is far less than 
what it really saves you. 


Equally important is the automatic safeguard im- 
posed by the very act of national advertising. For, 
advertisers know that the sales success of a product 
goes hand in hand with its honest presentation to 
the public. 





Says FREDERIC GAMBLE, president, 


American Association of Advertising Agencies: 

“TimE, Lire and ForTUNE are to be commended for 
undertaking a campaign to explain in simple terms how 
advertising works. Too often, advertising’s role in creat- 
ing mass markets and thus, in turn, lowering costs and 
prices of so many advertised products, is either confused 
or misunderstood by those whom it serves, the millions 
of American consumers. 

“Such efforts to promote better understanding of the 
dynamic activities in distribution deserve active support. 

“They are in the public interest because they direct 
attention to the vital part advertising and other selling 
activities play in our economy, at a time when we are 
seeking to meet the challenge of the shift from a sellers’ 


to a buyers’ market.” 





Here’s How You Can Make the 


CAMPAIGN ABOUT ADVERTISING 


Work for You 


You may obtain reprints of this advertisement 
about Automotive Advertising—and of the other 
advertisements about advertising—at cost. 

Here are a few of many possible ways you might 
use these reprints: 


(a) Post the advertisements on the bulletin boards 
of your factory, office, warehouse, or store. 


(b) Send copies to your salesmen, distributors, 
customers, or employees. 


(c) Send copies to your stockholders. 









Electrotypes of this advertisement—and of the 
others in the campaign—are also available at cost 
for use in your company publication. They may be 
obtained in full color in the two sizes that are 
appearing in TIME, LIFE, and ForRTUNE, or in black 
and white to fit your own requirements. 

You may also quote from the text of these adver- 
tisements in your bulletins, memoranda, and letters. 
Please credit ‘“The T1mME-LIFE-FoRTUNE Cam- 
paign about Advertising.” 

Please address correspondence telling how you 
plan to use the reprints or electros to: 


The TIME ¢ LIFE ¢ FORTUNE 


Campaign About Advertising 


2630 TIME & LIFE BUILDING, N.Y. 20, N.Y. 
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High ways & Safety — 
Insurance Firms Laud 


Pa. Inspection Plan 


ST how effective a good motorjon fair play in the appointment 

. a ae —— = and suspension of inspection sta- 
cutting down acciden -|tions. It has been instrumental in 
cussed in Motor Vehicle Inspection, | maintaining high standards of in- 


* eo o 
a bulletin published by the Assn. |, 
pection, constant in-service train- * ° 
of Casualty and| section, constant in-service train. Accidents Rise 


Surety Compan- ‘ 
ies, 60 John St., provision of active leadership for| DRIVER TRAINING—Chesterton Sales & Service (Pontiac), Chesterton, Ind., has made I eS li f ° 
New York 7. public support in upholding the ae Re ae ae pee its amas es program for high school students. mn aivornia 
ere a group rton high school pupils a h tending that part of th 
The bulletin aaa: a See ee o eo8 which deals with proper care and molatenence of an elle. premete lelety cn the An increase in injuries and 
describes the re- ety Be. r venicies for IN | highway. deaths on California highways, fol- 
sults obtained in |5P@ction during each period. lowing a long period of gradual de- 


Pennsylvania as Pennsylvania’s program places total cost of administering the law |supervised by 40 i _|cline in the number of fatal acci- 
a@ consequence of "es z wiles eens dents, has been reported by the 


emphasis on two principles, (1) 
a tho -going i ti is about $210,000. This provides | spectors. 
2 years of motor vehicle inspec- rough-going inspection of $150,000 for 50 state police officers} ‘The effectiven ii 2 state ‘highway patrol. 
tions and suggests that such pro- e eness of the program! During the first half of the cur- 


every motor vehicle, and (2) 
grams contribute materially to the 


businessmen responsible for 
Pennsylvania’s record, stating: 

“In the 20th anniversary of the 
inception of such a program in 
Pennsylvania, congratulations are 
in order for the degree of success 
inspection enjoys—a success that is 
the direct result of state govern- 
ment, free enterprise and the public 
joining forces and translating a 
workable law into life and limb 
saving action.” 












































strict adherence to inspection | Signed to inspection duty, $10,000|i, shown by the fact that only 4| rent 
year, the patrol reported, the 
regulations and procedures by | for the cost of stickers, postage and | ont of the accident fatalities in|number of accidents increased 43 


prevention of traffic accidents. supplies and $50,000 for the super- 
The of the Pennsyivania = a " ; “an . visor and personnel in the inspec- Pennsylvania during 1948 were at-| percent over the same period last 
program is attributable, the article VO-CORE CRATES SUF Sucmere © | tion unit, tributable to faulty equipment, in| year. Injuries incre as 9 = 
and highway fatalities increased 2 


made and approximately 4,800,000 contrast to the national average of 


t the coo tion amo 
the pubite, the euhemaliie taeda stickers are sold per year for the| Thus, the program pays for itself. 16-17 percent, the article states. percent. However, the number of 
and the state government. two inspections. This brings in a e pe ea e accidents resulting in fatalities 
about $240,000 per year. HERE are some 9,749 official The bulletin concludes with a | dropped nearly 2 percent, indicating 


eee a ies, wich the The article estimates that the| + stations operating which are! salute to the states agencies and | more multi-death accidents. 
“Save-a-Life” campaign. This was 
a one-month voluntary inspection 
of lights, brakes, steering gear, 
windshield wipers, mirrors and a 
check of registration identification 
of all motor vehicles. 

Following the popular accept- 
ance of the plan by the public, 
automobile dealers and state 
officials obtained legislative ap- 
proval of an annual inspection of 
motor vehicles. This continued 
for several years until the law 





Pennsylvania chose the “private 
station” program, which provides 
for the appointment of automobile 
dealers and independent repair 
shops as official inspection stations. 

Basic standards were formulated 
by the department of highways 
and the state police and an exact- 
ing system for accrediting and ap- 
pointing stations was set up. Early 
in its history, administration of the 
program was transferred to the 
bureau of highway safety of the 
department of revenue. 
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To Pennsylvania Automotive 
Assn., representing 3,000 dealers, 
has supported the program from 
the outset, advocating strict ad- 
herence to regulations. 

The association has also insisted 


Road Transport 
Congress Slated 
For April, 1950 


The third Highway Transporta- 
tion Congress, sponsored by the 
National Highway Users Confer- 
ence, will be held in Washington 
next Apr. 26-27. 

Appointment of Baird H. Mark- 
ham, director of the American 
Petroleum Industries Committee, as 
chairman of the general committee 
of the Transportation Congress 
was announced by A. W. Koehler, 
chairman of the NHUC adminis- 
trative committee. 

General committee: Leon F. Ban- 
igan, National Council of Private 
Motor Truck Owners; William J. 
Cronin, Automobile Manufacturers 
Assn.; Robert C. Hibben, Interna- 
tional Assn. of Ice Cream Manu- 
facturers; John V. Lawrence, 
American Trucking Assns., and A. 
J. Montgomery, American Automo- 
bile Assn. 

Program committee: Lawrence, 
Montgomery and Benjamin F. Cas- 
tle, Milk Industry Foundation. 

Attendance committee: Hibben, 
P. B. Bergin, American Retail Fed- 
eration, and John J. Riley, Ameri- 
can Bottlers of Carbonated Bever- 
ages. 

Banquets annd luncheons com- 
mittee: George M. Kellogg jr., In- 
ternational Harvester Co.; Fred 
Brenckman, National Grange, and 
George Flint, Rubber Manufactur- 
ers Assn. 

Sessions will be held in the May- 
flower hotel, scene of the second 
Highway Transportation Congress 
in 1948, Presiding will be Albert 
Bradley, chairman of the NHUC 
and executive vice-president of 
General Motors. Arthur C. Butler, 
NHUC director, is directing staff 
arrangements. 
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RADIATORS SINCE 1903 
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Alcoa Promotes Wilder 


To Head Marketing 

Hugo T. Wilder has been made 
manager of the marketing division 
of Aluminum Co, of America’s sales 
department, announces D. Wilmot, 
vice-president in charge of product 
sales. 

Wilder has been with Alcoa since 
1919; with the sales department 
since 1922, 

> * * 


Mack Birmingham Branch 


Takes Caley as Manager 


John G. Caley has been appointed 
district manager of the Mack 
Truck’s Birmingham (Ala.) direct 
factorv branch, it is announced: by 
A, C. Fetzer, sales 
vice-president, In 
assuming his new 
duties, Caley re- 
linquishes those 
of manager of the 
national accounts 
department for 
Mack’s_ southern 
division. 

Caley is a form- 
er president of 
the Motor Trans- 
port Assn. of 
South Carolina, and a former di- 
rector in both the North Carolina 
and Georgia Truck Assns. He has 
served as president of the Irregu- 
lar Route Common Carriers Con- 
ference and on the executive 
committee of the American Truck- 
ing Assns. 





J. G, Caley 


Keller Named to Manage 


Dearborn Motors Outlet 


Frank R. Pierce, president of 
Dearborn Motors Corp., Detroit, an- 
nounces the appointment of Ernst 
F. Keller jr., former Reo Motor Car 
and Nash-Kelvinator manufactur- 
ing executive, as vice-president, 
general manager and a member of 
the board of directors of Wood 
Brothers, Inc., farm equipment 
manufacturing concern and a sub- 
sidiary of Dearborn Motors. 

* . + 


Wagner Electric Promotes 


Bryant and McElman 

Wagner Electric Corp. an- 
nounces the following appoint- 
ments: R. E. Bryant as manager 
of its automotive and electrical 
branch at Buffalo and C. J. Mc- 
Elman as branch manager of its 
Minneapolis service branch. 

Bryant joined Wagner shortly 
after graduation from the school 





R. E, Bryant 


of engineering at University of 
Missouri. He had been a sales- 


©. J. McEiman 


man in Wagner’s Pittsburgh 
branch prior to his latest ap- 
pointment. 


McElIman joined Wagner in 
1934. Since that time he has 
served in various capacities in 
the company’s Boston branch. 

+ * * 


Ford International Names 


Schroeder Supply Head 


The appointment of Robert A. 
Schroeder as supply manager of 
Ford International, Inc., is an- 
nounced by Harold E. Jones, vice- 
president—supply. 


Schroeder will be concerned with | 


Auto Personnel 








purchasing, inventory control, ve- | 
hicles and parts scheduling and | 
overseas shipping by Ford’s asso- | 


ciated companies and branches. 
Schroeder resigned as director of 

administrative planning at Willys- 

Overland to accept his new assign- 


ment. 
+ + * 


Matthews at Midland Steel 


E. J. Kulas, president of Midland 
Steel Products Co., announces that 
George Matthews is now associated 
with the company as engineer in 
charge of frame design. Matthews 
was first employed as an assistant 
in the engineering department of 
the Dodge Co. and was long as- 
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sociated with that company in vari- 
ous engineering capacities. He later 
joined Studebaker Corp. and was 
employed there as chassis engineer 
for more than 10 years. 

+ a * 


Shaffer, Bassett Promoted 


At Burlington Mills 

The promotion of W. W. Shaf- 
fer and ©. C. Bassett jr. to new 
sales positions in the Industrial 
Fabrics division of Burlington 
Mills Corp. is announced by Dan- 
iel F. Sheehy, division head. 
Shaffer has been appointed head 
of sales to the transportation, 
automotive, and allied fields. Bas- 
sett is now in charge of sales to 
the rubber, coating, laminating, 
electrical, laundry and allied in- 
dustries. 

Shaffer, Detroit representative 
for the Industrial Fabrics divi- 
sion, joined Burlington Mills in 
June, 1948. Previously, he was as- 
sociated with Crawford Mfg. Co. 
for 16 years. Bassett recently 
joined the Industrial Fabrics di- 
vision of Burlington. Previously, 


Variety mak 


he was manager of the New 
Products division of the research 
department of Dan River Mills. 
He was also associated with 
American Bemberg Corp. and 
American Viscose Corp. 


Plymouth Names York 


Appointment of Hayward F. York 
as assistant plant engineer of the 
Plymouth plant is announced by 
A. H. Paterson, vice-president and 
general manager of Plymouth. 
York joined Plymouth in 1933. 

+ + * 


Vensel Appointed 
Appointment of T. A. Vensel as 
territory salesman in the Washing- 
ton (D. C.) district for General Tire 
& Rubber Co. is announced by H. 
A. Bellows, eastern division man- 
ager. 


+ + + 
McKinley Named 
H. D. McKinley has been ap- 
pointed works manager of the new 
degreasing-solvent manufacturing 
plant being erected by Hooker- 
Detrex, Inc., at Ashtabula, O. 
+ + + 


Jones Appointed 

Chain Belt Co., Milwaukee, an- 
nounces the appointment of Doug- 
las Jones as manager of the Salt 
Lake~ City district office. He will 





PONTIAC 


Pontiac dealerships. 
office; T. L. King, Charlotte; 
and R. D. Coulter, Memphis. Seated: G. F. 
Armstrong, budget manager; R. 
general sales manager; Dan 


Left to _ standing: 
. D. Thomas, Houston; C. K. 

Mclinally, Buffalo; E. H. Wing, Boston; C. 

Vv. Wiley, business management manager; 

‘Madigan jr., assistant general sales manager; w 





BUSINESS TALKS—Ten zone business management managers shown visiting 
Pontiac for conferences with sales executives on the latest in sound business practices for 


T. B. Moore, Chicago; J. F. Clark, central 
Overholser, Oklahoma Lity. 


L. W.' Ward, 
. M. Mustard, 


Milwaukee; R. B. Haley, St. Louis, and J. H. Cardwell, Cincinnati. 


operate his business as Douglas 
Jones Co., 1551 Redondo Ave., Salt 
Lake City. 
* + * 
Anderson Retires 

Peter C. Anderson, special repre- 
sentative in U. S. Rubber Co.’s tire 
division at Chicago, retired Aug. 
1 after 52 years continuous service 
with the company. A native of 
Bergen, Norway, Anderson came to 
this country with his parents when 





he was nine years old. He started 
as an office boy in 1897 with Mor- 
gan and Wright Tire Co. in Chi- 
cago, which later became a part 
of U. S. Rubber Co 


Reynolds Names Beneke 


Reynolds Metals Co. has ap- 
pointed C. J. Beneke as product 
manager for its wire, rod, bar, 
structurals and cable division in 
Louisville. Beneke joined the Rey- 
nolds organization in 1940. 
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a an OK sticker on his 1921 Model T 
lane. Th 


GETS NEW SAFETY OK—Vaine E. Kivi (left), 
Ford in the Minneapolis police traffic safety 
e car has traveled 350,000 miles and this is the third straight year Kivi has obtained 
an OK sticker. Patrolmen Sherman Aplin (left), and Ralph H. Paradeu said they would 
like to keep the car on display as an object lesson to careless car owners. 
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Don’t Overstock, Van Tassel Advises .. . 


Lack of Cash Hurts Dealers 





Minneapolis, 





Dottl Joins Manhattan 


B. T. Dottl, for the past two 
years district manager for the 
Los Angeles zone office of Hud- 
son Sales Corp., has been ap- 


| 


pointed general sales manager for | 





Manhattan Motors, Inc. (Hud- 
son), 1220 E. Seventh St., Los 
Angeles, it is announced by J. C. 
(Charlie) Rennie, president, and 
Jack Laughlin, vice-president of 
the dealership. 


is shown here 


Eprror’s Note: This is the ninth 
in a series of articles on the 
fundamentals of dealer business 
management: 


By J. B. Van Tassel 


HE three essential money-mak- 

ing factors in a dealer’s business 
are money, manpower and mer- 
chandise—the “three M’s.” 


For the past three years the ab- 
normally large profits in this busi- 
ness should have taken good care 
of the first essential factor, ‘money’. 
However, sometimes too much 
money in a business paves the way 
to overexpansion in facilities, in- 
ventories, manpower and credit. 
When this happens, a dealer usu- 
ally is in about as much trouble as 
if he didn’t have sufficient cash. 

In many cases where I have 

analyzed dealers statements re- 
cently, their large capital invest- 
ments, as a result of their large 
profits for the past three years, 
are spread so thin over their op- 
erations that they will probably 
be on their way out of business 


shortly unless they can liquidate 


27 


the cash on hand or in the bank. 


some of their holdings and leases. | For example, when you sell a repair 


The only item that will help a 
dealer make a good profit is “cash 
on hand and in the bank.” Lack of 
ready cash will stop a dealer from 
making sound, profitable buys, 
paying expenses, meeting payrolls 
and making good trades. In this 
business you have to trade in order 
to make money and stay in busi- 
ness. This is why it is so important 
to hold down your investments in 
accounts receivable, notes receiv- 
able, used cars and parts and ac- 
cessories inventories. 


Certainly you must have money 
invested in receivables and inven- 
tories, but only to the point where 
they meet your demands in line 
with normal sales expectancies and 
turnovers. Any amounts invested in 
these specific asset accounts over 
and above normal sales require- 
ments are disastrous to you as a 
dealer. 

+ * * 

O SALE should ever be classi- 

fied as a sale until you have 


a Big month in steady 





AUGUST FARM 


PENNSYLVANIA 


$69,000,000' 


A profitable month, yes, but so is every month in 
steady Pennsylvania. That’s what sets it apart 
from most other big farm states—variety of prod- 
uct—cash crops all year round! 

Take the ones shown here: eggs, milk, tobacco. 
Pennsylvania is among the top ten states for a// 
of them—plus dozens more. 

And Pennsylvania ranks with the top ten states 
in buying everything from electric ranges (Penn- 


vania eighth). 
Not only does farm money flow all through 


sylvania fourth) to farm power units (Pennsyl- 


the year, but all through the years . . . Pennsyl- 
vania farm families have a record for steadiness 
dating clear back to colonial times. For the 


better part of those years, they’ve read 


Steady Buying Power 


Look at this chart and you see the remarkable steadiness 
of Pennsylvania’s month-by-month farm income. Few 
“upper third” farm states can match it. Two which do 
are the other Golden Crescent states, Michigan and Ohio, 
served by MICHIGAN FARMER and THE OHIO 
FARMER. For further information, write N1013 Rock- 
well Ave., Cleveland 14, Ohio. 














Apr. May June July Aug. Sept. Oct. 


PENNSYLVANIA FARMER, Harrisburg 
MICHIGAN FARMER, East Lansing © THE OHIO FARMER, Cleveland 


91% 


PENNSYLVANIA FARMER—just as 7 out of 10 
depend on it today. 


84% 8.4% 








Dec. 





order for $10 and a customer 
doesn’t pay you for it, you have 
lost the amount of labor which we 
will say is $5, the parts we will 
assume cost you $3 and the differ- 
ence of $2 comes out of profit you 
thought you made. So in reality the 
entire $10 comes out of your 
pocket, 

Nothing will drain your cash 
faster than a supply of used cars 
over the amount of investment 
you have projected for stocking 
used cars. In almost every finan- 
cial projection I have made for 
dealers the amount set aside for 
used-car inventory has never ex- 
ceeded an amount equivalent to 
a 80-day supply, yet, when I 
would go back in a few months 
I would invariably find any num- 
ber of used cars in the dealer’s 
stock that would be well in excess 
of 30 days. This is the primary 
reason for dealers going bank- 
ru 


In the case of parts, I have set-up 
any number of dealers with an 
inventory never in excess of an 
average annual turnover of four 
times per year, yet when I called 
on them six-months to a year later, 
I found this supply increased to a 
four month’s supply or a _ three 
times per year turnover. This was 
not because of decreased sales but 
because of the careless increase in 
the stock of obsolete, slow-moving 
— * * ® 


[*% THE last three or four years, 
most dealers made a net profit 
of 10 to 20 percent compared with 
1.8 to 2 percent net profit before 
the war. These high profits are 
solely the result of a seller’s market 
in which the public has been glad 
to pay almost any price for a new 
or used car. 


These profits have not been the 
result of any clever management 
schemes of merchandising on the 
vart of dealers or their manpower. 
Rather the dealers manpower has 
been riding the gravy train the 
same as many dealers. This train 
has now stopped for those who 
cannot pay their fare, dealers and 
their workers alike. Dealers should 
now start to use a fine comb on 
their present manpower in order to 
determine which men are worth the 
wages they are being paid. 


Dealers now cannot continue 
to stay in this business and make 
their rightful share of profit by 
having in their employ men who 
cannot produce at least a dollar’s 
work for every dollar the dealer 
pavs them. In easy-selling times 
such as the past four years, you 
are bound to have a _ certain 
amonnt of deadwood in your or- 
ganization, and the 200 percent 
increase in expenses that dealers 
have incurred since the end of 
the war can be largely contrib- 
uted to this deadwood. 


Dealers should check their organ- 
izations and make sure that the 
deadwood in their manpower is 
completely eliminated. One sure 
way to eliminate poor workers is to 
get the employes checking this 
vhase of your business by placing 
them on a _ profit-sharing basis. 
When employes work on this sort 
of basis you can be sure that every 
man in your organization will 
produce at least a dollar’s work for 
every dollar you pay them. 

Next Weex: The final article 
in the series. 


Krasco Warehouses Now 


In San Francisco, Seattle 


LOS ANGELES.—As an import- 
ant step in its overall expansion 
program, Krasco Mfg. Co. of Los 
Angeles, maker of Rite-Set brake 
lining and brake blocks, announces 
that additional warehouse facili- 
ties have been established at San 
Francisco and Seattle. 

Complete stocks of lining are 
carried at Los Angeles, Boston 
and Jacksonville as well as at the 
two new shinning points at San 
Francisco and Seattle. 


Reo of New Hampshire 
Reo of New Hampshire, Inc., has 
announced its removal to a new 
location at 25 Union St., Man- 
chester, N.H., 
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rt for New Measures Grows... 





States Snub Wage-Hour Laws 


By Bethune Jones 
Staff Correspondent 

NEW YORK.—Although action in 

state legislatures throughout 
the country this year on proposals 
for new and broadened regulation 
of wages and hours was largely 
negative, a survey reveals that such 
measures attracted stronger sup- 
port than in other years, with in- 
dications that they will continue to 
be pressed vigorously in future 
legislative sessions. 

A 680-cent an hour minimum 
wage law was enacted in New 
Hampshire after several classifi- 
cations of employes, including 
hotel, restaurant, farm, domestic, 
and tourist cabin workers, as 
well as outside salesmen, were 
exempted from its provisions. 
Sponsor of the bill had originally 
sought a 75-cent minimum but 
subsequently agreed to reduce it. 

Maine’s legislature enacted a bill 
reducing the maximum weekly 
working hours of women in indus- 
trial establishments from 54 to 50, 
and raising the minimum age of 
workers in some types of employ- 
ment from 15 to 16 years. 

A bill repealing a wartime liber- 
alization of state child-labor laws 
was enacted in Pennsylvania, 
while the Indiana legislature ex- 
tended until March 15, 1951, that 
state’s wartime suspension of all 
state laws governing employment 
of women. 

Bills patterned after the fed- 
eral fair-labor standards act or 
otherwise proposing new or 
broader regulation of wages or 
hours, or both, were rejected in 
states, including 
Alabama, Colorado, Connecticut, 
Delaware, Indiana, Missouri, Ne- 
vada, New Jersey, New York, 
North Carolina, Pennsylvania, 
South Carolina, Utah and Wy- 
oming. A minimum wage bill 
was still pending in Massachu- 
setts at this writing. 

Killed in the Alabama legislature 
was a bill to limit the working 
hours of women in employment to 
eight hours a day, 48 hours a week, 
with a minimum of 50 cents an 
hour. Opponents warned that the 
proposal would make it so restric- 
tive to hire women that employers 
would put men in their jobs and 
the result would be less employ- 
ment for women. 

Colorado’s legislature turned 
down several wage-hour bills, call- 
ing for a minimum ranging from 
40 to 75 cents an hour. 

A recommendation by Gov. 
Chester Bowles for a 75-cent min- 
imum wage law was approved by 
the Connecticut senate but killed 
in the house..Gov. Elbert N. Carvel 
unsuccessfully proposed a wage- 
hour measure in Delaware. 

* a « 


PAssED by the Indiana house but 
killed in the senate was a bill 
to set up a minimum wage of 60 
cents an hour and establish a work 
week of 44 hours beyond which 
time-and-a-half wage payments 
would have been required. Several 
wage-hour bills were unsuccess- 
fully proposed in Missouri, with 
minimum ranging from 50 to 75 
cents an hour. A bill turned down 


Pricing Setup 
Is Readjusted 
By Fruehautf 


DETROIT.—Readjustment in the 
price structure of Freuhauf trailers 
was announced last week by W. J. 
Robinson, sales vice-president. 

The new schedule, effective Aug. 
1, puts a lower price tag on all cor- 
rugated models and on all stainless 
steel dry freight vans which are 
now equipped with magnesium 
floors, Robinson said. Some other 
models will show a slight increase 
in prices. 

The new price schedule was 
agreed on after thorough studies 
on current manufacturing and 
sales costs. 

“The present price _ revision,” 
Robinson said, “has nothing what- 
ever to do with current economic 
problems. It reflects, however, a 
corrected view of our actual costs 
with regard to engineering, manu- 
facturing and sales.” 




































































in Nevada would have given women 
a minimum wage of 75 cents an 
hour, instead of 50 cents, and 
provided that women could not be 
required to work a split shift 
extending longer than a 12-hour 
period. 

New Jersey's legislature turned 
down Gov. Alfred E. Driscoll’s pro- 
posal for extension of the state’s 
minimum wage law to all workers 
instead of just women and minors. 
Organized labor in New York un- 
successfully sought legislation set- 
ting a 90-cent minimum wage rate. 

Gov. W. Kerr Scott failed to get 
approval of the North Carolina 
legislature for his recommendation 


for enactment of state wage-hour 
legislation. A bill to establish a 40 
cent an hour minimum wage for 
women was finally killed by a 
North Carolina senate committee 
after having passed the house. 


Rejected in Pennsylvania was 
a bill which would have estab- 
lished a minimum wage of 175 
cents an hour during the first 
year from the effective date, 80 
cents during the second year and 
85 cents after two years. It also 
provided for overtime pay of 
time-and-a-half in excess of 
eight hours a day and 44 hours 
a week, 

A bill to set up a 50 cent min- 





GOOD FOR USED-CAR DISPLAYS—An open air used-car and truck lot with a roof is 
featured by Alvin C. Ruxer, Ford dealer at Jasper, Ind. Principal advantage of the attractive 
~~ 7. is oe the advantage of an open air convenience with year-‘round protection 
rom the elements. 


imum wage was killed in the South 
Carolina legislature. Defeated in 
Utah was a bill calling for a 75- 
cent minimum wage and a 40-hour 
week. An unsuccessful Wyoming 


bill proposed a 75-cent minimum. 
A bill proposing a 65-cent minimum 
wage was pending in Massachu- 
setts, with the backing of Gov. 
Paul A. Dever. 














Channel -Proof ! 








retention.” 


Here’s How Walker’s Patented 


Oo Surface Filtration—When oil enters the 

Walker cartridge, it immediately en- 
counters double-wrapped wood cellulose dis- 
persion strips ... which not only provide definite 
surface type filtration but disperse the oil over 
the entire surface of the filtering medium. 


Depth Filtration—After passing through 
the dispersion strips, the oil is next sub- 
jected to depth filtration through the basic fil- 
tering bed of pure wood cellulose fibres — the 
density of which is scientifically controlled for 
a proper balance between “flow” and “particle 


Multiple Filtration—Walker's patented 
Laminar construction is more than just one layer. 
As the continuous strip of filtering material is 
wound around and around the center tube, it 
forms many successive layers of both dispersion 


HE INSIDE 








Walker Laménar construction is fully 
covered by U.S. Patent No. 2427733 


Construction Works: 


a multiple 















strips and basic filtering bed .. . 
filtration of both surface and depth! 







Progressive Filtration—Even this com- 

bination is not yet the full story. As each 
successive layer is wound around the center 
tube, compression forces the pattern in the 
filtering bed to become finer, more compact 
from outside to center .. . selectively removing 
smaller and smaller particles of micronic size. 










Channel-Proof —Here's still another plus! Be- 
cause of its basic Laminar design, every 
Walker cartridge is absolutely channel-proof. 
There are no “low resistance” spots . . . no 
natural channels through which the oil can pass 
unfiltered. Should an accidental break occur 
in any single layer, the additional layers will 
prevent any channeling. 
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62% Sales Jump 
Claimed by Olds; 
Series 88 Leads 


LANSING. — Oldsmobile dealers 
across the nation reported a 62.8 
percent increase in deliveries of 
new Oldsmobiles last month, com- 
pared with July, 1948, G. R. Jones, 
general sales manager, said last 
week. 

A total of 25,443 new Oldsmo- 
biles were delivered last month, 
Jones said. He gave the 1948 de- 
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roof i ” 
tractive liveries for July as 15,624. KIRK STRESSES SERVICE—A lubrication department with oil and grease piped from tanks | Flying Dutchman,” Toledo. 
otection In breaking down the current and — in the cellar is one of the features of the new home of Kirk Chevrolet, Newton 
delivery figures he stated that the | 54*"*: P#- On Mexico 
imum. Series 88 model accounted for the This letter refers to an article 
imum most deliveries, with the Series 76/the new Oldsmobiles delivered by|added that 91 percent of all new/appearing in Automotive News, of 
sachu- and Series 98 following in that|dealers were equipped with Olds-|Oldsmobiles being built currently |July 11, stating the fact that by 
Gov. order. mobile’s eight-cylinder Rocket en-|are equipped with Hydra-Matic| presidential decree, Mexican gov- 
drive. ernment purchases 





Jones said that 64.6 percent of|gine and Hydra-Matic drive. Jones 


STORY OF THE ONLY FILTER 
THAT CLEANS OIL 3 WAYS 


| Exclusive Filtering Material and Patented Ladajar Construction 
| Combine the Three Basic Essentials of Effective Oil Filtration 
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@ The superior performance of Walker Oil Filter Car- A pre-determined length of this material is then 
tridges begins with an entirely new, chemically pure, phys- spirally wound around the center tube forming many 
ically uniform filtering material—wood cellulose fibre. alternate and multiple layers of the primary filtering 
This material was selected after years of research bed and intermediate dispersion strips. From this pat- 
because of its remarkable affinity for dirt and crankcase ented construction comes the new name in oil filtration 
moisture—and because its density could be accurately —Laminar—meaning laminated, or in layers. 
controlled to permit the proper balance between “flow” This new material, for the first time, made possible a 
and “particle retention.” new principle of filtration—three-dimension filtration—and 
The primary filtering matrix of a Walker cartridge is a an oil filter cartridge of uniform, predictable performance. 


bed of pure wood cellulose fibres “‘air laid’ by a secret 

process onto a continuous thin wood cellulose fibre sheet Guarantee 

known as the dispersion strip. The dispersion strip is Walker Oil Filters with Laminar construction 
double-wrapped across the top forming a filtering bed of are guaranteed against channeling, by-pass- 
uniform density and structure. ing or migration of the filtering material. 
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WALKER MANUFACTURING COMPANY OF WISCONSIN - RACINE, WISCONSIN 


Also makers of Walker Silencers, Jacks and Electric Lifts 
































In the Letterbox 


(Continued from Page 4) 


titles and check came back. In the 
meantime the cars were taken to 
Nashville, Tenn., and Tennessee 
registrations were obtained and the 
cars were resold. Now who is out, 
the new-car dealer in Michigan or 
the man who is holding the cars 
when they are found? 

Let’s wake up and get our head 
out of the sand.—Doc Greiner, “The 



















would be made directly from the 
assembly plants. This statement is 
substantially correct; nevertheless 
we would like to point out that 
through the efforts of this associa- 
tion the decree has been annulled. 


Mexican assembly plants, also by 
presidential decree, will be forced 
to import this coming year half as 
many units as last year and one- 
third as many as were imported in 
1946. This will only result in the 
dealers’ quotas being cut down tre- 
mendously in this coming year. 
Furthermore, the Mexican govern- 
ment absorbs yearly approximately 
15 percent of the total production 
of Mexican assembly plants. Con- 
sidering the latter, both govern- 
ment officials and the president 
himself realized that this 15 percent 
should go to the established dealers. 


The last part of the article how- 
ever is not quite correct. The Mexi- 
can government has always enjoyed 
a considerable discount in pur- 
chases to automobile dealers, and 
the profit for the dealer has never 
been over 10 percent. 

This letter was written with the 
view of informing you of the latest 
developments on this matter.— Ra- 
MON LLANO, president, Asociacion 
Nacional de Distribuidores de Auto- 


moviles, A. C. 
” * 


Disputes Sales Lag 

We were greatly surprised to 
read in your issue of June 13 the 
article “Canadian Sales of British 
Cars Tapering Off.” 

We must say that our experience 
of the business we have enjoyed, 
and are still enjoying, differs 
greatly with the situation as des- 
cribed by the writer of the above 
article. It is to be regretted that 
the writer of the article did not 
contact some of the leading dis- 
tributors of British manufactured 


cars, 

As distributors of Nuffield prod- 
ucts for the greater portion of the 
province of Ontario, we have sold 
British cars to the approximate 
value of $2,000,000 since March 10 
of this year. The sole reason that 
our sales have been held down to 
this amount is that we have been 
unable to secure, from the manu- 
facturer, the units required to meet 
dealer and customer demand. 

At this time of writing, it will 
take several hundred cars to fill 
dealer requirements for existing re- 
tail orders which they hold. We are 
also aware that other distributors 
of British-manufactured cars have 
insufficient units to meet the de- 
mand. Just recently this demand 
is increasing, notwithstanding the 
fact that Canadian and American 
produced cars are becoming 
slightly more available. 

We might add that we are also 
Ontario and Quebec distributors for 
Rolls-Royce, Bentley and Jaguar 
products, and our quota from these 
companies is insufficient to meet 
customer demand, 

If, at any time in the future, you 
wish to print an article on sales 
progress of British cars in Canada 
and we can be of assistance, we 
would be very glad to let you have 
any information at our disposal. 
We are confident that you would 
receive the same cooperation from 
other Canadian distributors of the 
three leading manufacturers of 
British cars.—James L. Cooke Mo- 
Tors, Lrp., Toronto. 


Willys Offers 


Jeepster Six 


TOLEDO.—The Jeepster, Willys- 
Overland’s convertible phaeton, is 
now being made available with the 
new Willys six-cylinder engine as 
well as the Go-Devil four-cylinder 
Jeep engine, it is announced by 
Delmar G. Roos, first vice-president 
of the company. 

A postwar development of Willys- 
Overland, the 72-horsepower engine 
was first introduced by the com- 
pany in its station sedan, Early this 
year this powerplant was also made 
available in the Willys-Overland 
station wagon. 

Factory list price of the six-cyl- 
inder Jeepster is $1,602. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue, 
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Current Prices 
On New Cars 


The following advertised delivered prices 
are based on factory retail prices at the 
factories, They include dealer delivery 
and handling charges and federal taxes. 
They do NOT include transportation 
charges, state sales taxes, or optional 
equipment. 

BUICK—Special Series 40—4-dr. sed., 
$1,925; 2-dr. sed., $1,872; bus. cpe., $1,- 
819; Super Series 50—4-dr. sed., $2,157; 
2-dr. sed., $2,059; $2,583; stat. 
wag., $3,178; Roadmaster 
(Dynaflow standard)—4-dr, sed., $2,735; 
2-dr, sed., $2,618; conv., $3,150; stat. 
wag., $3,734; Riviera, $3,203. 

CADILLAO—Serles 61—4-dr. sed., §$2,- 
893; sed. cpe., $2,788; Series 62—4-dr. sed., 
$3,050; sed. cpe., $2,966; $3,497; 
Special— 


conv., 


conv., 
Coupe de Ville, $3,497; Series 60 
4-dr, sed., $3,828; Series 
$4,750; 7-pass. sed., $4,970; 
perial, $5,170; 9-pass. sed., $4,650; 9-pass. 
imperial, $4,839. 

CHEVROLET — Fleetline Special — 4-dr. 

; sed, cpe., $1,413; Fileetiine 
. sed., $1,539; sed. cpe., §$1,- 
492; Styleline Speciai—4-dr. sed., $1,460; 
2-dr. sed., $1,413; club cpe., $1,418; bus. 
cpe., $1,339; Styleline Deluxe—4-dr, sed., 
$1,539; 2-dr. sed., $1,492; club cpe., $1,508; 
conv., $1,857; stat. wag., $2,267. 

OHRYSLER — Royal (six) — 4-dr, sed., 
$2,153.75; club cpe., $2,133.75; stat. wag., 
$3,151; Windsor (six) (Presto-Matic 
standard)—4-dr, sed., $2,348.50; club cpe., 
$2,327.50; conv., $2,761; Saratoga (eight) 
(Presto-Matic standard)—4-dr, sed., §2,- 
635; club cpe., $2,608.75; New Yorker 
(eight) — (Presto-Matic standard) — 4-dr, 
sed., $2,750.75; club cpe., $2,724.50; conv., 
$3,230.75; Town & Country conv., $3,994.75. 

OROSLEY—2-dr, sed., $959; conv. sed., 
$959; stat. wag., $9¥1; roadster, $908. 

DeSOTO—Deluxe—4-dr. sed., $2,006.25; 
club cpe., $1,995.75; Carry-All sed., $2,- 
210.50; stat, wag., $2,979.25; COustom— 
(Tip-Toe Shift standard)—4-dr, sed., $2,- 
193.75; club cpe., $2,175.75; conv., $2,598. 

DODGE—Waytfarer—2-dr. sed., $1,755; 
roadster, $1,744.50; bus, cpe., $1,628.75; 
Meadowbrook—4-dr, sed., $1,865.75; Cor- 
onet — 4-dr. sed., $1,944.75; 4-dr, town 
sed., $2,029; club cpe., $1,931; conv., §2,- 
346; stat. wag., $2,582.50, 

FORD — Six — 4-dr, sed., $1,472; 2-dr. 
sed,, $1,425; bus. cpe., $1,333; Custom Six 
—4-dr, sed., $1,558.50; 2-dr. sed., $1,511; 
club cpe., $1,511; Kight—4-dr, sed., $1,546; 
2-dr, sed., $1,498.50; bus, cpe., $1,419.50; 
Custom Kight—4-dr, sed., $1,647.50; 2-dr. 
sed., $1,590; club cpe., $1,595.50; conv., 
$1,948.50; stat. wag., $2,263.50. 

FRAZEK—4-dr, sed., $2,395; Manhattan 
—4-ar, sed., $2,595; conv., $3,295, 

HUDSON — Super Six — 4-dr. sed., $2,- 
206.50; 2-dr, sed,, $2,156; club cpe., 
$2,203.25; bus, cpe., $2,053.25; conv., §2,- 
798.75; Super Eight—4-dr. sed., $2,2¥5.50; 
2-dr. sed., $2,245; club cpe., $2,292.25; 
Commodore Six—4-dr. sed., $2,382.75; club 
cpe., $2,358.50; conv., $2,951.50; Commo- 
dore Kight—4-dr. sed., $2,472; club cpe., 
$2,447.75; conv., $3,040.75, 

KAISER — Special — 4-dr. sed., $1,995; 
Traveler, $2,083; Deluxe—4-dr. sed., $2,- 
195; Vagabond, $2,288; conv., $3,195; Vir- 
ginian, $2,995. 

LINCOLN — 4-dr. sed., $2,574.50; club 
cpe., $2,527; tan—4-dr, town sed., 
$3,238; sport sed., $3,248; club cpe., §$3,- 
185.50; conv., $4,948, 

MERCURY—4-dr. sed., $2,031; club cpe., 
$1,978.50; conv., $2,409.00; stat, wag., §2,- 
715.50, 

NASH — 600 Super — 4-dr. sed., $1,811; 
2-dr. sed., $1,786; club cpe., $1,808; Guu 
Super Speciai— 4-dr. sed., $1,849; 2-dr. 
sed., $1,524; club cpe., $1,846; 6uU0 Custom 
—4-dr. sed., $2,000; Ambassador Super— 
. sed., $2,170; club 

8. 


Ambassador Super Speciai— 
4-dr, sed., $2,243; z-dr. sed., $2,218; ciub 
2 239; Ambassador Custom — 4-dr. 
$2,359. 


239; 
$2,863; 2-dr. sed,, $2,338; club cpe., 


ULDSMOBILE — Series 76 — 4-dr. sed., 
$1,882 (deluxe, $1,974); 4-ar. town sed., 
$1,821 (deluxe, $1,¥63); 2-dr. sed., $1,755 
(deluxe, $1,900); club cpe., $1,732 (deluxe, 
See,’ Conv., $2,148; stat. wag. deluxe, 

896; Series 88—(Hydra-Matic standard) 
—4-dr, sed., $2,244 (deluxe, $2,375); 4-ar. 


luxe Kight—4 | $2,383; 2-ar, 
$2,358; tuper—4-dr. sed., $2,643; 
sed., $2,6U8; Super — 4-dr. sed., 


— Deluxe P17 — 2-dr. sed., 
$1,855; bus. cpe., $1,- 
$1,534.25; Special Deluxe F1is— 
$1,644; club cpe., $1,617.50; 
$07; stat. wag., $2, ae 
six—4- 
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DEALER PARTRIDGE MARKS MR ReFONe-Desrge T. Partridge & Co., Sault Ste. Marie, 


Mich., is celebrating its 35th anniversa 


tudebaker dealer. George T. Partridge 


center) Is shown receiving a 35-year plaque from Harry B. O'Neil, regional manager. 


urth from the left is E. T. 


Partridge, father of eo~ 
extreme right is another son, Leonard, and at extreme left, R. 


and founder of the firm. At 
W. Anderson, district manager. 


Michigan Trucking Roadeo 
Draws 1,500 at Detroit 


By Tom Hewitt 
Staff Writer 
DETROIT.—Two Detroit drivers 
and one from Grand Rapids took 
top honors in the Michigan Truck- 
ing Assn. Roadeo, held here last 
week. About 1,500 were in atten- 
dance. 
Peter Stumpo, Henry Vroom & 
Son, Detroit, 1948 state champ in 


Chrysler Gives 
Jacobson Post 


Of MoPar Chief 


DETROIT.—K. T. Keller, presi- 
dent of Chrysler Corp., announces 
that Charles L. Jacobson, who has 
been assistant to 
the general man- 
ager of the cor- 
poration, in 
charge of subsid- 
iary operations, 
has been appoint- 
ed president of 
Chrysler Motors 
Parts Corp. and 
will take over his 
duties immediate- 
ly. 





G, &. Cates Jacobson suc- 
ceeds the late F. C. Bahr. 

Born in Paw Paw, IIl., Jacobson 
received his education in Plano 
and Chicago, Ill., and Kalamazoo, 
Mich., graduating from Western 
State normal school in 1914. He 
immediately went to work for Ford 
where he stayed for five years, 
after which he joined Wills-St. 
Clair Co. in Marysville, Mich. At 
Ford he did advertising and record 
work, and at Wills, factory and 
sales work. 

He became associated with 
Chrysler in 1925, where he first 
worked in the field as regional 
manager in Minneapolis, branch 
manager of the corporation's 
branch in Philadelphia, director of 
sales for Chrysler division, presi- 
dent of the corporation’s retail 
branch in Detroit, president of the 
company’s branch in Pittsburgh 
and then in charge of all the com- 
pany’s retail sales branches. 

In 1937 he became general sales 
manager of Chrysler sales division 
and in 1939 vice-president of that 
division. In 1942 he went to Evans- 
ville to be in charge of the com- 
pany’s war work there. 

In 1945 he became assistant to 
the general manager, in charge of 
Chrysler Corp.’s subsidiary opera- 
tions, including Airtemp, Amplex 
and Cycleweld. 


Minn. Collision Suit 


Names Olds Dealer 
MINNEAPOLIS. — Malkerson 
Sales (Oldsmobile), is named in a 
damage suit filed in county district 
court as a result of a two-car col- 
lision last January involving the 
son of Gov. Luther Youngdahl of 





? | Minnesota. 


eae Lorraine ane, Fari- 
bault, a passenger, suing Henry 
Lex of Mankato and the dealer, 


: | who, the suit states, had loaned the 


car to David Youngdahl with its 
permission. Miss Paschke asks $35,- 
for injuries she _ allegedly 
suffered. 


the semi-trailer class, drove off 
with that trophy again. John 
Preston, Geo. F. Alger Co., De- 
troit, won in the straight-truck 
division, and Jack Strohsnyder, 
Associated Truck Lines, Inc., 
Grand Rapids, scored in the full- 
trailer event. 

These three will now compete in 
the national finals in Boston in 
October. 

The Edson Smith memorial tro- 
phy, awarded for courtesy, sports- 
manship and safety, went to Dan 
Wall, Michigan Cartage & Storage, 
Detroit. He accepted the three- 
foot-tall trophy from Mrs. Smith, 
the widow. As he took the cup, 
Wall had tears in his eyes, for he 
had been a close friend of Smith, 
who was killed in an accident a 
year ago. 

Other drivers figuring in the 
scoring in the semi-class were: 
Second, Sylvester Pocius, Trucking, 
Inc., Detroit; third, Aden E, Thorn- 
ton, Blair Transit Co. Saginaw; 
fourth, Melvin L. Watkins, Darling 
Freight, Inc., Grand Rapids, and 
fifth, Ray Betts, Geo. F. Alger Co. 

In the straight section, Leo A. 
Priemer, Trucking, Inc., was sec- 
ond; Dan Wall, Michigan Cart- 
age & Storage, Detroit, third; 
Don Wigent, Long Transportation 
Co., Detroit, fourth, and Marino 
Gaggini, Norwalk Truck Lines, 
Detroit, fifth. 

Roy Henke, Michigan Express, 
Inc., Grand Rapids, ’48 state champ, 
took second in the full-trailer class; 
Joe Mead, Brada Cartage Co., De- 
troit, third; Harry Eads, Geo. F. 
Alger, fourth, and Victor Breslin, 
Trucking, Inc., fifth. 

The 2%-foot brass and wood 
trophies were awarded by Fred M. 
Alger, secretary of state. First 
place winners also carried off a 
two-suiter luggage bag from Grand 
River Chevrolet, 50 silver dollars 
from Ford Motor Co. and a $10 
check from Knorr-Maynard. 


Kittell Named 
Fred O. Kittell has beeen named 
truck manager of Woodhead Co. 
(Ford), Minneapolis, by J. P. Wood- 
head, president. 





THE THIRD DEGREE—Tirin 
R. M. Hollingshead Corp. w 
decided to step 





had been working on the firm's newest 
out of the lab and get rough. They went to a railroad siding with an old 





NEW YORK.—The extent of the 
market for petroleum and automo- 
tive products among high school 
and college students, and the de- 
gree to which brand preferences 
are established among them, has 
been revealed in a survey made by 
Brand Names Foundation, Inc. 

Young America is 
wheel,” the survey showed, and it 
is buying more gasoline, oil, tires 
and batteries than ever before. The 
buying, for the most part, is on 
the basis of well-developed prefer- 
ences for advertised brand names. 


As might he expected, the survey 
showed that a higher percentage 
of the students buy gasoline and 
oil than the proportion buying the 
more permanent products for the 
car, such as tires and batteries. It 
is presumed that where the auto- 
mobile is family property, the lat- 


ter items are more often selected 


by the parents. 

Of the boys, 76.1 percent said 
they are gasoline purchasers reg- 
ularly as compared with 62.3 per- 
cent of the girls. The proportion 
of male students who purchase 
other automotive essentials was 
almost constant with the gasoline 
buyers, The tabulations showed 
that 75 percent buy lubricating 
oil; 67.1 percent purchase storage 
batteries, and 72.1 percent pur- 
chase tires. 

While 71 percent of the girls 
stated that they buy or play a part 
in the purchase of tires, only 29.2 
percent said they buy lubricating 
oil, and 22.3 percent indicated that 
they purchase storage batteries. 


More than 1,800 students on the 
campuses of 44 high schools and 
colleges located from coast to coast 
were questioned concerning their 
purchasing practices with respect 
to more than 80 other types of 
products. 

Students were asked: “How do 
you buy different products?” Four 
considerations that normally infiu- 
ence buying habits were cited. 
They are: Demand for one spe- 
cific maker’s brand which is pre- 
ferred above all others, preference 
for one of several leading brands, 
reliance on the reputation and rec- 
ommendation of the dealer, and 
convenience or handy location of 
the outlet. 

Examining the total number of 
buying attitudes recorded, the 
foundation learned that “brand de- 
mand” and “brand acceptance” 
were the primary considerations for 
more than 7 out of 10 students in 
the purchase of all automotive 
products included in the survey. 
Brand loyalty appeared to be a 
greater influence in the purchase 
of tires, however, than in the buy- 
ing of other automotive products. 
Of the boys, 86.8 percent and 81.2 
percent of the girls, stated they 
either insist upon a specific ad- 
vertised brand or limit their tire 
buying to one of several adver- 
tised brands. 

Brand buying was also the pri- 
mary influences for the students 
interviewed for other automotive 
products, as follows: gasoline, 
83.9 percent of the boys and 83.3 
percent of the girls; lubricating 
oil, 82.2 percent of the boys and 
80 percent of the girls, and stor- 


of the usual routine of laboratory work, technicians of the 


product, Met-L-it, 


door panel which has been repaired with Met-L-it and (1) put it on the track to raise it 


off the gore. Then (2) the 
off (3), they were happy to 
adhering to what was left of the door. 


drove a 10-ton truck over the door. When the truck pulled 
nd that the cold metal repair was dented and bent but still 


Youths as Auto Buyers 


Student-Purchasing of Car Items at Record High; 
Prefer Brand Names, Survey Shows 


“behind the | 








age batteries, 78.2 percent of the 
boys and 73.5 percent of the girls. 

Secondary influences of students’ 
purchases of automotive products 
were dealer recommendation and 
the convenient location of outlets, 
according to the survey. Dealer 
suggestions influenced less than 10 
percent of the boys when purchas- 
ing all the automotive products in- 
cluded in the survey with the ex- 
ception of storage batteries, where 
14.4 percent followed the retailer's 
recommendations. 

Although more girls than boys 
followed the dealer’s suggestions 
when buying all of the automotive 
necessities included in the survey, 
the proportion was largest in the 
purchasing of storage batteries, 
22.8 percent stating that this was 
their primary buying influence. 

The survey showed that a large 
majority of both the male and 
female students interviewed are 
willing to go somewhat out of 
their way to obtain the brands 
in which they have confidence. 
The readily-convenient location 
of outlets was named by only a 
small proportion of the students 
as the primary buying considera- 
tion. 

In commenting on the results of 
the survey, Henry E. Abt, presi- 
dent of Brand Names Foundation, 
said: “High school and college stu- 
dents are often thought of merely 
as the ‘consumers of tomorrow.’ I 
believe this survey shows that they 
are already an important immedi- 
ate market. It is clear that manu- 
facturers of some products have 
recognized the importance of this 
market and have won strong and 
enduring brand loyalties among 
these young people.” 


$1 Million Shop 
Opened by Ruby 
In West Chicago 


CHICAGO. — Following a series 
of preliminary inspections by such 
groups as factory officials, fleet 
owners and the press, the huge 
new service center of the “world’s 
largest Chevrolet dealer,” Ruby 
Chevrolet, Inc., will swing into ac- 
tion today (Aug. 15). 

The structure, representing an 
investment of approximately $1,- 
000,000 for the building and equip- 
ment, is located on the near west 
side at Adams St‘ and Racine Ave., 
a block north of the company’s 
new-car and truck sales headquar- 
ters. 

Ruby Chevrolet maintains its 
used-car and truck sales establish- 
ment on Stony Island Ave., in the 
south shore section of the city. 
Nearby is another building for re- 
conditioning used cars and trucks, 
giving the firm a total of four 
establishments. 

A factory report released at a 
press meeting disclosed that since 
Ruby Chevrolet became a Chevro- 
let dealer on a modest scale on Jan. 
1, 1933, the company has sold ap- 
proximately 61,000 cars and trucks, 
of which 35,000 have been new ve- 
hicles and 26,000 used. 

The new service center contains 
72,000 square feet of floor space. 
The company officers are Samuel 
D. Ruby, chairman; a brother, Irv- 
ing R. Ruby, president, and an- 
other brother, Henry Y. Ruby, vice- 
president. 


Dodge to Expand 
New Castle Plant 


NEW CASTLE, Ind.— The ma- 
chine shop of Dodge division here 
is due for an expansion, Robert 
H. Dungan, factory manager, has 
stated. 

The plant, which now employs 
4,000 workers six days a week, is 
expected to be increased in size by 
105,600 square feet. The addition 
will be used for manufacturing and 
storage, Dungan said. 


Chagrin Valley Formed 


Chagrin Valley Sales & Service 
Co., Columbus, has been chartered. 
Incorporators are William A. Pol- 
ster, N. W. Colquhoun and Barring 
Coughlin. 
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FOR ROBINSON IN KINGSPORT, TENN.—Remodeling of the salesroom and the addition 


of a new 50 by 53 foot wing for increased 
Amos Robinson Motor Co. (Studebaker). 


Dealer 


Chatten Motor Sales, Inc., 518 S. 
Second St., Elkhart, Ind., closed for 
the first week in July to give all 
the employes their annual vacation 
at the same time. 





° * . 
Dealers in Austin Club 
Four Austin, (Tex.) automen 


have been elected to the board of 
directors of the newly-reorganized 
Austin Club, exclusive civic and 


service facilities were recently announced by 


Main building at the left measures 50 by 105 feet. 


Doings 


social organization for Texas busi- 
nessmen, 

They are Harry Kelly, owner of 
Harry Kelly Motors (DeSoto); 
Edwin Smith, co-owner of Smith 
Brothers (Chrysler); James_ S. 
Swearingen, secretary of Swear- 
ingen-Armstrong (Ford), and Paul 
Fuller, owner of Paul Fuller Co., 
wholesale auto supply firm, 

Austin dealers holding member- 
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You can triple tire repair profits 
with a Coats Iron Tireman. It 
ROLLS tires on or off rim in 30 
seconds. Does away with mallets, 


irons, tugging and scuffing. 


New 


“Two-Way” Bead Breaker re- 
moves both top and bottom bead 
without taking tire off stand. 


Easier, Faster, Safer 
less 


+ + + Costs 
-. “Will add 10 years to a tire 


man’s life,” says Chicago operator, 





NOW JUST 


$9950 


Complete Including 
“Two-Way” Bead Breaker 
f.o.b. Fort Dodge 
Slightly Higher 
West of Rockies 


BOOSTS PROFITS! BOOSTS BUSINESS! 


@ Priced WAY BELOW less efficient machines. 
@ The ONLY fire tool that handles ALL sizes of passenger car 


Customers like It! Keeps tire UP out of 
@ Patented ROLLER action protects tire, 
Rugged! Nothing to wear ovt. 


® Tough and 


rease = gravel. 
e and rim. 


WRITE TODAY for free literature showing how Coats Iron 
Tireman can save time and boost profits for you. 


IRON 


FORT DODGE, 


TIREMAN 


IOWA 


JACK P. HENNESSY SALES CO. 
DEPT, 20, P.O. BOX 22, AUDUBON STATION 
NEW YORK 32, N. Y. 








ship in the organization are Leo 
M. Black, owner of Leo M. Black 
Motors (Studebaker); C. Neil Vogel, 
manager of Centex Motors (Hud- 
son); Howard Kuhlman, owner of 
Howard Kuhlman Motors (Mer- 
cury-Lincoln); C. B. Smith, owner 
of C. B. Smith Motors (Dodge), and | 
W. A. Swearingen, president, and | 
Bob Armstrong, vice-president of 
Swearingen-Armstrong (Ford). 
* * * 


McCullagh—Detroit 


Don McCullagh, the newest Chev- | 
rolet dealer in the Greater Detroit | 
area, has officially opened new}! 
dealership at 20139 Mack Ave., 
Grosse Pointe Woods, Mich. The 
dealership brings to 34 the total 
number of Chevrolet outlets in the 
Detroit area. 


Though a newcomer in the De- 
troit automobile sales field, McCul- 
lagh has been an automobile dealer 
in Lansing since 1933, Don McCul- 
lagh, Inc., as the dealership is 
known formally, is opening in tem- 
porary quarters, where a showroom 
for new and used cars is main- 
tained, in addition to a service and 
parts department. Work already 
has started on McCullagh’s new 
permanent building on Harper be- 
tween Bishop and Yorkshire, in 
Detroit. 


* * 


Buyer's Prize 
Davis Nash Gives Trips 
' To Kenosha 


Free vacations to Kenosha, Wis., 
for 10 customers buying 1949 Nash 
Airflytes before Aug. 10 have been 
offered by Davis Nash Motors, 
Dallas. 

They will fly to Kenosha with a 
scheduled stop in Chicago. In 
Kenosha the winners will tour the 
Nash factory and select their new 
cars. Expense money will be fur- 
nished them for the return trip. 
Hotel and resort accommodations 
will be arranged at points of inter- 
est or the buyers may make their 
own travel plans. 

The trip includes fishing, swim- 
ming, golfing, boating, riding and 
sightseeing. Davis Nash officials 
said the price of the car will be 





the regularly advertised one in 
Dallas. 
* + + 
Lowery—-Melbourne 


William Lowery, formerly of 
Marietta, Ga., announces the open- 
ing of Lowery Motors, at 700 S. 
Dixie Hwy., Melbourne, Fla. 

Lowery Motors, successor to Fel- 
ton Motors, will handle Dodge and 
Plymouth automobiles, as well as 
Dodge trucks. Al Perrine and P. L. 
Bruce will assist Lowery. 

~ * * 


Play Ball! 


Gehris to Present Car 


To Phillies’ Waitkus 


Arthur H, Gehris, Upper Darby 
(Pa.) Dodge dealer will present a 
a new convertible to Eddie Wait- 
kus, Phillies’ first baseman, at a 
welcome-home party to be held 
Aug. 19 in Waitkus’ honor at Shibe 
park. 

The Phils’ first sacker has been 
out most of the season recuperat- 
ing from wounds received when a 
girl shot him in a Chicago hotel. 

+ + * 


DiBello—Buffalo 


DiBello Motor Sales, 1275 Main 
St., Buffalo, announces the opening 
|of “the most modern and complete 
| Pontiac parts department in the 

U.S.” It has 6,000 square feet of 
fone space for both wholesale and 
| retail business. Parts of assemblies 
are correlated in the various dis- 
plays in the new department. Gas- 
ton DiBello is president. 

* * + 


Maher—Dallas 


Frank Langford has been ap- 
| pointed sales manager of Ed Ma- 
|her, Inc. (Ford), Dallas. Langford 
| operated a Ford dealership in Fort 
Smith, Ark., for 11 years and his 
own dealership at Paris, Tex., prior 
| to moving to. Dallas in 1940. 


ights Cancer 
fae Gives $15,000 
To Hospital 
C. R. Simpson, a Pontiac dealer 
in Kerrville, Tex., has donated $15,- 
000 to the Peterson memorial hos- 
pital, to be used for X-ray equip- 


ment for cancer, 
A few years ago, Simpson was 











suffering from cancer. Hal Peter- 
son sent his private plane to fly 
Simpson to Johns Hopkins hospital 
for an operation, which was suc- 


cessful. Simpson is now repaying 
Peterson’s kindnes. 
* * + 


Eversole Named Mayor 


| Of Canby, Oregon 
Rex Eversole, Canby (Ore.) auto 


| dealer, was named mayor of the 
| city at a special meeting of the 


| council. Eversole, until the time of 
his appointment, was president of 
the governing group. 


Three-Way Planning 
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McElmurray Pontiac Co. 


McElmurray Pontiac Co., Aiken, 
S. C., has been organized with cap- 
ital stock of $25,000 to sell and 
service automobiles and motor 
trucks. J. H. McElmurray is presi- 
dent. 

. = * 


Ayers Sells to Cheek 
Myron B, Cheek, of Oglethorpe, 
Ga., has purchased from Cari J. 
Ayers the Ayers Motor Co, (De- 
Soto), Montezuma, Ga., and will 
continue business as the Cheek 
Motor Oo. 


For More Service Volume 
@ More Service Sales From Your 
Regular Customers. 
@ Revive Inactive Owners. 
@ Add New Service Customers. 


with 


CUSTOMER CONTROL, Inc. 


LONG ISLAND CITY 1 





Mosler Chest in 
heavy concrete block. 


Finest in burglary protection. 
Burglars stay away from a Mosler 


Armored-Steel Money Chest. 


Nationwide tests by eading chain 
urglary attempts 


stores show fewer L 
when this chest is prominently 


displayed. Saves costly repai:s from 


forced entries. 


Up to 70% Saving in insurance. 
The Mosler Money Chest may quickly 
pay for itself in savings on burglary 


insurance premiums alone—as 
our insurance man will attest. 


on’t do business with burglars. Check 
your protective equipment today. 


And remember—whatever the 


protective needs of your firm, there’s 


a Mosler unit to meet them. 





NEW YORK 





overnight! 


You play into the hands of burglars . . . 
every night you leave office-cash 


improperly protected. 
BURGLARS ARE TOUGH CUSTOMERS 


—they know where you keep money 
received (or required) after banking 
hours. Their precision tools take 

but seconds to reach it. 


IT’S BAD BUSINESS to attempt hiding 


your cash , 
unlabeled or obsolete safe . . . or 

even a modern safe primarily designed 
for fire protection! 


BE SURE OF YOUR CASH... 
IN A MOSLER MONEY CHEST 


. worse to keep it in an 





Mosler Chest for welding 
into your safe. 


ge Mosler Safe. 


Main Office: 320 Fifth Avenue 
New York 1, N. Y. 


Dealers in princi cities I 


Factories: Hamilton, O. 
Largest Builders of Safes and 
Vaults in the World 





Bullders of the U. S. Gold Storage 
Vamit Doors at Fort Knox, Ky. 


320 Fifth Ave., New York 1, N.Y. 


Please send me your free booklet, 
Save Money on Burglary Insurance.” 
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Average Used-Car Prices, Month by Month, 1948-1949 


1948 
June 


$2,514 
2,070 
1,736 
1,034 
969 
766 


$1,514 


MASON CITY, IA. 


(Lapiner’s Used Car Auction, Sale every 
Wednesday. Prices are for sale of Aug. 3.) 
(Sold 93 units out of 131 offerings.) 

. $1,605. '46 
, $1,155. 

CHEVROLET—'49 SL Deluxe 2-dr., $1,- 
950, $1,935, $1,915, $1,840; conv., $1,900; 
club coupe, §1, 900, Rs 875, $1,850; half- 
ton aes $1,090; FL Deluxe 2- dr., $1,- 

, $1,805, $1,775. ‘ 
$1, 495, "$1, ‘460, =o '47 SM 4-dr., 
$1,130, $1,100. 2 aerosedan, $755. 

Deluxe 2-dr., $560, 


CHRYSLER—'49 Royal club coupe, $2,255. 
46 Windsor 4-dr., $1,000. 
DeSOTO—'49 Custom ‘4-dr. 
375; club coupe, $2,325, $2,300 
DODGE—'49 Waytarer i de ar. 
805; Meadow 4-dr. $2,040; | 


pickup, $1,070. 

FORD—'49 Custom (8) 4-dr., $1,655, $1,- 
585; 2-dr., $1,765, $1,605, $1,310; station 
wagon, $1, ‘ "47 Detine 3. 2-dr. $980, 
$960, ‘46 8D 2-ar., $950, $875. 

FRAZER —'48 4-dr., $1,110, ears 47 
4-dr. 

HUDSO! any Super (6) 2-dr., $655. 

KAISER—'47 4-dr., $705. 

LINCOLN—’47, $1,380. 

MEROURY—'49 club coupe, $2,350; 4-dr., 


$2,330, 

OLDSM ~49 (88) 4-dr., $2,330; 2- 
dr, $2,500; (98) 4-dr., .365; (76) 
<tr $2,240, $2,235. ‘46 (98) 4-dr., 


$1 
PLYMOUTH—'49 SD 4-dr., $1,825, $1,765, 
1,740. '48 SD 250, ''47° SD 


'40 2-dr., _ 
Skeet, $1,050, $930. 


AKRON 


(Akron Auto Auction. Sale every Thurs- 
day. Prices are for sale of Aug. 4.) 
(Prices upon postwar models, Sold 
units out cy 108 offerings.) 
BUICK—’'49 Super conv., 
$2,125; 


Super’ sedan, $1,330; conv., $1,210, $1,- 
cobain Super sedan, $1,250, $1,160, 
CHEVROLET—'49 FL Deluxe sedan, $1,- 
cone SL Special business coupe, $1, 475. 
FL aerosedan, $1,425, $1,400, $1 »385; 

vu i ae conn $1,410, 


» $1,550, 
besoro—~ 0 49, Deuuxe “club coupe, $2,150; 
DODGE—49 Wayfarer sedan, $1,775, °47 

(8) 
. '48 SD (8) sedan 
'47 SD (8) sedan, 
$980. '46 SD (6) club coupe, $850, §7 


HUDSON—'46 Super sedan, 
“aa. conv., $2,200. r 
MEROURY—'49 eaten, $1,780. 
OLDSMOBILE—’ 4 9 (76) conv., $1,925, °47 
=. sedan, $1,300, $1,310. ‘46 (78) 
$1,200, $1, 150; (76) sedan, $1,105. 
PLYMOUTH 46 Deluxe sedan, $1, 720; 8D 
a. $1, a 0 Deluxe sedan, $1,025. 
se $325, $330, 
PONTIAC—'48 ‘Streamliner (8) sedan, $1,- 
660, ’41 Streamliner _# a $i, 105, 
otuie. "39 Deluxe (6) sed: 
47 Champion’ sedan, $1,- 


e710. 
WILLYS—’48 Jeepster, $1,050. 


KANSAS CITY 


(Kansas City Automobile Auction. Sale 
every Wednesday. Prices are for sale of 


Aug, 3.) 

‘Wiese steady on late models, Retail 
business still strong. Sold 165 units out 
of 253 offerings.) 

BUIOK—'49 RM 4-dr., $2,362; Super 4-dr., 
$2,350, '48 Super 4-dr., $1,677; conv., 
eo ‘47 Super 2-dr., $1, 430; RM 4-dr., 

. 

CADILLAC—’49 (62) 4-dr., $3,360. 

CHEVROLET—'49 SL Deluxe 4-dr., $1,- 

832, ae =, $1,775; Special club coupe, 

$1,630; 2-dr., $1,660, '48 FL aerosedan, 

$1,505, $1,445, $1,412, $1,280; FM club 
soups, sitio’ 5185, $1,212, °47 FL 
$1,100, 
cunyéLkn 49 Royal 4-dr., $2,155. 
’49' Custom club coupe, $2,405. 


a 4-dr., $1,570. 

DeSOTO— 

DODGE—'49 Wayfarer roadster, $1,702, 
$1,602. '47 4-dr., $1,115; 2-dr., ‘$987. 

FORD—'49 Custom (8) conv., $1,642; 
2-dr., $1,500; 4-dr., $1,660, $1,495, $1,- 
482. °48 SD (8) 2-dr., $1,155. '47 SD 
(8) club coupe, $1,147; conv., $1,105, 

FRAZER—’48 4-dr., $1,065. 

HUDSON—'49 (6) 2-dr., $1,775; club 
coupe, $1,522. °48 (6) 4-dr., $1, 475, 

BAISER—'47 4-dr., $810. 

LINOCOLN—'47 4-dr., $1, 140. °46 4-dr., 

$1,895. °46 4-dr., 


$985. 
MEROCURY—'49 4-dr., 
$2,375; 


$760, 

OLDSMOBILE — ‘49 (98) 4-dr., 
(88) 2-dr., $2,325. '47 (78) 4-dr., $1,102. 
46 (76) 2-dr., $1,200. 

PLYMOUTH—'49 4-dr., $1,722. '48 2-dr., 
$1,350. 47 4-dr., $1,052, $905; 2-dr.. 


"167. 

PONTIAC—'49 (8) conv., $2,350. '48 (8) 
2-dr., $1,550; (6) 2-dr., $1,625. '47 (6) 
4-ar., $1,200. '46 (8) 2-dr., $1,200, $1,- 

STUDEBAKER — ‘48 Commander conv., 


eens 


25. 
‘46 sedan, 


"48 
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1948 
Sept. 


$2,504 
1,941 
1,659 
977 


1948 
Aug. 


$2,544 
2,006 
1,672 
1,024 
982 
777 


1948 
duly 


$2,507 
2,049 
1,702 
1,000 
924 
786 


$1,495 $1,492 


= ,470; 4-dr., $1,440, '47 Champion 4-dr., 
WILLYs—'16 Jeep, $380. 


RICHMOND, VA. 


(Automobile Auction of Virginia, Inc. 
Sale oad Friday. Prices are for sale of 
Aug. 5.) 


(Market has been steady for past four 
weeks.) 

BUICK—'49 Super 4-dr., $2,250. '47 Super 
conv., $1,350. '42 Special 2-dr., $650. 
CADILLAC—'49 (62) 4-dr., $3,400. 

(62) 4-dr., $400. 

CHEVROLET—'49 SL Deluxe 2-dr., $1,- 
755. '48 FM conv., $1,335; 4-dr., $1 , 330. 
46 FM 2-dr., $990. 42 SD 2-dr., $520. 

CHRYSLER—'48 Windsor conv., $1, 310. 
*40 Imperial 4-dr., $280. 

DeSOTO—'46 Deluxe 4-dr., $1,060. 

FORD—'49 Custom (8) 2-dr., $1,450; 4-dr., 
$1,435. '47 SD 2-dr., $1,120. '46 Deluxe 
club coupe, $755. ‘41 Deluxe 2-dr., $520. 
'40 2-dr., $650, 

HUDSON—'48 Commander (6) 2- -dr., $1,- 
480. '46 Commander (6) 2-dr., $710. 

LINCOLN—’49 Cosmopolitan 4- dr., $2,125. 

MEROCURY—'49 2-dr., $1,705. °46 2-dr., 
$1,025, ’41 conv., $4io. 

NASH—'48 (600) '4-dr., $1,125. ‘47 (600) 
4-dr., $920. '46 Ambassador 4-dr., $890. 

OLDSMOBILE-~'’49 (98) conv., $2,215. °41 
a) club coupe, $440. 

PLYMOUTH—'49 SD 4-dr., $1,800. at sD 

$1,575. 


~~ $1,125. 46 Deluxe 4-dr., 
PONTIAC—'48 Torpedo (6) 4- dr., 

‘46 Streamliner (8) 2-dr., $1, 110.) *41 
Torpedo 2-dr., $330. 
STUDEBAKER— 48 Champion 4-dr., $1,- 


"40 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co, Sale every 
Thursday. Prices are for sale of = ae 4.) 
(Prices dropped slightly late 
models. Sola 71 units out of 118 offer- 


ings.) 

BUICK—'47 Super 2-dr., $1,280. '41 Special 
4-dr., $650. °40 Super 4-dr., 20. 

CHE LET—'48 FM conv., $1,255, 1,- 
370. '46 half-ton pickup, $645; SM 4-dr., 
$955; FM 2-dr., $930, $900. ‘41 MD 
2-dr., $415. '40 MD 2- dr., $500. 

CHRYSLER—’41 Windsor 4- ar., $570. 

OCROSLEY—'47 pickup, 3 

DODGE—’41 Deluxe 4-dr., $400. 

FORD—'47 SD (8) club "coupe, $970; 4- 
dr., $1,070, 4-dr., $1,100. '46 Deluxe (8) 
business coupe, " $775. "41 Deluxe (8) 
2-dr., $460. ‘40 1%-ton wrecker, $500. 
"37 (85) 4-dr., $175; Deluxe 4-dr., $100. 
'35 Deluxe 4-dr., $110. 

NASH—'48 (600) ‘4-dr., $1,075. 

aa — '48 (98) 2-dr., $1,625; 

$1,675. 46 (76) 4-dr., $1,105. 
toes "4-dr, $550. '35 (60) 4- ar., 
pLYMOUTH— 49 SD 4-dr., $1,650. 

By =~ $1,265. °40 Deluxe 4-dr., 


2-dr., 

FONTIAC—'49 Streamliner 2-dr., $2,130. 
‘46 Streamliner 4-dr., $1,055. 40 Deluxe 
club coupe, $160. 87 Deluxe 4-dr., 

—_ EBAKER—'48 Champion 4-dr., $1,- - 


QUINCY, ILL. 
(Charlie Thale’s Quincy Auto Auction. 
a sy" Friday, Prices are for sale of 
ug. 5. 
(Market remains steady with demand 


good.) 

BUICK—’40 Special sedan, $415. 

CHEVROLET—'49 sedan, $1,900, $1,725; 
half-ton pickup, $1,275. °48 FM sedan, 

$1,390, $1,265, $1,320; FL peresegen. 

$1,475, $1,500, '47 half-ton pickup 

FM club coupe, $965; sedan * 075, $1, 

015, $995; SM sedan, §$1, L 
sedan, $680, $380, $605, $503," 

*40 sedan, "$510, 35, $350 
$410, $405, $295, $215, $82.50. 
$225, $410, $315, $175, $300. 
35, $225. °36 sedan, $65, 
sedan, $25. '30 sedan, 

DODGE—’40 sedan, $345. 

FORD—'47 sedan, $1,090, $1,110, $1,020. 
"46 sedan, $710, $780, $890, $930. '42 
sedan, , $595. °41 sedan, $465, $430; 
conv., $465. '38 sedan, $255, 90, $225, 
"37 sedan, $100, $200. '36 sedan, 


Compiled by Automotive News 


1948 1948 1948 1949 
Oct. Nov. Dee. dan. 


$2,365 $2,116 
1,842 1,584 
1,567 1,373 
990 870 
836 824 
749 682 


$1,400 


$2,245 
1,715 
1,476 
913 
846 
732 


$1,321 


New Method Devised 
To Find Used-Car 


Price Trends 


Eprror’s Norse: For the past 15 
months, Automotive News has 
been publishing weekly overall 
average used-car prices, which 
have proved invaluable to read- 
ers in indicating trends in the 
market. 

After using a complicated for- 
mula for arriving at these over- 
all averages (not to be confused 
with the year-model averages 
which remain unchanged), we 
have devised a simpler method— 
one which we believe will be 
more sensitive to changing con- 
ditions in the industry. 

Because our new formula re- 
vises the overall averages slight- 
ly, we are publishing herewith a 
month-by-month revision of these 
figures since the service was 
started in May, 1948. Those who 
have kept a monthly record of 
these overall averages should 
substitute the figures appearing 
in the table on this page today. 


MEROURY—’'46 sedan, $965. 

OLDSMOBILE—’41 sedan, 

PLYMOUTH—’49 $1 . 
‘42 sedan, oars, $630, $485. sedan, 
$365, $490, 39 sedan, $100, $210, $180. 
*38 » $195, $100. '35 


sedan, $30. 
PONTIAO—'47 sedan, $1,240, $1,200, $1,- 
135. '39 $350, $280, $335. 
sedan, $190. ‘36 | sedan, $42.50. 
STU "41 sedan, $460. ‘40 
sedan, $105. 39° sedan 
MISCELLANEOUS—’ 46 International half- 
ton pickup, $585. ’39 International half- 
ton panel, $105. 


LUBBOCK, TEX. 


(Lubbock Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 4.) 
(Sold 60 units out of 106 offerings.) 


BUICK—’49 Super conv., $2,050. ’47 Super 
sedanette, $1,036. '46 RM 4-dr., $1,190. 
CHEVROLET—'49 half-ton pickup, 2 at 
$1,305; SL Deluxe 2-dr., $1,895; conv., 
$2,040. ‘48 FL aerosedan, $1,410; FM 
a $1,200; club coupe, $1,235; 2-dr., 
a New Yorker club coupe, 
DODGE—’47 4-dr., $1,025. '46 4-dr., $950. 
FORD—’49 Station wagon, $1,610; Custom 
(8) 2-dr., $1,420, $1,445, $1, 435; half- 
ton pickup, $1,300, '48 SD 2-dr., $1,185; 
4-dr., $1,065. "47 SD 2-dr., $990, $1,020, 
$875, $945. °46 4-dr., $750. ‘41 2-dr., 


MERCURY—'49 4-dr., $1,775; club coupe, 
$1,825. '48 4-dr., a; club coupe, $1,- 
280, '47 4-dr., $1,1 

NASH—’49 (600) san, $1,660. 

OLDSMOBILE—'47 (76) 4-dr., $1,060. 
2-dr., $370. 

PACKARD—'40 business coupe, $145. 

PLYMOUTH—'49 SD 4-dr., $1,785. '48 SD 
2-dr., $1,210, '47 SD 4-dr., $985; club 
coupe $920. ‘40 2-dr., $195. 
PONTIAO—"4 47 (6) 2-dr., $1,165; sedan- 

$1,- 


"41 


ette, $1,055. 
EBAKER—'48 Champion conv., 


DENVER 


(Denver Auto Auction, Inc. Sale every 
Tuesday at Englewood, Colo, Prices are 
for sale of Aug. 2.) 

(Prices remained level.) 

BUICK—’49 RM 2-dr., $2,260. '48 RM 
conv., $1,700. '47 Super 4-dr., $1,220. 

CADILLAO—'48 (62) 4-dr., $2,640. 

CHEVROLET—’'48 FM 4-dr., $1,390; half- 
ton pickup, $1,000; %-ton pickup, $900. 

'47 SM 4-dr., $1,065. '46 SM 4-dr., $1,- 

030, $1,045. '41 SD club coupe, $785. '40 

—- coupe, $395. ‘39 2-dr., $300, 

$31 
CHRYSLER—'48 Windsor 4-dr., $1,500. '46 

Windsor 4-dr., $1,070. 

DODGE—'48 Custom 4-dr., $1,430. °47 

Custom conv., $1,320, $1,350. '46 4-dr., 


eae 


FLORIDA peaien SETS RECORD AT DAYTONA—A fully equipped 1947 Hudson Com- 


modore eight 


sedan recently set a new Daytona Beach 


speed record for stock cars in the 


254-cubiccinch displacement class with a speed of 98.63 miles per hour, Hudson announced 


last wee! 
of Daytona, Fila. He drove the north 


racing officials had called off a 


car was timed by officials of the National Assn. 


k. The car was driven by T. Marion Smith, owner of the Hudson-Beach Sorage, Inc. 
to south of 98 e south 
to north run at 92.59 mph. for an average speed of 95. 
atone race hesamse the beach was too rough. Smith's 


63 mph. and th 


run at a $ v 
mph. Smith set the record after 


for Stock Car Auto Racing. Picture shows 


Smith (right) being congratulated by a racing organization official. 


$1,928 
1,458 
1,300 
792 
749 


1949 1949 
Mar. Apr. 
$2,061 $2,048 
1,616 1,574 
1,294 1,271 
1,125 1,138 
742 719 
684 652 
580 551 


$1,135 


1949 
Feb. 


$1,830 

1,411 

1,241 
7 


$1,157* 


$1,053 


i | 
1949 1949 Aug. 1949 
June daly to Date 
$1,960 $1,952 $1,882 
1,480 1,422 1417 
1227, 1175 1147 
1,065 1,085 
625 569 
570! 516 
415 


433 
$1,057 $1,014 


1949 

May 
$1,915 
1,476 
1,222 
1,081 
607 
586 
482 


Used-Car Price Slide 


$1,550 
1.500 
1.450 
1,400 
1,350 
1,300 
1,250 
1,200 


al 


1,100 


1,050 
1,000 


1948 


950 & 


$1,100. '40 4-dr., $515. 
FORD—'49 Custom (8) 4-dr., $1,060. '47 
SD club coupe, $955. °41 2-dr., $410; 
conv., $350; club coupe, $350, '40 2-dr., 
$320, '39 2-dr., $420. 
LINCOLN—'41 4-dr., $370. 
MERCURY — '42 4-dr., $570. 


$21 
NASH—41 business coupe, $335. '37 4-dr., 


OL DSMOBILE—'49 (98) 4-dr., $2,410, '48 
(98) 4-dr., $1,505. "47 (98) 4-dr., $1,395; 
(68) 2-dr., $380. 

PACKARD—’36 4-dr., $80. 

ea 2-dr., $105. 


pe, $125. 
PONTIAC—’ 48 Cipennines (8) 2-dr., $1,- 
620. ‘46 (6) 4-dr., $1,050, 
WILLYS—’47 station wagon, $755. 
49 GMC half-ton 
pickup, $1,235. 


ALBANY, N. Y. 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale of 


Aug. 1.) 
(Prices dropped from 5 to 8 percent 
on all makes from last week’s high. 
Sold 68 units out of 114 offerings.) 

BUICK—’49 RM 2-dr., $2,260; Super 4-dr., 
se conv., $2,610. '48 Super 2-dr., 
$1,700. 

CADILLAO—'49 (62) 4-dr., $3,340, ‘41 
(61) 2-dr., $780. 

CHEVROLET—'49 SL Special 4-dr., 
$1,750; Deluxe 2-dr., $1,885, $1,800; 
conv., $1,975; FL Special 2-dr., 

"48 SM 4-dr., 


$1,290, $1,350; 
$1,355, $1,335; FL aerosedan, 

. "47 SM 2-dr., $1,050; 

FL 4-dr., $1,185, $1,220. "46 SM 
2-dr., $1,010, $1,050; FM 4-dr., $1,000; 
FL aerosedan, $1,050. 41 SD 4-dr., $650. 

DODGE—’49 Wayfarer roadster, $1, 560, 
$1,600. '48 Custom 4-dr., $1,385, $1,400; 
half-ton pickup, $860. '47 Custom 4-dr., 
Be 300; conv., $1,270; Deluxe 4-dr., $1,- 

050. 46 Deluxe 4- dr., $1,060. '41 Cus- 
tom 4-dr., $590. 

FORD—’'49 Custom (8) 2-dr., $1,500; (6) 
half-ton pickup, $1,110. '48 SD (8) 2-dr., 
$1,100. '46 Deluxe (8) 2-dr., $975; SD 
(8) 4-dr., $975; 2-dr., $700. 

LINCOLN—'48 4-dr., $1,400. ‘46 4-dr., 
$1,000, $900. 

NASH—’49 Ambassador 4-dr., $1,820. 

OLDSMOBILE—’49 (98) conv., $2,600. '48 
(78) 2-dr., $1,600. "47 (66) conv., $1,325; 
2-dr., $1,400. '46 (66) conv., $1,300, 

PLYMOUTH—'49 Deluxe business coupe, 
$1,525. °48 SD 4-dr., $1,290. ‘47 SD 
2-dr., $1,275; (Taxi) $830. ’41 SD conv., 
$520. '39 Deluxe business coupe, $210. 

PONTIAC—'49 Streamliner (6) 4-dr., $2,- 
125. '47 Streamliner (8) 2-dr., $1,270. 
"46 Torpedo (6) 2-dr., $1,200; (8) 2-dr., 
$1,140. '46 Streamliner (8) 2-dr., $1,210. 

STUDEBAKER—’49 Champion conv., $1,- 
800. '48 Champion 4-dr., $1,210, $1,250, 


$1,240. 
MISCELLANEOUS — ‘39 LaSalle conv., 


$380 
DETROIT 


(Apteo Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Aug. 3) 
(Sold 39 units out of 70 offerings.) 
BUICK—’48 Super << dr., $1,675, $1,565. 


’47 Super 4-dr., $1,265 
48 4-dr., $1,120, $1,230, 
"46 4-dr., $990, 


. "47 conv., $1,195. 


"39 4-dr., 


‘33 business 


FORD—'49 Custom (8) 4-dr., 
8D station wagon, $1,000. 47 8D station 
wagon, $915; 2-dr., $1,005. °46 2-dr., 
$800, '42 2-dr., $415. "41 4-dr., $450. 

LINCOLN—’49 conv., $1,905. ‘48 club 
coupe, $1,225 

NASH—’'46 4-dr., $725. 
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OLDSMOBILE—’48 (78) 4-dr., $1,535. 
PACKARD—’'37 4-dr., $69. 


PLYMOUTH—'49 SD club coupe, 
'48 SD conv., $1,300; 4-dr., $1,205. 


conv., $1,000. 

PONTIAC—'48 sedanette, $1,600, $1,545, 
$1,550, $1,500. ‘47 4-dr., $1,100 . = 
2-dr., $305. '40 2-dr., $245. 

WILLYS—'48 half-ton’ pickup, $650. 


HOUSTON 


(Gulf Auction Co, Sale every Tuesday. 
Prices are for sale of Aug. 2.) 
(Market strong on °46, '47 and °48 
models with new cars steady. Sold 61 
units out of 105 offerings.) 
BUICK—'49 RM 4-dr., $2,500. 
CHEVROLET—’49 half-ton pickup, $1,325, 
$1,305, $1,330; SL Deluxe sedan, $1,880, 
$1,955. '48 FL 4-dr., $1,440; aerosedan, 
$1,510; FM sedan, $1,450, $1,290, '47 
$1,130, $1,170; club coupe, §$1,- 
,170. "41 club coupe, $615; sedan, 


, $430. 
48° = & Country sedan, 


’46 club coupe, $1,140. 
—— Meadowbrook sedan, $1,860, 
FORD—'49 Standard (8) sedan, $1,495, 
$1,525, $1,500; Custom (8) sedan, $1,- 
830, $1,750; half-ton pickup, $1, 305, $1,- 
315. °47 SD club coupe, $1,100; sedan, 
$1,110. '46 poaee. $940. 
W¥—'49 sedan, $2,025, $2,025. '46 
club coupe, $1,005. 
OLDSMO) OBILE— 39, $110. 
PLYMOUTH—'49 sedan, $1,675. 
$1,210. °46 club coupe, $780. 


$50. 
PONTIAC—’47 (8) sedan, $1,080. 


sedan, 
STUDEBAKER—'49 sedan, $1,895. 
MISCELLANEOUS—'48 Anglia 2-dr., $510. 


CONCORD, MASS. 


(Concord Auto Auction, Inc. Sale every 


$1,725. 
"46 


'48 sedan, 
‘41 sedan, 


"42 (8) 


Monday and Friday. Prices are for sales _ 


of July 29-Aug. 1.) 
(Sold 152 units out of 245 offerings.) 
BUICK—’49 Super sedan, $2,275. '48 Super 
sedanette, mm 675, $1,625. ‘47 Super 
conv., $1,550; RM sedan, $1,200, '46 
Super sedan, "$1, 120. '40 Bpecial conv.., 


sedan, $1,- 


$1, 
$1, 540. "47 FM 
club coupe, $1,235; sedan, $1,215, $1,- 
190; conv., $1,125; FL aerosedan, $1,- 
355, $1,235; SM sedan, $1,075, $1,050. 
42 FL aerosedan, $800. '41 sedan, $660, 
$615, $660. ‘40 1%-ton platform, $250; 
sedan, $675, $460, $625, $645, $515. ‘39 
sedan, $595, $475, $425. '38 sedan, $230, 
$240. ‘37 sedan, $120, $150, $145. ‘36 


sedan, $200, $165. 
DeSOTO—'47 suburban sedan, $1,275. 
DODGE—’47 Custom sedan, $1,250. 

sedan, $560, $275. '39 sedan, $227. 
FORD—’ 49 Custom (8) club coupe, $1,600; 

conv., $1,800. °47 SD sedan, $890, 
$900, $1, 025. '45 half-ton stake, $525. "41 
Deluxe sedan, $515, $410; 1%-ton dump, 
$375; half-ton pickup, $290. '40 sedan, 
15, $360. ‘39 sedan, $210, $300, $405. 
35. $155. °42 


$1,975. °48 FM conv., 


"46 


custom conv., $1,350. > 
"4 


’48 club 
coupe, $1,285. °46 club coupe, $1,030, '39 
club coupe, $425. 

OLDSMOBILE—’49 (76) sedanette, $2,025. 
"41 (98) sedan, 2 at $525; (76) sedan, 
$340. ‘39 business coupe, $220; sedan, 
mt "37 sedan, $80. 
ACKARD—’40 (110) conv., $350. 

(Continued on Page 33, Col, 1) 
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Used-Car Auction Prices 


(Continued from Page 32) 


PLYMOUTH—'49 SD sedan, $1,800. ‘47 
Deluxe sedan, $800. ‘46 SD sedan, $965. 
'42 sedan, $400. '41 club coupe, $610, '40 
sedan, $420. ‘39 sedan, $445, $355. 


PONTIAC—'48 Streamliner (8) sedan, $1,- 
610, $1,600; Torpedo (6) sedanette, $1,- 
375. '47 Torpedo (8) conv., $1,325. °46 
Torpedo (8) sedanette, $820. ‘41 (8) 
sedan, $415. ‘40 (6) sedan, $550, $430, 
$450, $475. 


STUDEBAKER—'48 Champion sedan, $1,- 


375. 
MISCELLANEOUS — ‘40 GMC 2%-ton 
bottle truck, $175. '36 GMC 1-ton panel, 


$85. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 


Friday. Prices are for sale of July 29.) | 


(Sold 177 units out of 344 offerings.) 


BUICK—'48 RM sedanette, $1,650; Super 
4-dr., $1,650; Special sedanette, $1,350 
47 Super 4-dr., $1,375; conv., $1,350. 
'46 RM 4-dr., $900. 

CADILLAC—'49 (62) 4-dr.. $3,375. 

CHEVROLET—'49 FL Deluxe 2-dr., $1,- 
800, $1,700; SL Deluxe 2-dr., $1,800; 
conv., $1,925; Special 2-dr., $1,700. °48 
FL 4-dr., 2 at $1,300; aerosedan, $1,475, 
$1,425; half-ton pickup. $890, ‘47 FL 
aerosedan, $1,175. ‘46 SM 2-dr., $960. 
41 SD 4-dr., $725, $550, $480. ‘40 SD 


2-dr., $500. '39 MD 4-dr., $500, $350, | 


$425. °36 4-dr., $395. 
CHRYSLER—’49 New Yorker club coupe, 

$2.175. °48 Windsor 4-dr., $1,450 
DeSOTO—'49 Custom 4-dr., 

Custom 4-dr., $1,600. 
DODGE—'49 Meadowbrook 4-dr., $1.930. 
FORD—'49 (8) half-ton pickup, 


$2,100. ‘48 | 


$1,300; | 


Custom (8) station wagon, $1,955. $1.- | 


800: (6) 2-dr., $1,325. °48 SD (8) 2-dr. 
$1,125. °47 conv., $1,250. $1,075, '46 SD 
2-dr.. $1,065, $975, 2 at $950, $885. $875 
41 SD 4-dr., $590. $560: conv., $520. °40 
(8) half-ton pickup, $500; SD 2-dr., 
$750. $500. °39 Ford station wagon, $420 

HUDSON—'48 Commodore (8) 4-dr., $1,- 
200: Super (6) 4-dr., $1,250. 

MERCURY—'49 conv., $1,850; club coupe 
$1.800: 4-dr.. $1,550. ‘48 4-dr., $1,260 
47 4-dr.. $1,090. 

NASH—'46 (600) 4-dr., $725. 

OLDSMOBILE—'49 (88) conv., $2,300, $2,- 
350; (98) 4-dr., $2,450: (76) sedanette. 
$1,775; 4-dr.. $2,000. °48 (98) 4-dr., 
$1,775. '47 (78) 4-dr., $1,325. 

PLYMOUTH—'48 SD 4-dr., $1,150, '41 De- 
luxe 2-dr., $450, $375. 

PONTIAC—'49 Streamliner (8) sedanette 
$2.120, $2,190, $2,150: 4-dr., $2,350. ‘48 
(8) sedanette, $1,600; conv., $1,550; 
4-dr., $1,600. 

STUDEBAKER—'49 Commander 4-dr., $2,- 
025, $2.000. °48 Land Cruiser, 4-dr., 
$1,700, $1,675, $1,600. 

WILLYS—'49 Jeepster, $1,065, $1,250; 
Jeep, $680. "48 Jeep, $650; Jeepster, $1,- 
200. '47 Jeep, $560; Jeep station wagon, 
$700. 

MISCELLANEOUS — ‘49 GMC half-ton 
pickup, $1,400. '41 Reo tractor & trailer 
—Great Dane van trailer, $550. 


MOBILE, ALA. 


(Mobile Auto Auction. Sale every Wed- 
nerday. Prices are for sale of Aug. 3.) 
(Sold 17 units out of 38 offerings.) 
BUICK—’49 Super 4-dr., $2,325. *48 RM 

4-dr., $1,450. 

CHEVROLET—'418 FL aerosedan, $1,460; 
FM 4-dr., $1.300; conv., $1,300. °'47 
club coupe, $1,200; FL aerosedan, $1,270. 
‘42 SD 2-dr., $500. 

FORD—'49 Custom (8) 4-dr., $1,300; sta- 
tion wagon, $1,945; Standard 2-dr., $1,- 
475. '46 Deluxe 2-dr., $740; club coupe, 


$1,000. 
PLYMOUTH—'47 4-dr., $925. ‘41 2-dr., 
$510. 
PONTIAC—'48 Streamliner 2-dr., $1,395. 
'46-(6) 4-dr., $975. 


MANHEIM, PA. 


(Manheim Aut» Sales and Auction, Inc. 
Sale every Friday. Prices are for sale of 
July 29.) 

BUICK—’'48 Super conv., $1,775; RM 4-dr., 
$1,495. ‘47 Super 4-dr., $1,320. ‘41 
Special sedanette, $795; business coupe, 
$300. 

CADILLAC—'41 conv., $930. 

CHEVROLET—'49 FL Deluxe 4-dr., §1,- 


Tucker Trouble 
Hits Conn. Dealer 
In Refund Case 


HARTFORD, Conn.—The finan- 
cial woes of Tucker Corp. came to 
an East Hartfor« dealer last week, 
as Hartford city court ordered the 
refunding of $233.32 to a dissatisfied 
customer, 

Joseph P. D’Addario, who was 
named as the Tucker agent in East 
Hartford, received the money a 
year ago from Plinio R. Savelli, 
with a promise to deliver the new 
Tucker by Sept. 1, 1948. 

Savelli made two payments, one 
for $100 as a deposit on the car, 
and the other for $133.32, to pay for 
accessories. D’Addario claimed the 
second payment was a transaction 
independent of the car-selling deal, 
and when the Tucker failed to 
appear, he offered to deliver the 
accessories. 

In ordering the complete refund, 
Judge S. Burr Leikind said he sus- 
pected the accessories deal was a 
money-raising plan used by the 
Tucker firm, with the purchaser 
forced to buy the accessories to get 
priority of delivery. Judge Leikind 
said the transaction reminded him 
of wartime deals, and noted that 
D’Addario had sent nearly all of 
the accessory money to the Tucker 
Corp. 


835; Special 4-dr., $1,760, $1,755; SL 


Special club coupe, $1,785, $1,750; 2- | 
ton truck, $1,800. ‘48 FM 4-dr., $1,385, | 


$1,355; 2-dr., $1,330; club coupe, $1,345. 
’47 FL aerosedan, $1,330; 4-dr., $1,245, 
$1,200; FM 4-dr., $1,280; 2-dr., $1,150, 
$1,130; SM 4-dr., $1,125. "46 SM 2-dr., 
$1,060. 


CHRYSLER—'49 New Yorker 4-dr., $2,350, 


$2,300. '48 Town & Country conv., §$1,- 
675. '47 New Yorker club coupe, $1,410; 
conv., $1,410. '41 Highlander club coupe, 
$810; New Yorker 4-dr., $560. 

DeSOTO—'49 conv., $2,200. '48 club coupe, 
$1,620. '47 Suburban 4-dr., $1,075; conv., 
$1,410; 4-dr., $1,350. 

DODGE—'49 conv., $1,725, $1,665; club 
coupe, $1,740; half-ton pickup, $1,205, 
$1,150. ‘48 4-dr., $1,490, $1,340; 2-dr., 
$1,355. °46 4-dr., $1,070. 

FORD—'49 half-ton pickup, $1,175, $1,000; 
Custom (6) club coupe, $1,515; Standard 
2-dr., $1,450. ‘48 Deluxe (6) 2-dr., $980; 
half-ton pickup, $920. 

HUDSON—'48 (8) 4-dr., $1,470, 
'46 (6) 4-dr., $830. 

LINCOLN—'49 club coupe, $2,425. 

MERCURY—'48 ciub coupe, $1,260. ‘47 
conv., $1,185. 

NASH—’'49 club coupe, $1,680; 4-dr., $1,- 
770. °48 (600) 4-dr., $1,140, '46 (600) 
4-dr., $840, $750; Ambassador 
$920. 

OLDSMOBILE—'49 (98) sedanette, $2,390. 
"48 (66) sedanette, $1,575. '46 (78) 4-dr., 
$1,135. '41 (76) sedanette, $460. 

PACKARD—'47 2-dr., $910. 


PLYMOUTH—'49 SD club coupe, $1,800, 





$1,420. | 
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$1,770; conv., $1,975. '48 SD conv., §$1,- | 
510 ;4-dr., $1,380, $1,290; 2-dr., $1,250. | 
"47 4-dr., $1,175, $1,075, $1,030; 2-dr., | 
$970. '46 4-dr., $1,105. '41 conv., $650; | 
2-dr., $550, $435. | 


| PONTIAC—'49 2-dr., $2,040. '47 (8) sedan- 


ette, £1,280; (6) 4-dr., $1,060. °46 (8) | 
conv., $1,060. 


| STUDEBAKER—'47 Champion club coupe, 
$1,050; 4-dr., $1,110. 


Claims Softened 
On Serco, Ki-Mo 


WASHINGTON. —The Federal 
| Trade Commission last week ap- 
| proved a stipulation in which Serv- | 
ice Supply Co. of Denver, and its | 
president and treasurer, C. A. Kim- | 
ble, agreed to discontinue certain | 
representations concerning prod-| 


| 


ing and cleaning radiators. 
| preparations are designated Serco | serves 34 dealers. 
and Ki-Mo, it was stated. | _ 





4-dr., | 


continuance of representations that | 
the use of Serco results in perma- | Slated for Aug. 21 
|nently sealing a leak, crack or | 
crevice 


be limited to its effect on rust or | at Willow Run park. 
|seale held in place by a binder | 


| consisting mainly of grease or oil, | 30,000 to 40,000 employes, wives and 
under the terms of the stipulation. |children, is built around a huge 


A. A. Klein 


The agreement provides for dis- K-F Family Pienic Day picnic, 


é ; WILLOW RUN. — Kaiser-Frazer | 
; in metal, or unqualified |Corp. has announced completion of 
|claims that Ki-Mo removes rust/plans for its fourth annual em- | 
or scale. Claims for Ki-Mo must | ploye-family day, Sunday, Aug. 21, | Co, (Dodge), Moorehead, N. D., has 
bought out the half-interest of his 
The event, attended annually by | partner, M. J. Bearson, and is now 
the sole owner. Bearson still oper- 
ates Bearson Motor Co. (Packard). 


: DEALER KLEIN'S NEW BUILDING—This is the $150,000 structure erected by Klein Motors, 
ucts advertised and sold for seal-| Inc. (Kaiser-Frazer), 832 St. Charles St.. New Orleans. to replace the building destroyed by 
The | fire last August. Built of reinforced steel and brick, the new sales and service center carries 

| 50,000 parts and accessories inventory. 


Bearson Sells Interest 
W. J. Balmer of Balmer Motor 


In short-haul trucking or interstate, 
Air Brakes pay off—with Interest! 


Be practical about your brakes—measure their importance to you and your 
business ona dollars and cents basis. When you do you will realize why so many 
experienced truckers insist on the best —Bendix-Westinghouse Air Brakes. On 
every count, Bendix-Westinghouse Air Brakes pay the largest dividends. The 
extra control means greater safety—faster, more profitable trip-speeds. Bendix- 
Westinghouse Air Brakes assure solid savings in maintenance costs, too. Why 
are they so superior? The reason is simple—Bendix- 
Westinghouse is the oldest and largest manufacturer 
in the field, employing the finest engineering, pro- 
duction and testing facilities obtainable. Install them 


AK 
que pest AIF ee 


on your trucks and you 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY 
ELYRIA, OHIO 
Ask your authorized Bendix-Westinghouse Distributor how you 
can save money on brake maintenance. 


will agree, Bendix- 
Westinghouse Air Brakes really pay off—with interest. 


*€o Us. paT orf 





is president of the firm, which 


with food and entertain- 
ment supplied by the company. 
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Taggart-Schutz Expands 


Taggart-Schutz Pontiac, Inc., an- 
nounces it is acquiring the business 
of Echo Motor Sales (Pontiac), 
1294 Seneca St., Buffalo, from Ed- 
ward and William Coatsworth. 


Taggart-Schutz will occupy the 
Echo quarters under a lease from 
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the Coatsworth brothers, it was 
stated. This includes a_ building 
now under construction on the 
parking lot which will contain 6,500 
square feet and provide additional 
service facilities. Taggart-Schutz is 
headed by John D. Taggart and 
George L. Schutz. 
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San Diego women! Media Records figures prove that 
they know where to look for style and value! ... 
YOU can make a smart advertising buy in SAN 
DIEGO. Concentrate in the ONE San Diego advertis- 


ing medium that delivers 


overwhelming coverage, 


plus selling impact. Spend YOUR money the way 


San Diego’s 
smart Specialty 
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The UNION and TRIBUNE-SUN 


carried 637,890 lines, or 83.9% 
of all Specialty Shop advertising 
in San Diego during 1948. 
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On the Pessimistic Side 


‘Review of New Jersey Business’ Notes Prices 


Are Down, Unemployment Up 


TRENTON, N. J.—Although con- 
sumer purchasing-power remains 
at peak levels, consumers are being 
more selective in their buying, 
according to a summary of national 
and state trends reported in the 
current issue of Review of New 
Jersey Business, prepared jointly 
by the state department of con- 
servation and economic develop- 
ment and Rutgers university. 

“At present,” the summary de- 
clares, “the outlook for the 
nation’s economy is more pessi- 


Obituaries 


T. P. Archer, 64; 
GM Executive 


DETROIT. — Thomas P. Archer, 
64, a director of General Motors 
and former general manager of 
Fisher Body, died 
“in a hospital here 
last week. He 
started his auto- 
motive career as 
a foreman in the 
Ternstedt Mfg. 
Co, He resigned 
as a group execu- 
tive in 1948 be- 
cause of illness. 

Mr. Archer held 
patents on num- 
2rous auto body 
hardware and body parts. When 
elected a vice-president of GM in 








T. P. Archer 





1943 he was placed in charge of 
manufacturing and_ real estate 
staffs. 


Motor Wheel Ex-Chief, 
H. F. Harper, 68, Dies 





LANSING.—Harry F. Harper, 68, 
retired president of Motor Wheel 
Corp., died Aug. 8 in Ingham 
county tuberculosis sanatorium. He 
had been ill a year. 


Mr. Harper retired as president 
and general manager of. Motor 
Wheel in December, 1946. He had 
held the position since 1920 when 
he helped organize the company. 

* + aa 


Car-Train Crash Fatal 


To Penewitt and Wife 


SPRINGFIELD, Ill. (UTPS) — 
Paul S. Penewitt, 46, vice-president 
and general manager of Penewitt 
Buick Co., and his wife, Norma, 
were killed here Aug. 7 when their 
auto was struck by a train. 


He was the son of A. H. Pene- 
witt, the oldest Buick dealer in Illi- 
nois. Mr. Penewitt was a past presi- 
dent of the Springfield Auto Deal- 
ers Assn. 

a * * 


Harold Quenzer and Wife 


Killed in Car Accident 


BALTIMORE.—Harold Quenzer, 
partner in Towson (Md.) Ford 
Sales, was killed last week in a 
three-way vehicle collision here. 
His wife also met her death in the 
accident. 

* * ok 


Mrs. F, W. Wilkins 

MORGANTOWN, W. Va.—Mrs. F. H. 
Wilkins, wife of F. H. Wilkins of Wilkins 
Motors (Chrysler), died July 25. She is 
survived by her husband, who is ill in the 
Monongalia general hospital, Morgantown, 
W. Va. and two sons, Ray A. Wilkins and 
Frank H, Wilkins jr. 

* * * 


W. J. Leaman 

BARTLESVILLE, Okla.—W. J. Leaman, 
60, pioneer Bartlesville auto dealer, died 
here July 25, He helped found the Brady 
and Leaman Motor Co., and has been in 
the auto business from 1913 until his 
retirement in 1929. 

* + * 


Frederick M. Wright 

SPRINGFIELD, Mass. — Frederick M. 
Wright, 60, associated with the early 
development of the Knox automobile in 
this city, died July 31 at his home after 
a long illness, 

Mr. Wright for many years operated his 
own automobile dealership in Springfield. 
He was in charge of production control for 
Hendey Machine Co., Torrington, Conn., 
during World War II, and more recently 
was tool engineer with Holtzer-Cabot Co., 
Boston. 

* * * 


David B. McCoy 

ATLANTA, Ga.—David B. McCoy, 80, 
veteran Reo distributor, died here Aug. 7, 
after a brief illness. A resident of Atlanta 
since 1927, McCoy had been advertising 
manager for General Motors in Great 
Britain, and later manager in Canada for 
the Reo Motor Car Co. 














mistic than at any other time in 
the past several years. Prices 
have declined somewhat, unem- 
ployment has increased, and 
industrial production has de- 
clined. Foreign purchases and 
domestic military expenditures, 
among other things, may help in 
maintaining present levels of 
economic activity, 

“On the national level, industrial 
production in May was 3 percent 
below that in April and 11 percent 
below production for last Novem- 
ber. Non-durable goods output 
dropped about 6 percent in May, 
activity in the iron and _ steel, 
machinery and non-ferrous metals 
industries showing marked decline. 

“In New Jersey, the consumption 
of electric power by large indus- 
trial and commercial users declined 
steadily since last November 
through March, which showed a 
drop of 8 percent from November, 
1948, and a decline of 2 percent 
from March, 1948. 


“Nationally, employment in the 
construction and service indus- 
tries rose more than seasonally 
during the spring months of this 
year, 

“In New Jersey, the month of 
May saw manufacturing employ- 
ment at its lowest point of the 
postwar period, continuing a sharp 

downward trend that has been oc- 
curring since last September. Non- 
manufacturing employment during 
the first five months of 1949 has 
been higher than during the cor- 
responding period of 1948.” 


200 at Annual Pienic 


Of Milwaukee Dealers 

MILWAUKEE.—Milwaukee Au- 
tomobile Dealers Assn. held its an- 
nual picnic frolic at Lakeside 
Country Club. More than 200 mem- 
bers and their guests participated 
in boating, fishing, golfing and gen- 
eral relaxation. 

A highlight of the gathering was 
a comic automobile show staged 
by the Junior Automobile Dealers 
Assn. This group consists of sons 
and proteges of senior dealers, is 
incorporated, and currently num- 
bers about 50 members. 





Prices 


(Continued from Page 1) 
Buick general manager. “Consid- 
ering the trend in new model prices 
since the war, we believe these Spe- 
cial prices are surprisingly low.” 
* * * 


YNAFLOW drive is available as 

optional equipment on Buick 
Specials at an advertised-delivered 
price of $212, the same price 
charged for installation of the de- 
vice on Super models. 


Buick dealers put the Special 
series (Automotive News, Aug. 8) 
on display last week. All models 
in the line have a slipstream back. 
The business coupe is actually a 
two-door sedan body with utility 
space instead of a rear seat. 


Competing with the Buick Spe- 
cial for sales in the lower-me- 
dium price bracket will be offer- 
ings of two other GM divisions, 
including the entire Pontiac line 
and the Oldsmobile Series 76. 


Mercury and Dodge are other 
“Big Three” makes in the lower- 
medium field. Independents pitted 
against the new Buick include both 
Studebaker lines, the Nash 600 and 
the Kaiser. 





* * ag 


‘Ts competitive line most nearly 
comparable across the board to 
the Buick Special in price is the 
Pontiac Chieftain Eight Deluxe, 
the highest-priced Pontiac series. 


The Buick Special two-door se- 
dan price of $1,872 compares with 
$1,874 for the Pontiac Chieftain 
Eight Deluxe two-door sedan. 
The Buick Special four-door is 
$1,925, against $1,924 for the 
same body style in the Pontiac 
Chieftain Eight Deluxe series. 
Price of the Buick Special four- 
door undercuts the Buick Super 
four-door by $232, while the Spe- 
cial two-door sedan is $187 be- 
neath the Super sedanet. The Spe- 
cial incorporates many of the Su- 
per’s features. 





—Mac Gorpon 





Wage Demands 
Held Barrier to 


Trade Recovery 


NEW YORK — Wage-raise de- 
mands are the most disturbing 
element in the domestic economic 


| situation, which otherwise shows 


favorable signs of recovery, the Na- 
tional City Bank of New York 
asserts in its current Bank Letter. 

“Further wage increases carry 
the threat of higher costs and a 
reversal of the decline on prices 
which consumers generally have 
hoped for,” the letter said. 

“It would be much better if the 
benefits of modernized and ex- 
panded plant facilities and lowered 
costs for numerous raw materials 
could, with increasing competition, 
be passed on to the public in 
lowered prices of finished products. 

“With the postwar price-inflation 
checked, the last thing we want 
now is any action that would 
force new increases in costs and 
selling prices.” 

Speaking of the auto industry the 
letter said: “The prolonged boom 
in the motor field, which has con- 
founded the pessimists, reflects the 
continued high purchasing power 
of the American people despite a 
moderate increase in unemploy- 
ment and curtailment of part-time 
operations.” 


Nelson Heads Sales 


Andy Nelson has been appointed 
new-car sales manager for Nolan- 
Brown Motors, Inc. (Cadillac), Bis- 
cayne and 20th Sts., Miami, 












BUYING 
Burrrlap? 


Weel, it’s wise and 
thrifty to deal with 
folks who really know 
bur-r-rlap*...folks you 
know you can depend 
on. So for whatever 
grade you 
need ...look 
to Bemis! 










“Each year Bemis de- 
termines the grading 
of borlap from Indian 
jute mills. Bemis- i 
ing is accepted by 
producers and users 
alike as the standard 
for bintay» quality. 


BEMIS 


Detroit « Chicago « St. Louis 
Cleveland « Indianapolis 
and other principal cities. 





For Their New Car Advertising 


® Critical Craftsmanship from 
Designer to finished Product 


© Triple-plate Chrome Finish 
© Life-of-Car Durability 

© Customer Eye Appeal 

© New Low Prices... 


Write TODAY for beautiful full- 
size FREE SAMPLE ... Yours to 
keep and compare! 

@ NO OBLIGATION @ 


Stemac.. 2<09 187» av. 


DENVER 11, COLORADO 
DISTRIBUTORS WANTED 


A_ COMPLETE CERTIFIED ACCOUNTING 
SERVICE for the AUTOMOTIVE INDUSTRY 


Specializing in all branches of the 
Automotive Industry, we will be 
happy to accept accounts, large or 
small, within 100 miles of New York 
City. Firms without a Bookkeeping 
Department will find us of particu- 
lar help. 
OUR FEES ARE MODERATE 


M. JOSEPH BAER & CO. 
60 East 42nd St. New York 17, N. Y. 
VAnderbilt 6-4185 
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Brisk Pace Continues .. . 


A ug. New-Car Sales 
Seen Over 400,000 


(Continued from Page 1) 


automobile ahead of the preced- 
ing month’s final count, 

Detroit hit a high mark for the 
year during July with the sale of 
14,760 new automobiles, compared 
with 14,730 in June and 12,792 in 
May. 

* * + 
— (O.) dealers sold 1,- 

4792 new cars in July, three 
more than were sold in June. In 
San Antonio. the score was: July, 
918; June, 835. 

However, Akron and Minneapolis 
reported July sales lower than in 
June. Akron’s sales for the month 
totaled 1,367 in contrast to 1,452 
in June, while Minneapolis had a 
count of 2,517 new-car sales in July 
against 2,671 in June. 

New-truck sales reflected a 
spotty pattern during July. They 
were up in San Antonio and De- 
troit but down in Akron, Minne- 
apolis, Houston and Columbus, O. 
New-truck sales also jumped up 
the first week of August in Cleve- 
land to 99 units, 11 percent higher 
than the preceding week. 

* > . 


N JULY, 1,270 new trucks were 

sold in Detroit, against 987 in 
both May and June. The count in 
San Antonio was 178 commercial 
vehicles in July, compared with 
136 in June. 

Akron new-truck sales declined 
15 units from the June total to 114 
in July, while Minneapolis reported 
a 25 percent decline in new-truck 
sales in July compared with June. 

Commercial vehicle sales in 
Houston during July numbered 
362, against 451 in June, 

There was a sharp dip in new- 
truck sales in Columbus, O., during 
July, the total falling to 143 after 
reaching 216 in June. 

* a7 





UNE wound up with a surpris- 
ingly good total of 432,470 new 
ears and 79,069 new trucks sold. 
Sale of just 34 more new cars would 
have put the month in seventh 


Used-Cars 


(Continued from Page 1) 


How 1948 and 1949 prices com- 
pare in Southern California, 
where both new and used-car 
sales have been in a slump for 
several months, is best illustrated 
by this example: In 1948 a 1946 
model used car brought $3,100; 
today it sells for $2,400. 

Some dealers believe prices will 
hold steady the rest of the year in 
the low and medium-priced fields, 
with a considerable decline on the 
high-priced jobs. 

Others see a gradual decline in 
prices as cars become older and 
new model introductions start. 

* + * 

REDIT terms are being eased 

A somewhat, and time sales are 
increasing everywhere, the AvuTO- 
MOTIVE News survey revealed. Most 
dealers are holding out against 
“balloon” notes, but are finding it 
tough to do. Some Portland (Ore.) 
used-car dealers are even tighten- 
ing up on credit. 

Most of the easier credit terms, 
however, are being given on late 
model cars, dealers refusing to 
over-extend themselves on the 
“cheapies.” 

Clean jobs are bringing the 
most money from dealers, the 
survey showed, with many deal- 
ers shying away from the poor 
stuff completely. 

Junkers in many areas are fin- 
ally bringing near-junker prices 
for the first time since the war, 
it was stated. 

* * * 

MAJOR factor to be consid- 
“% ered on used-car sales and 
prices the rest of 1949, say deal- 
ers, will be the volume of new-car 
output during the remaining 
months. When new cars are short, 
it is pointed out, used-car sales 
are brisk. 

Likewise, it was declared, used- 
car prices will be quickly affect- 
ed by any change in the new-car 
price structure. 

Following is data gathered by 

(Continued on Page 40, Col. 1) 









AUTOMOTIVE NEWS, AUGUST 15, 1949 


Wine Named Aide sat , : _ , 
To Auto-Lite Chief 


TOLEDO — Appointment of Ly- 
man A. Wine to assistant to the 
president has been announced by 

Royce G. Martin, Poa . 
president and ; Pee 

board chairman e : L 
of Electric Auto- 
Lite Co. 

This is a newly- 
created responsi- 
bility in the com- 
pany and will 
concern both or- 
ganization and 
customer contact 
duties, Wine will 

Lyman A. Wine maintain offices 
in Detroit, Toledo and Cincinnati. 
Since joining Auto-Lite in 1942, 
Wine has been sales manager of 
the lamp division at Cincinnati. 


Used Cars for Dalsis 
Dalsis Motors has opened a used- 
car center at 400 Lake St., Elmira, 
N. Y., with Phil Collins as man- 
ager. 


| 
place on the list of best new-car 
selling months since 1929. 

New-car sales in the first half of 
1949 ran almost a half-million units 
ahead of the 1948 sales pace. In 
the first six months of this year, 
2,161,616 new automobiles were 
sold, compared with 1,669,528 in the 
same period last year. 

New-truck sales during June 
dropped off from the May level of 
86,375 and were also about 8,000 
units short of the 87,117 new trucks 
sold in June, 1948. 

In the first half of this year, new- 
truck sales were 69,091 behind the 
figures for the first six months of 
1948, This year’s first-half total was 
465,426, against 534,517 in the first 
six months of 1948. 


WASHDAY IN DEALER'S SHOWROOM—Kenneth Collins, vice-president and Dani 

head of the Industrial Fabrics division, Burlington Mills, ‘Remenstrate the washebility of 1h 

new all-nylon slip covers introduced last week by Burlington and Fry Products of Detroit I 
Burlington produces the abric and Fry has developed the new easily removable slip covers. 
At a press conference the slip covers were subjected to all types of ingredients, such as 
ketchup, chocolate syrup and mustard, lipstick and leg makeup, and then washed in a 
bucket of water with a small amount of detergent. All stains were removed and the cover 
was placed back on the seat while wet, and dried in about 20 minutes. Pontiac and 
Oldsmobile have already purchased the slip covers, Burlington states. Manhattan-Pontiac 
Co., Broadway and 58th St., New York, was the scene of the demonstration. 


=. 
Your DealerCan © 
Put EXTRA COIL 

SPRINGS in Your 
New Car Cushions* 


“Select-0-Seat 


‘CHOOSE YOUR Oww ComFoRT” 


Many leading makers of new automobiles now factory install this 
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revolutionary new type coil spring seat cushion construction . 
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your dealer quickly inserts extra pocketed coil springs where needed! 


YI LTA i - +. your dealer will explain how you too, may 


“Choose Your Own Comfort’ and enjoy Personally Selected Riding Luxury ! 
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L. A. YOUNG SPRING & WIRE CORPORATION 


GENERAL OFFICES: DETROIT 11, MICHIGAN...1IN CANADA: L. A. YOUNG INDUSTRIES, LTD., WINDSOR, ONTARIO 











Precision Springs of allkinds; Refrigerator Shelves and Baskets; Automotive Garnish Mouldings; Wire Garment Hangers; Inner spring Units for Mattresses; Flex-o-lator Padding Supports 
Plants in Detroit, Mich Trenton, N. J.; Memphis, Tenn.; Leeds, Ala.; Los Angeles and Oakland, Calif.; Windsor and Toronto 
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Used-Car Notes 





Denver’s Ex-President 
Presented With Plaque 


Dealers Assn. at a dinner meeting | Judge Marsh said he took into con- 


of the organization, honored its | sideration Putnam’s previous record | 
1948 president, Henry A. Hennies,|of many years as a reliable busi- | 


by presenting him with a bronze | nessman. 

plaque for “effective leadership” * ¢ 

during his term as ee ‘ 30-Member Association 
The presentation was made by . 

Lester Gold, the 1949 president of Formed in Tyler, Tex. 


* 





|nam was indicted on a charge of | 
| defrauding Associates Discount Co. 
lof $9,000 on automobile financing 
DENVER.—The Denver Used Car | transactions. In imposing sentence, 


tournament and a sports pro- 
gram 

Richard E. Cesare, association 
president, introduced Mayor Jo- 
seph Mills of Warwick, who wel- 
comed the members. Guest 
speakers were Francis Obbey, 
president, and Paul McGuire, 
vice-president, of the Boston 
Metropolitan Used Car Dealers 
Assn.; Allen Hawkes, John 
Stubbs and Augustus Hampton of 
the state dealers commission. 

+ * * 


Dallas Assn. Celebrates 


the association. The Denver Used TYLER, Tex.—Used-car dealers| With Family Picnic 


Car Dealers Assn. has a large|of this city have organized with 

membership and maintains an of-|a membership of 30. 

fice with Richard B. McCoy, exec- J. M. Thompson was elected 

utive secretary, in charge. president; J. M. Ashworth, vice- 
aa A * 


president, and H. C. Brown, secre- 
Dealer Given Probation |tary-treasurer. = 

To ca ns ae — Rhode Island Group Holds 
LOCKPORT, N. Y.- o C. Put- . ° 

nam, 61, used-car dealer, of 378 Third Annual Outing 

Goundry St., North Tonawanda, PROVIDENCE, R., I. (UTPS)— 

who pleaded guilty to publishing a| The Rhode Island Used Car 

fraudulent check, has been placed! Dealers Assn. had 175 members 

on probation for three years and| and guests at its third annual 

ordered to make restitution by} outing at Bayside country club. 








DALLAS.—The Dallas Used Car 
Dealers Assn. held a family night 
picnic and party for 250 members 


and guests. 


The program included a fish 


|dinner, a floor show and dancing. 


* * * 


| Minnesota Dealer Fined $500 


For Income Tax Evasion 
ROCHESTER, Minn. D. H. 


Fenske, Rochester used-car and oil | 
dealer, was fined $500 and given a 
| suspended sentence of a year in 
County Judge John S. Marsh. Put-| A clambake was held after a golf | federal prison after pleading guilty |taxes, penalties and interest. The 


aia ea ee 
on SEAT COVERS 


Here's the best money-making deal in seat 
cover history. It’s the Rankin Better Profit 
Plan — now adopted by nearly 20,000 inde- 
pendent dealers, coast to coast. It gives you 
Finest, custom-fitted covers — at the 
price of ordinary non-fitted covers. 
Rich, new woven plastics in plaids, 
stripes, pastels ... gorgeous colors 
and designs ... for all makes and 
models since 1941. 
Truly America's Finest — yet priced 
so you can outsell competition. 
Available to independents only. No 
chains or mail-order houses can cut 
in on you. 
Nationally - advertised — the ONLY 
covers backed by a national cam- 
paign. 
Get into the BIG seat cover money. Mail 
the coupon below. See what this better profit 
plan can mean for you,. 











a suburb of Chicago, 
members of the General 


to income tax evasion in St. Paul 
federal court. 
Fenske admitted failing to file a 


in 1944 when the govern- 
ment claimed he owed $3,737 





~ Wichita Falls, Texas 





we 


SERVES THREE ILLINOS TOWNS—Formal opening of this new home of Sullivan Cadillac 
attracted a turnout of 250 Cadillac officials, 
and friends of Bill Sullivan, president of the 
dealership, which serves Brookfield, La Grange and Hinsdale. The building, 100 by 100 feet, 
utilizes lannin stone for the salesroom frontage and buffed face brick for the exterior of 
the modernly and completely equipped service department. It is at 9540 W. Ogden Ave. 


prison term was suspended on con- 
dition Fenske pay the fine and 
other amounts owed. 

* * * 


Dallas Assn. Raising 
Funds for Convention 


DALLAS.—The Dallas Used Car 
Dealers Assn. is sponsoring a series 
of weekly social and recreational 
gatherings prior to the national 
convention in Detroit Sept. 7-10. 
The meetings are being held to 
help raise funds for delegates ex- 
pecting to attend the meeting. The 
effort has taken on organized form 
in the “On-To-Detroit Club.” 

* * * 


New Montreal Assn. 


Seeks Tax Relief 


MONTREAL.—Some 200 used-car 
dealers of Montreal at a meeting 
here have formed an association to 
obtain wider rights to run their 
business and seek relief from pro- 
vincial and municipal sales taxes. 

A spokesman for the dealers said 
they took particular exception to 
the manner in which the 5 percent 
provincial tax and the 2 percent 
civic tax is levied. 

“From the manner in which the 
tax is imposed,” he said, “the gov- 
ernment of Quebec makes more 
money in a year than all the 


dealers here.” 
7 * 


Dallas to Boom Wilson 


For Texas Directorship 


DALLAS. — Walter Wilson has 
been chosen as the person to be 
recommended at the 1949 national 
convention in Detroit, Sept. 7-10, 
for the Texas representative con 
the national directorate for 1949-50. 

Wilson is president of the Dallas 
Used Car Dealers Assn. 


e 
Scholarships 
Wis. Automotive Firms 
Give $8,070 

MADISON, Wis.—A check for 
$8,070 has been accepted by the 
University of Wisconsin regents 
from the automotive industry of 
Wisconsin for scholarships in the 
school of commerce. 

The gift is a part of the indus- 
try’s Wisconsin centennial-year ac- 
tivities. 

Two scholarships of $250 each 
are to be awarded each academic 
year until the fund is depleted. One 
will be awarded to a junior in the 
school of commerce and the second 
to a senior or graduate student. 

The board awarding the scholar- 
ships will consider financial need, 
scholarship, potential business ca- 
pacity, personality and character. 

Firms making major contribu- 
tions are Chevrolet-Janesville divi- 
sion, Electric Auto-Lite Co., Four 
Wheel Drive Auto Co., Heil Co., 
Nash-Kelvinator Co., Oshkosh Mo- 
tor Truck, Inc., Peter Pirsch and 
Sons Co., A. O. Smith Corp. and 
Sterling Motor Truck Corp. 


National Machine Moves 


Into New Factory 

JACKSON, Mich.—National Ma- 
chine & Tool Co. of Jackson, has 
moved into its new plant at 4077 
Page St. 

The National firm, which since 
1921 has designed and manufact- 
ured special garage and _ service 
tools for the automotive repair 
field, has almost doubled its factory 
space in its new location. Consider- 
ably expanded facilities are now 
available for the automatic and 
forging departments, the company 
announced, 
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Affecting Factories and Dealers... 
Auto Advertising 


football games of the universities 
of Michigan, Iowa, Nebraska, Min- 
nesota, Colorado and Wichita, and 
the Chicago Bears. The Minnesota 
contests will also be televised. 


Automotive advertisers spent a 
total of $59,296,000 last year, the 
Bureau of Advertising booklet, 
“Expenditures of National Adver- 
tisers: 1948” reveals. 

General Motors led all advertis- 
ers, spending $15,282,575. Ford Mo- 
tor Co. was fifth, $5,763,933; Kaiser- 
Frazer, 13th, $2,808,661; Packard 
Motor Car Co., 3ist, $1,446,463; 
Hudson Motor Car Co., 39th, $1,- 
107,552; Nash-Kelvinator, 52nd, 
$884,340; Studebaker Corp., 54th, 
$828,994, and Willys-Overland Mo- 
tors, Inc., 58th, $792,796. 

In allied fields, Standard Oil Co. 
was 32nd, spending $1,423,404; Grey- 
hound Corp., 43rd, $1,022,287; Soc- 
ony-Vacuum Oil Co., Inc., 53rd, 
$840,787; Phillips Petroleum Co., 
72nd, $625,665, and Goodyear Tire 
& Rubber Co., Inc., 79th, $564,002. 


* ” * 
U. S. News Appoints 
Walter V. Bennett has been 
transferred to the Washington 
office of U. S. News & World Re- 
ports where he will be regional 
sales manager for the South. 
Howard W. Oman has taken over 
the Philadelphia regional sales 
manager post. 
+. 


+ * | 
Tribune’s Rates 

Rate cards mailed to advertising | 
agencies and radio and television 
advertisers by the Chicago Tri- 
bune have established the line rate 
for sponsored listings in the Tri- 
bune’s Radio-Television Program 
Directory beginning Sept. 6 at $2 
daily and $2.50 Sunday. The mini- 
mum sponsored. listing accepted 
will be three lines and the maxi- | 
mum 14 lines. 


Football Broadcasts 


Standard Oil Co. (Indiana) will 
sponsor radio broadcasts of the 








Eastern Arrest 
Opens Drive on 


Car-Theft Ring 


PHILADELPHIA. Police of | 
New Jersey and Pennsylvania have 
hailed the arrest of an alleged 
member of a Philadelphia automo- 
bile theft syndicate as the first) 
step toward smashing the gang) 
which is believed to have disposed 
of about $75,000 worth of stolen 
ears by acquiring “legal titles.” 

The bizarre methods of the ring 
came to light with the arrest of 
Julian Poisak, 22, of Philadelphia, 
on White Horse pike in Oaklyn, 
N. J. 

The gang, according to Poisak, 
obtained serial and motor numbers 
of cars being produced at Ford's | 
Chester plant but not listed to be 
sold in Pennsylvania. With the} 
numbers, they applied to the Penn- | 
sylvania state motor vehicle bureau 
for a title. After the title was 
granted, the ring would steal a car 
identical to that named in the title. 

They then obliterated the number | 
on the car and wrote in the num- 
ber corresponding with the title. 

Poisak claimed that he was 
“front man” for the gang, and re- | 
ceived only $25 for marketing these 
cars. When caught, he was carry- | 
ing faked title papers and license 
cards in the name of Philadelphia | 
Judge Gerald F. Flood. The sus- 
pect’s photograph was on an iden- | 
tification card, and that was also | 
made out in Judge Flood’s name. 

Collingswood police picked up| 
Poisak after a tip received from | 
the Arnold F. Heineman Co., used- | 
car lot in Audubon, N. J., relayed | 
through Henry J. Mugrauer, presi- 
dent of the Philadelphia Auto 
Trade Assn. 





$75 Jeep Offer Hoax, 


Pittsburgh Warned 

PITTSBURGH.—The Better Busi- | 
ness Bureau has issued a warning | 
to dealers to beware of a hoax| 
perpetrated by a man offering to 
sell Jeeps in lots of 10 to 100 for 
$75 each. 

G. H. Dennison, manager of the 
bureau, claims that this trick is 
a revival of one which was current 
in the Philadelphia district about 
three years ago. 





+ + + 
Nash Ad Guide 
Nash has distributed to its 


dealers a 14-by-21-inch calendar 
enabling them to see at a glance 
“when, where and what” Nash 
ads will appear during the month. 
Days of the month appear in red 
with publication logotype circu- 
lation and ad message in black. 
Newspaper and outdoor posters 
are included and daily notations 
scattered throughout the month 
remind dealers of such things 
as: “Place a clean copy of every 
magazine listed on your customer 
reading table,” “check your serv- 
ice road signs,” and “your co-op 
fund—covers recommended radio 
and newspaper ads.” 


The first calendar of the new 


Nash series was distributed in 
July with a resulting dealer re- 
sponse so enthusiastic that the 
idea is being continued, according 
to N. F. Lawler, director of ad- 
vertising and sales promotion. 

+ + * 


It Smells! 


A unique promotional device in 
the form of a_heavily-perfumed 
| postcard-size flyer has focused at- 
|tention on the Harry Ferguson, 
Inc., manure spreader and loader, 
recently introduced into the farm 
| implement field. “The sweetest ma- 
|nure-handling combination you 
ever saw,” declares the mailing 
piece which exudes a compelling 


|odor of violets. 


* * * 


Strike Still On 

Readers keep asking if the 
typesetters’ strike at Chicago’s 
daily newspapers is over. 

No, it’s still on and will enter 
its third year on Nov. 24, 1949. 
Latest -reports indicate that no 
settlement is yet in sight. Mean- 
while, the dailies continue to 





publish regularly, using vari-type 
machines. 


















DEALER BRITTON'S FIRM IN KNOXVILLE, TENN.—A departure from the conventional, 
the Colonial facade of the new home of Britton Motors (Lincoln-Mercury) attracts attention 
on N. Gay St. George Taylor Britton and Sue K. Britton are owners. 





to Otto Haas, president. The pro- 
ject will be located at the Army’s 
Redstone arsenal near Huntsville, 
PHILADELPHIA.—A contract to | Ala., one of the large arsenals con- 
organize and operate a laboratory | structed during the last war. 
for basic research and development | 
in rockets and jet propulsion has 
been signed with the Ordnance de- 
partment of the U.S. Army by 
Rohm & Haas Co. of Philadelphia, 
chemicals manufacturer, according 


Rohm & Haas to Operate 
Rocket Plant for U. S. 


Anchor Incorporated 
Anchor Motor Sales, Cleveland, 
has been incorporated by W. H. 
Kahan, L. Jackson and G. Fryan. 


" ~ 





For more than 40 years, THE FINEST TRUCK AXLES 
have been those which bear the Timken-Detroit name. 
Typical of the many famous features of these modern 
axles is Hypoid Gearing, pioneered and first produced 
by Timken-Detroit for medium- and heavy-duty trucks. 
The offset Hypoid pinion is bigger and stronger—bearings 
are bigger—torque-transmitting capacity is increased. 
More and more wise truck buyers are specifying Timken- 
Detroit Axles under their new trucks because of the 
number of exclusive features and the host of important 
advantages they provide. 


TIM 
we 





A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 











BEFORE AND AFTER—Widmayer Auto Sales (Studebaker), Hoboken, N. J., looked like 
the above until its remodeling job was completed. The building now sports a 65-foot-long 
> across the front of the structure. It is made of stainless steel and baked enamel! 

and weighs !'/. tons. The initial "'S'' is nine feet high, with the other letters somewhat 
included in the modernization program is an entirely new salesroom and the 
acquisition of additional parking lot and used-car space. Henry G. Widmayer is the owner. 
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Week’s Output Holds Firm 
At 142,262 Vehicles 


(Continued from Page 1) 


and trucks daily during the next 
few weeks. 
* * * 

At THE rate U. S. plants have 

produced in the past two 
weeks, they should end August 
having turned out about 552,000 
cars and 103,500 trucks—a total of 
655,500 vehicles. 

Barring a Ford strike, more 
cheerful prospects indicate that 
the final August accounting will 
probably be even higher. 

For one thing, Buick output 
should zoom once that GM division 
smoothes out the problems it en- 
countered when it began to work 
its smaller cars into current pro- 

duction. 

Also, Oldsmobile has promised 
its dealers that output will hit a 
new alltime high this month. Olds- 
mobile will have to increase sched- 
ules further to achieve that goal. 

- * ” 


REPORTS from Chrysler are that 
the corporation will go to great 
lengths to achieve volume produc- 
tion during both August and Sep- 
tember. Said to be hinged to forth- 
coming changeover plans, most 
Chrysler plants are working six 
days a week. 

Nash closed its body plant Fri- 


day for two weeks for annual te 


inventory. Final assembly lines will 
shut Aug. 19. 

Through last week, U. S. plants 
thus far this year had built an 
estimated 3,103,170 cars and 770,574 
trucks. Thus, they need only an- 
other 126,256 units this week to 
send the year’s total over 4,000,000. 

If nothing happens to prevent 
the building of 1949’s “four-mil- 
lionth” this week, it will roll off 
some U. S. assembly line a full 
nine weeks ahead of its 1948 
counterpart. 

In fact, 1949’s four-millionth ve- 
hicle will also be several week’s 
ahead of 1929’s similar landmark. 

This year’s volume automobile 
production continued to help keep 
steel mills producing at a com- 
paratively high rate. 

Steel men said incoming orders 
were at a good level, and looked 
like they might get better. 

But, as in the auto industry, steel 
sales officials were busy studying 
prewar sales patterns. They say 
that seasonal factors will definitely 
control demand for durables from 
here on in. 


To feel the pulse of the auto industry, 
consistent reading of AUTOMOTIVE NEWS 
is necessary. 





ave Costly Repairs with 


GEEZ DELUXE GUARDS [i 


Absolute 
FRONT OR REAR 


chrome. 


and trunk. 
tom styled. 


protection for grille 
Beautifully cus- 

Guaranteed 
5 to 8 minutes in- 


stallation. At leading dealers 


coast to 
front $19. 


INTERCHANGEABLE FORD 


coast. List prices: 
95; rear $22.50. 


Protection! 


™. 


Cello Ford Fender Guard has FENDER GUARDS e 
— 


exclusive bracing which takes 
vibration and fiutter out of 
ends of the bumper bar. 
Gives needed protection to 
exposed areas of front and 
rear fenders. List price: 
$12.50 pr. (front or rear) 


FOR 


Patented spring clips permit 
epee? mounting and detach- 
ing. 


vent 
frame 


old ae securely, pre- 
rattling. Holds the 
without use of screws. 


List price: $2.25 pr. 


CELLO TRUCK GUARDS 


America’s sturdiest protection for 
grilles, fenders and lights. Custom 
styled. Chrome. List prices: single 
uprights $8.75; dual rail $22.00. 


ee 


Eas 





t Boston 28, Mass. 
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Pro-Strike Vote Darkens Peace Hope .. . 





Ford, Union Resume Talks 


(Continued from Page 1) 


non-economic provisions of con- 
tract for 18 months; against all 
union demands for “economic bet- 
terment.” 

Union—For a $100-a-month pen- 
sion plan, health-and-welfare fund 
financed by company and a cost-of- 
living pay raise; against so-called 
wage “freeze.” 

The company position was 
newly formulated, announced 
three days before the strike vote 
began. It represented a slight 
withdrawal from the original 
Ford proposal for an 18-month 
wage stabilization, which would 
also have provided for negotia- 
tion reopening contingent on 
major fluctuations in living costs. 

Reuther had objected to the sug- 
gested tie-in with the government’s 
cost-of-living index as opening the 
way to possible pay reductions. The 
union will seek to junk the General 
Motors escalator pay plan next 
year because it makes wage cuts 
possible. 
* * 7 

I“ A LETTER to company em- 

ployes, President Henry Ford II 
pointed out that acceptance of the 
company proposals “would mean 
continuation of every right and 
benefit you now enjoy, including 
present high wage scales and other 
economic advantages.” 


The company conducted an in- 
nsive “vote no” campaign on the 
radio and in the press before the 
strike election and got into bitter 
scraps with the state mediation 
board and the union over the selec- 
tion of polling booths for Rouge 
plant workers. 

John 8S, Bugas, the company’s 
industrial relations vice-presi- 
dent, implied the board displayed 





Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 





Week Week Jan. 1 Jan. 1 
Ended Same Ended, Aug., to to 

Aug. 13, Week, Aug. 6, 1949 Aug. 14, Aug, 13, 

1949 1948 1949* to Date 1948* 1949* 
CHRYSLER. .......... 26,562 19,281 29,503 56,065 494,984 647,650 
sire pwainawaeie 4,112 2,948 4,033 8,145 72,253 85,379 
| ae oe 3,208 2,241 3,147 6,355 56,002 65,674 
a ee 7,644 5,216 8,209 15,853 142,675 162,904 
ree 11,598 8,876 14,114 25,712 224,054 333,693 
EN 5s tenis hacen eae 26,312 17,084 25,936 52,248 351,076 626,424 
SE Saree 19,967 12,941 19,943 39,910 250,350 488,422 
NL ck wags case's 984 10 975 1,959 19,001 22,337 
PT cca nccecenes 5,361 4,083 5,018 10,379 $1,725 115,665 
GENERAL MOTORS . 52,004 33,128 50,354 102,358 975,386 1,363,360 
EE x 6 nese 9006s 853% 7,961 5,296 4,177 + =15,188 =170,880 249,265 
ok ares aes .5'5;6 1,744 1,630 1,752 3,496 39,171 55,056 
Chevrolet ........... 27,122 16,848 26,635 53,757 485,138 674,671 
Oldsmobile ......... 6,765 4,192 6,233 12,998 123,119 179,336 
PE cei skae esses 8,412 5,157 8,557 16,969 157,078 205,532 
KAISER-FRAZER 1,647 3,653 1,729 3,376 119,813 417,357 
EE 53544540 ban em 17 1,827 56 73 39,367 6,459 
ss oc cuace wade 1,630 1,826 1,673 3,303 80,446 40,898 
EE orc wa bib a's 60° 203 842 183 386 20,262 6,633 
re 2,726 “een 2,774 5,500 82,396 99,626 
NA eae 3,277 3,473 6,750 86,716 97,118 
PACKARD ........... 3,084 ea 3,456 6,540 56,514 67,563 
STUDEBAKER ........ 3,008 3,280 1,807 4,815 103,334 125,726 
MEUEEE 6 0 006<e-<0%00 952 226 868 1,820 16,308 21,213 
Total Cars, U. S. ....119,775 77,489 120,083 239,858 2,306,789 3,103,170 





partiality in deciding to estab- 

lish polling places near the head- 

quarters of the union’s Ford 

Rouge Local 600. Ford had off- 

ered used of its plant properties 
for the polling, 

The company also denounced the 
board’s action in counting all the 
Michigan votes on a blanket basis. 
Bugas recommended that the bal- 
lots of the 21 Ford plants in Michi- 
gan be tabulated and publicized on 
a plant-by-plant basis, rather than 
all in one. 

“It is important,” Bugas said, 
“that both our employes and their 
fellow citizens have an opportunity 
to know the sentiment in the event 
a strike should be called in their 
communities.” 

+ * - 
|. yong and Reuther swapped bit- 
ter press-release blows after 
the latter proposed a public debate 
on the issues in dispute at Detroit’s 
Briggs stadium, home of the De- 
troit Tigers baseball club, 


“The place to settle the issues 
between the company and your 
union is at the bargaining table,” 
Bugas asserted, “The way to settle 
them is by honest negotiation. Our 
negotiations thus far have unfortu- 
nately been conducted in an atmos- 
phere of emotional outbursts and 
name-calling by you and other 
spokesmen for your union.” 


There were no news reports from 
the Chrysler-UAW wage negotia- 
tions. Auto makers with wage is- 
sues up for revision this year were 
all evidently awaiting the outcome 
of the Ford controversy. 

General Motors looked ahead to 
another quarterly pay deadline on 
Sept. 1, when hourly wage scales 
will be readjusted if the govern- 
ment’s consumer price index for 

















“¢Station wagons and Jeepsters. *Revised. 


COMMERCIAL CARS 
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Week 


Week Jan. 1 Jan. 1 






































June 15 has risen or dropped by 
1.14 points from the Apr. 15 level. 

Speculation last week was that 
the GM wage line might hold 
steady for the three-month period 
commencing Sept. 1. Price cuts of 
$10 to $42 on all GM cars have 
accompanied hourly pay de- 
creases in the last two quarterly 
fluctuations under the corpora- 
tion’s escalator pay plan, 

Wildcast strikes, ascribed to De- 
troit’s humidified heat, interrupted 
production last week at Plymouth, 
Dodge and Packard. 


K-F Overseas Sales 
Headed by Gage 


WILLOW RUN.—Appointment of 
A. K. Gage jr. as director of East- 
ern Hemisphere sales is announced 
by Hickman Price jr., executive 
vice - president of Kaiser - Frazer 
Export Corp. 

Gage has served with K-F for 
seven months in the Union of South 
Africa as regional manager. Prior 
to World War II, Gage was with 
Chrysler Export Corp. as European 
sales executive. 

Price also announced the promo- 
tion of C. A. Watson, who has 
served with the K-F export sub- 
sidiary for two years, as director 
of Latin American sales, and of 
C. W. Grinstead, former director of 
export parts and service depart- 
ment, as director of the foreign 
assembly division. 

J. C. Delaplain, former manager 
of the parts department, succeeds 
Grinstead in the export parts and 
service post. 





Standard equipping with 
the Scully Gas Tank 
Whistle—that’s the news 
we station attendants like 
to hear. That’s the news 
we like to spread. 











Many concerns use our 


DECALS 


ECONOMICAL ADVERTISING 
On All Cars and Trucks You Sell 


NEW LOW PRICES 
On Reflecting or Regular Style in 


Quantities of 100 up 


Write for sample and prices and we 
will make a sketch upon request of 
any design or size. 


WRITE TODAY 


RUSS PETERS & ASSOCIATES 
1151 Shadyside Ave. S.W., 
Canton 10, Ohio 























Ended Same - Ended, Aug., to to 
Aug. 13 Week, Aug. 6, 1949 Aug. 14, Aug. 13, 
1949 1948 1949* toDate  1948* 1949* 
CHEVROLET ......... 6,512 7,726 6,983 138,495 245,266 263,480 
CROSLEY ............ 5 50 9 14 2,048 240 
PEE” ccc ceedeeeseess 63 150 29 92 4,423 2,207 
EN Sd alas 2,621 3,209 2,459 5,080 98,602 101,078 
FEDERAL ........... 35 60 14 49 3,074 937 
ET nals o's'bd'o'b 6 0eee 6,081 6,317 6,074 12,105 212,187 144,673 
PE Sk wince kc esbeeewse 1,534 2,058 1,578 3,112 54,263 58,901 
|INTERNATIONAL ... 2,881 3,606 2,998 5,874 118,920 98,547 
PRE” Sagas ncs basis 0 147 228 188 285 8,384 4,268 
PRET dsc chs kiusecsaes 15 25 89 164 8,115 2,293 
| STUDEBAKER ....... 1,120 1,277 961 2,081 38,210 45,015 
WED vba ad ewecee dere 167 250 152 319 7,916 5,168 
PWOMEMANED ccecccescevas 884 1,588 887 1,771 69,960 35,297 
MISCELLANEOUS .... 412 378 412 824 13,323 13,470 
Total Trucks, U. S. . 22,487 26,922 22,778 45,265 879,636 770,574 
Total Cars, Trucks 
MPL Curdes cee wie 65%2 142,262 104,861 142,861 285,123 3,186,425 3,873,744 
Total Cars, Trucks 
erry rrr 7,244 4,063 7,212 14,456 150,098 178,423 
Grand Total, 


Cars and Trucks 
U. S. and Canada ..149,506 108,424 150,073 299,579 3,336,523 4,052,167 


*Revised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling, Nash, Diamond T, etc. 





Zipp-reme Spray 
Upholstery Cleaner 
is revolutionary. 
Fast, economical (84 
cents per car), safe. 
Cleans headliners 
without streaks or 
shrinkage. No odor. 
Non-inflammable. 
Dries in 20 min- 
utes. Even, uniform 
color. Moves used 
cars. Shipped 
OPEN account. 
Trial Size (15 cars) 
with gun, $23. 
ZIPP-REME 
CHEMICAL CO. 
Greensburg, Pa. 
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ICC Forbids Cut in Haulaway Fees Olds Chalks U Hunt Appointed to Attend | Por conference in Geneva, Switzer- 
+ eek, 
WASHINGTON. — The Interstate | by the National Automobile Trans- : P UN Transport Parley The conference, opening Aug. 23, 
ae ee has ordered | porters Assn., which represents 10 Years Since DETROIT.—On request of the | will attempt to reach agreement on 
| al gt d Knnses Cit i oe companies that deliver new auto- > U. S. department of state, the Auto-|a proposed treaty which would en- 
transport rates at sousuns levels | Mobiles by truck. The association Hydra-Matic Bow mobile Manufacturers Assn. has courage and facilitate the use of 
until it investigates the merit of |S@id lower rail and barge rates designated J. H. Hunt, a consulting privately-owned vehicles in foreign 
proposed lower charges would be unreasonable and unlaw- LANSING .— Aug. 23 marks the/| engineer for General Motors Corp.,| countries. The conference is being 
: tenth anniversary of Oldsmobile’s| to be a member of the U. S. delega- | conducted under the sponsorship of 
Proposed fee cuts were opposed | ful. ; ; & : o P shia cit 
a introduction of Hydra-Matic drive, | tion to an international road trans- | the United Nations. 
SS. E. Skinner,| —— , 
general manager 
of Oldsmobile di- 
vision, has an- 
nounced. 
“Ten years ago, 
Oldsmobile intro- 
duced Hydra- 
Matic as the last 
word in auto- 
matic transmis- 
sions,” said Skin- 
ner. ‘‘Hydra- 
S. E. Skinner Matic was first 
offered as optional equipment on all 
three series of the 1940 Oldsmobile 
line. 
“Public reaction was sensational. 
Many thousands of motorists found 
it hard to believe that a car no the 
longer needed a clutch pedal. As 
the pioneer, Oldsmobile gladly took 
on the task of demonstrating to 
America’s millions that tiresome 
shifting operations were a _ thing 
of the past.” 
: By the time that new-car produc- 
© ,|tion was stopped at the Oldsmobile 
|factory, in order to make way for 
-|100 percent production of war ma- 
terials, there were approximately 
180,000 Hydra-Matic equipped Olds- 
mobiles on the road, Skinner re- 
called. This total amounted to 
approximately 50 percent of all pro- 
duction of new Oldsmobiles be- 
tween Aug. 23, 1939, and the start 
of World War II. 
“Contrast that early showing 
with what is happening today,” the 


of Brake Shoe AUTO-BAKE 
help reduce your over-all finish- 
ing cost per car... help you 





‘ 





general manager declared. “In 2 d “a 

August of 1949, there are more handle more refinish . “sip? 
than 750,000 Hydra-Matic equipped ; dof up jobs per day... help you 
Oldsmobiles in owners’ hands. More @ Compare the drying speed 0 otirect new business . . . which 





than 90 percent of the 1949 Olds- AUTO-BAKE with your present 


mobiles have the drive. 
“Furthermore, it is wel 





GGE crty zone 
° 7 coverage 


other producers now use i 
fourth car plans to use 
future feature.” 


l-known 


that Hydra-Matic has been sought 
after by other makes of cars. Three 


t and a 
it as a 


paint drying method. Solves 
your problems of slow drying 
synthetic enamels. . . and hu- 
midity. Overnight drying is 
eliminated . . . painted cars de- 
livered same day. Drying begins 


add up to more profit for you. 


WRITE, wire or phone for 


complete informa- ~, 
tion and a survey 
of your require- 
ments. There is no 


BUFFALO EVENING NEWS 


EDWARD H. BUTLER, Editor and Publisher 
“Western New York’s Great Newspaper” 
KELLY-SMITH CO., National Representatives 











Sales Managers... 
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increase Your 4 
with Wright SAF-T-DOR Locks 


Overcome parents objection to 4-door cars by point- 
ing out that doors lock AUTOMATICALLY the instant 
motor starts. No one can leave or enter car while motor 
is running unless driver presses control button on in- 
strument panel. The Wright SAF-T-DOR Lock is vacuum 
operated, electrically controlled, completely automatic. 
Locks release instantly when igni- g 9 5 
tion is turned off. Easy to install on 

any car. Comes complete with sim- LIST 
ple installation instructions. Doesn't PRICE 
interfere with regular latches. Model (Standard Dealer 
4D2 locks rear doors of 4-door car. Discounts) 
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| ACCURATE TOOL & ENGINEERING CO. 
1 640 10th St., San Diego 1, California 


mT 
my 


TODAY 


eri Met eat tt) ! 

See ia ‘ 
4-Door sales i 
to parents! 





i 
i C) Please ship one set of 4D2 SAF-T-Dor Locks. 


‘ (J Please send complete information on all models. 






FIRM NAME 
ADDRESS 
CITY oe ZONE STATE 


BUYER'S SIGNATURE 
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cost or obligation. 
AMERICAN BRAKE SHOE CO. L, 
KELLOGG DIVISION 


95 Humboldt St., Rochester 9, N. ¥. 





before dust can settle, too. You 
give your customers more dur- 
able, beautiful, factory-quality 
finishes . . . with a real “new 


car” look. 
These and other advantages 


Rubber Roads 


Firestone Claims Benefits 


Will Be Great 


AKRON.—The use of rubber in 
highway construction is likely to 
open new fields for the consump- 
tion of both natural and synthetic 
rubber, Harvey S. Firestone jr., 
chairman of Firestone Tire and 
Rubber Co., stated last week fol- 
lowing the laying of a test section 
of rubber roadway in eastern Ohio. 


He also pointed out that con- 
struction of rubber roads might 
have favorable international eco- 
nomic results as it would supply 
Great Britain, Holland and France 
with more dollars in exchange for 
rubber without interfering with 
the operation of our synthetic rub- 
ber plants, thereby relieving us in 
some degree from providing direct 
financial aid to these countries. 

“Our laboratory and highway 
tests, supplemented by extensive 
Far East and European experi- 
ments, indicate that the use of rub- 
ber powder in asphalt mixtures 
greatly improves the durability of 
black-top highways,” he stated. 

This rubber powder binds the 
asphalt more tightly into the road. 
In hot weather it retards the 
softening and breaking down of 
the pavement under heavy usage. 
In cold weather the rubber pre- 
vents contraction and tends to stop 
frost from disintegrating the road 
surface, Firestone said. He added 
that rubber roads have non-skid 
characteristics which aid safety. 


NADA to Issue 
Guide Monthly 


WASHINGTON. — President} 
George Ziesmer of the National 
Automobile Dealers Used-Car Guide | 
Co. announced last week that the 
“NADA Official Used-Car Guide” 
will now be published, at no addi- 
tional cost, every 30 days. 

“The new schedule has_ been} 
adopted to give our subscribers the | || 
most up-to-date market reports on ||} 
used-car valuations currently avail- 
able,” Ziesmer said. 








‘PROFITABLE 
TRUCK SALES 


- - . can be yours through having your 
TRUCK SALES MANAGER and TRUCK | 
SALESMEN trained in the BASIC 
FUNDAMENTALS of HANDLING PEO. | 
PLE in all types of TRUCK SALES | 
SITUATIONS. 
Enrollments now being accepted for 
class to be held September 12th through 
September 16th. One week of intensive 
instruction in how to SELL TRUCKS 
the WAY the PROSPECT WANTS to be | 
SOLD. This intensive course held in | 
CONFERENCE STYLE with every member taking part | 
many times in every session will instruct your men in 
HOW to SELL TRUCKS PROFITABLY. 
Talking Motion Pictures and Slide Films, all with 
| Sound, indelibly impress these basic principles in their 
| minds so that the techniques become a vital part of 
| those attending. 


Write, wire, phone or call for further information. 


Executives Selection & Training Institute 
956 Maccabees Bldg., Detroit 2, Mich. Phone TEmple 11-55-1 












Daniel L, Beck 
Director 
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Prices, Volume Holding Firm .. . 





City Reports in Used-Car Survey 


























(Centinued from Page 1) be a decline in prices of the more| $1,700 or slightly better on better C 
Automotive News’ correspondents | expensive cars. 48s. 
in various cities: There hasn’t been any notice- Junkers which were up to $75 
*_ * * | able change in credit terms since|or more dropped to around $45 
Los Angeles lifting of restrictions, excepting in| about May and are off again to Les 
: : . the very low-priced market where | around $35. 
ge te ean All egge Bd there has been some demand for| Not much change is anticipated year 
prices have become firmer during | | di ian d ” til late fall man 
the past two weeks, although down a = credit terms. . s in emand or price until late fall. See 
one of dealers interviewed| Some of the best weather of the 
considerably from August, 1948. ‘ : we Afte: 
Nineteen forty-six models, sell- | would venture a prediction as to year in Kentucky is in September 
ing for $3,100 in 1948, are priced|the market after Labor Day. and October and here the slump On 
t $2,400 now. Cars selling for $2,- | Frank A. Dreiss (| comes later than Labor Day. port: 
~ nee es a : a Ae There are far fewer used-car 12 ¢ 
395 in ’48 are selling for $1,595 in oie ; * 
49. Cars selling for $1,750 in '48 . Louisville | lots about Louisville than was a - 
are delivering for $1,000. These are| Prices of clean used cars are| > SS oe an — ae re qui 
averages as reported by dealers. about steady compared with a| pom : yy ne ng & A 
The general overall picture shows| month ago, but are off a third or | O: c . = enna. m a 1 J tric 
that used cars are depreciating by more as compared with a year ago hed "thes he -car = fo on bec: 
approximately $50 per month. The| jn Louisville. Demand has been a with “41 . 4° “2 = "th a Us 
repeal of Regulation W and the|trifie better on good '41s and "428, | aan f The de i > hae secti 
easier credit restrictions have! put ’47s and '48s are a trifle more | ‘°° eae tne . e Ad. "if he h o chan 
helped stimulate sales. However, | difficult, in that many people can’t | aye . . re and, i : e = doze 
banks and finance companies are| meet down payments or terms. | a e it back, it is aie rou “i eB in ti 
refusing to loan money to new or| Not so much is being heard re-| 9" Worry than a ‘ats | pDEALER PLAYS. UP STUDEBAKER SALES RISE—When Studebaker announced its record. | than 
used-car dealers to floor-plan cars | garding balloon notes today, in that | i eee ees) Sy yy By oe Py yy oe Fe = 
from 1942 and earlier. the smart dealers are not showing | display. A sy f the full-p advertisement was pasted on the showroom window then need 
: Mil k isp ay. copy oO e full-page a " pa e . 5 afte! 
It is predicted that the regular/much anxiety to get payments | twaukee | an outline of a map of the U. S. sketched in around it. Colored cutouts of Studebaker 
Labor Day slump will again occur spread out too far. Consensus among used-car deal- cars and trucks were pasted on the glass within the outlines of the map to complete the car | 
this year. Past history shows that/ The number of units being sold | ers in the Milwaukee area—those | **i"9 ‘iPlay. i 
after Labor Day there is a decline| gre about on a par with a year | selling both new and used cars as| _ ; al , : : 5 
in sales of approximately 20 per-| ago, but dollars-and-cents volume | well as those making a specialty | OPinion that it would be poor busi-| car prices will decline still further. 
cent. is off at least a third and per- | of selling used cars only—is as fol-| SS to sell on that basis, since, if| A few dealers say they are buck- Th 
—Siim Barnarp haps more, lows: a prospect is tempted to buy due | ing the trend toward easier credit, timi: 
yee ok Nabe Really good 1941s and '42s, which Sales volume in used cars was | to such low terms, the chances are | and intend to tighten their terms. St. E 
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cece One well-established dealer, non- 1948. 
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Us MELE Mana Mtr P Designed p |on a more sharply competitive; says. “We had $3,000 —— the 
: basis. inventory contrasted to today’s son 
iit aan faa. PIT NSA ES A survey of local new-car and| $20,000 inventory.” pec 
| used-car dealers shows prices “con-| “Credit ease had no affect on our 
| siderably lower” than a year ago,|sales whatsoever. Our position is gre 
= | with the year’s price drop on the | difficult because we guarantee every A 
mbes tiie more active merchandise ranging| purchase (note) ourselves. clare 
from $300 to $500. In recent weeks “After Labor Day you can give shov 
S¥STEM |there has been what dealers chose | away everything older than 1946. June 
to call a “normal price reduction.” | Won’t be much market unless some stea 
| In other words, prices are continu-| young kid will buy for $200. Used AI 
ing their downward trend. prices will come down $100 to $150 field 
One dealer explained, “We are more, for 1950s will be on the road 10 Pp 
back on a car depreciation basis | @nd everything will be '46 through volu 
and prices are going down grad- |'50. Proof? In prewar days any its ¢ 
ually as cars become older and | Car over five years was old.” sary 
we near the time of new model | Another dealer in average neigh- offer 
introductions.” Continued on Page 41, Col. 1) the | 
Used-car business here generally |~ — AI 
is much slower than a year ago, but ce bette 
August trading was more active abou 
than July. A limited number of Pric 
dealers say they are getting ready pelle 
for a more active fall, but the ma- Q. a 
jority expect a slow fall and win- ba “— 
ter. Some dealers currently are dis- 0 r ga F bd . 
dissipe- | posing of their used-car stocks to ae 3% a 
best s |avoid the danger of a too heavy ip othe 
a | carry-over after Labor Day. the 
| Several new-car dealers com- fy’ mar 
plain that, while their total used- aa 
car stock is all they can afford 
her expensive 9B" : to carry and in some instances is WIT HARDER nas 
oe) softens the eee Te too large, they are short on cer- ; mon 
oe is easy © an rod tain models. Some dealers have at Buffalo's Men and Women and 
prices 4” used-car prospects on their books — 
waiting for certain current used- Who Buy...Use the eo 
car models. ‘ ’ 
In several instances, the inde- Courier-Express busi 
| pendent used-car dealers are tight- @ In 1948 the Courier-Express a 


MODEL P ening up on credit, generally de-| 
manding one-third down payment 
and a 24-month contract on newer 
model used cars and one-half down 
payment on older models. 

But the used-car departments 
of some of the new-car dealers 
are reported offering cars as low 
as $40 a month and on a 36- 
month contract. Some “balloon” 
sales contracts are reported be- 
ing written—low monthly pay- 
ments with the balance falling 
due in 12 months, with the un- 
derstanding the contract will be | 
re-written at the end of the year. | 
A slight increase in re-posses- | 

|sions is noted, but not sufficient | 
to cause alarm. | 

| Quite a few dealers believe a 
| considerable number of the buying 

| public is holding off until fall in 

| the general expectation that used- 


illustrated carried 63% of all men’s wear lin- 


age in Buffalo. It has led in this 
classification every year since 
1933. And it leads in the women’s 
wear field, too. That is why it’s 
safe to select Buffalo’s morning 
and Sunday newspaper as your 
first choice. 

Your dollar in the Courier- 
Express buys greater impact on 
the families with more money to 
BUY your product. 
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etement. 


Solid die-cast non 
corrosive alley bedy. 
intet trem meter 
bieck. 

Outlet to water pume. 
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filter element. 


60! llth Avenve South, Minneapolis 4, Minnesota 

Gentlemen: Please send free descriptive literature. | am interested 
in Mode! P (illustrated) for light trucks and passenger cers . . . in Model 
TB for trucks and buses 1% ton and over... 
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[ealer Survey Finds... 





Used-Car Sales, Prices 


Continue Strong 


(Continued from Page 40) 


borhood declares “can’t compare a 
year ago (when there was a de- 
mand) with today’s (no demand) 
because conditions are different.” 
After Labor Day: gloomy. 

One better-incomed dealer re- 
ports used-car market down 10 to 
12 cars July over June. Business 
after Labor Day predicted bad; it 
quit last year after Aug. 20. 

Another dealer in the mill dis- 
trict reports “slipping business 
because of strikes. 

Used-car dealer in city’s eastern 
section selling “more good mer- 
chandise (we don’t buy junk: sell 
dozens of cars under 1940s taken 
in trade, but don’t feature them.) 
than six months ago. 

“Many of our customers don’t 
need credit. New-car production 
after Labor Day will govern used- 


car market.” 
—Lgon M. LEFFINGWELL 
* 7. +. 


St. Petersburg, Fla. 


There is a decidedly more op- 
timistic feeling about used cars in 
St. Petersburg than several months 
ago. Then, a number of dealers 
said, “If business continues this 
way, I'll be run off the lot.” 

Now, the general consensus is 
that there will be no more closing 
of lots for at least a year. Of the 
45 sales lots now in St. Petersburg, 
the five mortalities within the last 
year have been replaced by new 
used-car dealers. 

One dealer reports, “Our July 
business was 15 percent less than 
June and 18 percent less than July, 
1948. Our prices are down and so 
are our profits. We have been com- 
pelled to grant easier credit terms; 
for the 1948 and 1949 models we 
extend 24 months’ credit, while for 
’46s and ’47s it is 21 months, and 
the prior year models, 18 months. 

“After Labor Day, that is, with 
the beginning of the tourist sea- 
son here, in November, we ex- 
pect larger volume in sales but 
our profits, I believe, will not be 
greater than they are today.” 

A low-priced new-car dealer de- 
clares his used-car sales in July 
show a 40 percent increase over 
June. Prices have kept pretty 
steady. 

Another dealer in the same price 
field reports his July used-car sales 
10 percent ahead of June. Although 
volume of sales is ahead, net prof- 
its are down. Has found it neces- 
sary to use easier credit terms, 
offering from 33 to 35 months in 
the latest models. 

Another dealer declared sales 
better in July than June, but down 
about 10 percent from July, 1948. 
Prices are off, and has been com- 
pelled to grant 24 months on the 
latest models. Believes that there 
will be no change after Labor Day. 

July business was about 10 per- 
cent better than June, reported an- 
other dealer. Prices are down and 
the dealer is working on a closer 
margin of profit. He believes that 
after Labor Day his gross will be 
greater but his profits slimmer. He 
has been compelled to use a 24- 
month payment plan for the °48 
and ’49 models, but extends 18 
months credit for his 1947 and 
prior models. 

Another dealer stated his July 
business was 50 percent less than 
June and about 10 percent under 


his July (1948) gross. He extends | 





a 24-month credit on 1946 (when 
in excellent condition), 1947, 1948 
and 1949, but 18 months for models 
before 1946. 


July and June business was 
about the same at another deal- 
ership surveyed. Prices have re- 
mained stationary during the last 
four or five months. Gives 24 
months for the 1948-1949 models 
and 18-21 months for previous 
models. Believes that business 
will improve after Labor Day. 

A dealer, who has been in the 
used-car business for 11 years, re- 
ports July gross has been about 
the same as June. Although July 
business compares favorably with 
the July business of 1948, profits 
are about 20 percent off. Prices 
have gone down about 10 percent 
in the last 60 days. Gives 24 months 
for 1947, 1948 and 1949 models and 
18 months before 1947. 

Believes that business will re- 
main the same after Labor Day 
until the tourist season is in full 
swing in December, when he ex- 
pects an improvement in gross 
business. 


—JosePpH LAWREN 
* + * 


New Orleans 


A spot check reveals that used- 
car sales in New Orleans are run- 
ning about the same now as com- 
pared with a month ago. The con- 
sensus of these dealers is that the 
used-car business is off from 25 
to 35 percent from a year ago. All 
the outlets contacted contended 
that the used-car business is 
“spotty.” 

One used-car dealer gave a very 
definite reason for the present 
drop-off in sales as compared to 
last year. This dealer stated that 
used-car sales depend entirely on 
the volume of new-car sales done 
by the new-car dealers. He said 
when new-car sales are short the 
used-car business is exceptionally 
good. 

He pointed out that monthly 
new-car registrations last year 
around this time averaged 675, 
while the present registrations are 
around the thousand mark. 

Used-car prices are gradually 
going down, but they are firm. The 
dealers report that the used-car 
price picture is working itself back 
to a normal market. 

In this market the individual 
buyer or the “man” has become 
important as to credit. Unusual 
credit terms are readily available 
for strong credit risks on all mod- 
els—depending on the “man.” A 
number of deals are back on a 
“balloon” note basis. 

Used-car buyers are always 
looking for easier credit terms 
and the lifting of restrictions 
have helped this end of the busi- 
ness. 

The dealers, as a whole, would 
not make any predictions regard- 
ing business after Labor Day. Al- 
though they are looking forward 
for a “pick-up” they would not 
commit themselves. 


—Gorvon HEBERT 
* e + 


St. Louis 


After a brief leveling off period 
during May and June, used-car 
prices again are on the decline in 
St. Louis. While reductions are not 
great, they are progressive and 
each week sees definitely lower 


BINDER for 
Hulomotive News 
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readers for a semi-permanent binder to 
retain this publication for ready--reference. 


Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
ic covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 
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N.Y. Trial Links 
Brooklyn Dealer 
To Underworld 


NEW YORK. The names of 
racketeers, judges, politicians and 
clergymen were revealed as being 
on a “secret register” of favored 


4, | customers of Kings County Buick, 


Inc., Brooklyn dealer, as the trial 


Ba of John M. Broady private investi- 


gator, and Edward M. Jones, his 
assistant, on charges of conspiracy, 
wiretapping and grand larceny be- 


ATLANTA PONTIAC ZONE CONTEST WINNERS—These 24 parts and service managers | gan in general sessions court here 


| were winners in a recent contest held by the Atlanta Pontiac zone. The winners were given 


the titles Better Parts Managers and Better Service Managers, and flown to Pontiac, where | 


they were feted by factory executives. 


prices; this in spite of easier cred- 
its and more aggressive sales ef- 
fort on the part of both new and 
used-car dealers. 


For the first time since the be-| 


ginning of the war, junk and sal- 
vage automobiles are being sold at 
something approximating junk 
prices. There still remains on the 
streets many used cars that are 
long past the stage of economical 
transportation. The replacement of 
these old cars represents a large 
potential market for better used 
cars; consequently it is expected 
that used-car volume will remain 
on a high level for some time to 
come, but at lower prices. 


It is anticipated that after Labor 
Day there will be a further soft- 
ening in prices, particularly if the 
high volume of new-car production 
is maintained. 

Time sales on both new and used 
cars are on the increase. Since 
Regulation W practically pegged 
payments to 24 months, this has 
become virtually the standard for 
all new and most used-car time 
sales. 

—Sam X. Hurst 


* * * 


Salt Lake City 


Here are several reports on used- 
car sales in the Salt Lake City 
area: 

Medium-priced new-car dealer— 
Unit sales for this month, com- 
pared with last month and a year 
ago, have been about equal. Prices 
are down an estimated 5 percent 
in the last 30 days and 20 percent 
since a year ago. More liberal 
credit and longer terms are being 
used. Predicts that current prices 
will hold up until late November 
or early December. 

Low and medium-priced dealer— 
Unit sales are down 10 percent in 
the last month, about 40 percent 
in the last year. Prices are con- 
siderably lower. Easier credit is be- 
ing used and is necessary. Pre- 
dict another 10 percent drop in 
prices after Labor Day. 

Low-priced car dealer— Unit 
sales off 15 percent since last 
month, down 30 percent since last 
year. Prices are about 20 percent 
lower than one year ago. Considers 
that easier credit terms are neces- 
sary—are being used. Predicts a 
further price decline after Labor 
Day. 

Another low-priced dealer—Unit 
sales dropped 25 percent in last 
month due to the hot weather. 
Sales since last year have shown 
a slight increase. Prices on later 
models (1946 to 49) have dropped 
4 percent in the last month. Prices 
are off about 37 percent since last 
year. Easier credit terms are being 
used. Predicts another consider- 
able drop in price after Labor Day, 
especially in the late models. 

A medium-priced dealer — Unit 


|} sales on higher priced cars are off 


35 percent since last month and off 
50 to 60 percent since last year. 
Prices have dropped 4 percent in 
month, 20 to 25 percent in year. Is 
not giving any easier credit terms. 
Predicts that prices have hit bot- 
tom and won’t go any lower unless 
the prices on the new cars level off. 


-MaBeL HarMeER 
7 * aE 


Charlotte, N. C. 


Used cars have picked up re- 
markably in the past two weeks, 
according to dealers in Charlotte. 

There is no easing in finance 
charges. Carrying charges here are 
being maintained as if Regulation 
W were still in the picture. 

The better used-car lots have 
been cleaned off as of this past 
week-end, Aug. 6. 

Dealers are all getting in shape 
for a big Labor Day run on used 
cars. From all indications they will 
have a harvest of business, as ex- 





perienced recently on their Fourth | 

of July sales, when most dealers | 

sold to a low ebb. | 
D. G. SPENCER 


* * * 


Detroit 

Prices have been steady on used 
cars in Detroit for three months 
while volume has increased with | 
each month, dealers report. Nearly 
all of them expect a very good 
third quarter this year. 

Volume this summer has been 
about as high as that of last sum- 
mer, but profits have dropped from 
35 to 50 percent. Most of the deal- 
ers questioned said they were 
happy to make from $75 to $150 
on a car this year, while last year 
they wouldn't have looked at it for 
less than $200. 

Some dealers thought there 
might be a 20 percent drop in 
business after Labor Day, but the 
majority clung to the view that 
volume would remain high 
throughout September. Most of 
them do not foresee any price 
break before October. 

One large operator predicted a 
“big drop” in prices after the end 
of the third quarter and said he 
looked for a return to “prewar 
normalcy” by next spring. 

Dealers’ stocks are generally 
about one-third lower than last 
year, and most dealers plan to stay 
at that level or possibly somewhat 
lower. 

There is some easing of credit 
restrictions, with finance com- 
panies reportedly back in the busi- 
ness of writing paper on 1937, ’38 
and '39 models. 

Nearly every dealer thought a 
reduction in down payments 
would help the market. They fa- 
vor 25 percent as a down pay- 
ment, with the present time re- 
strictions retained. 

All dealers reported a_ serious 
shortage of good used-cars at the 
“right” price. Clean cars are still 
bringing good prices, but “dogs” 
are not worth any investment. 

Not many dealers have closed up 
in the past three months, but mor- 
tality was high in the early spring 
and it’s expected to be equally high 
this winter. 

The majority of used-car oper- 
ators were unwilling to hazard a 
guess on prices this winter. Most 
of them declared new-car prices 
or the tradein values allowed by 

new-car dealers would be the de- 
termining factor. 

Virtually all of the dealers com- 
plained that prices were still too 
high. Although easier credit would 
aid the market, lasting benefit can 
come about only through a substan- 
tial price cut, they said. 

—Bor Gorpon 








+ cs * | 
Spring field, Mass 

Used-car dealers in Springfield 
are surprised but happy over the 
current strong market at good 
prices which second-hand automo- 
biles are enjoying. 

Prices actually have dropped | 
from 25 to 33 percent below last 
year’s level, but the big dip which | 
the market took in early spring has | 
tapered off and now shows a rise, 
especially in newer cars in the low- 
priced field, 

One dealer explained that heavy 
cars are the only headache today, 
with the public looking for econ- 
omy in used cars and thus turning | 
to the light car field, where clean 
cars in good running condition are 
at a premium. 

What has surprised dealers most 
is that the demand has suddenly | 
perked up in mid-summer, Most | 
agreed that present prices will hold | 
as long as the demand is strong. | 

—Evucene C. Zack | 





| postpaid. 


last week, 

In his opening address before 
Judge Jacob Gould Schurman and 
a blue-ribbon jury, Assistant Dis- 
trict Attorney Wyllys S. Newcomb 
said that such underworld char- 
acters as Joe Adonis, Ralph 
(Peaches) Conti and Patsy Del 
Ducca “all seemed to be able to get 
a large number of cars for their 
friends, although the general public 
had to wait three or four years.” 


Broady and Jones have been 
named in a seven-count indictment 
charging they mulcted shareholders 
of the automobile dealership cf 
$8,071 paid to the defendants to 
investigate whether gangster influ- 
ence was seeping into the concern. 

In his opening statement, Irving 
Mendelson, defense attorney for 
Jones, said that Adonis and a pol'ce 
captain were on the list compiled 
by the dealership. 

The police officer had “okayed” 
43 Buicks and Adonis and _ his 
brother, Tony, had sponsored 19 
applications, it was charged. Del 
Dvcca, Mendelson said, was able 
to get 134 Buicks from Kings 
County, the sole distributor. 


Morrison—Rochester 


Cecil Morrison, manager of 
Farmer Motor Sales (Chevrolet), 
Rochester, N. H., has been named 
to the Rochester committee for the 
1949 New Hampshire crippled chil- 
dren’s fund campaign. 


AUTO BOOKS 


That Should Be in Every 
Dealer’s Library 


These books should be in the library 
of every franchised dealer—available 
to his mechanics and salesmen—the 
knowledge they contain will be valu- 
able when the ‘‘chips are down’’ and 
real competition arrives. 


AUTOMOTIVE FUNDAMENTALS, By 
Irving Frazee and Earl L. Bedell, Cover- 
ing the entire field of automotive main- 
tenance and operation. $4.90 postpaid. 


fHE LAST BILLIONAIRE — HENRY 
FORD. By William C. Richards. ‘‘An in- 
tormal portrait of an industrial genius who 
was also a most unpredictable human be- 











ing."’ $3.75 postpaid, 
KNUDSEN, A BIOGRAPHY, By Norman 
Beasley. 397 pages, cloth bound. §3.75 


postpaid Cae ef _-_* ht er 
AUTOMOTIVE MECHANICS. Wm. E. 
Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics, Cloth binding. $5.00 postpaid. 
DEALER BUSINESS COUNSEL, Business 
guidance for automobile dealers. By J. B. 
Van Taégsel, Dealer Business Consultant. 
Three books—Book No. 1, §2.0u. Books 
2 and 3, $3.00 each postpaid, _ 
DETROIT [IS MY OWN HOME TOWN, 
Malcolm Bingay. A story o! Detroit and 
sidelight history of the favulous motor 
car business. $3.75 postpaid. — a 
FABULOUS HOOSIER, By Jane Fisher. 
A story of Carl Fisher, early pioneer of 
the automotive industry. $3 postpaid, 
FASTEST ON EARTH, By Capt. George 
Kyston. Complete history of every land 
speed record from 1898 to the present. 
Paper-bound, §2; cloth-bound, $3. a 
FLOYD CLYMER’S MOTOR SCRAP- 
BUOKS. Order Edition No. 1, 2, 3 or 4 in 
paper cover, $1.50 each. Deluxe cloth- 
bound, $2.50. Steam-car edition, $2 or 
cloth-bound, $3 postpaid. — ae am 
HENRY FORD—HIS LIFE, His WOKK, 
HIS GENIUS. By Wm. A. Simonds. Re- 
printed by Floyd Clymer. Deluxe edition, 
$4 postpaid, e o> copes 
INDIANAPULIs RACE HISTORY — 1908 








TO 1946. 852 pages, 1,000 {fllustrations. 
Deluxe edition, §5 postpaid, Paper-bound, 
$3.50. 


MOTOR MEMORIES, A saga of whirling 
gears by Eugene W. Lewis. $3.50 post- 
paid, eee ee 
FLOYD CLYMER'S INDEVENDENT TEST 
REPORT OF KAISER-FRAZER CARs, 
Deluxe edition, §2.50 each Paper-bound, 
$1.50 postpaid. % : 

FLOYD CLYMER’S INDErENDENT TEST 
REPORT OF POST-WAR STUDEBAKER 
CARS. Deluxe edition, $2.50 each. Paper- 
bound, $1.50 postpaid. 

FLOYD CLYMER’S INDEVENDENT TEST 
REPORT OF POST-WAR MERCURY 
CARS. Deluxe edition, $2.5u each. Paper- 
bound, $1.50 postpaid, i Bs 
FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF 1949 FORD CARS. $1.50 
COMPLETE 1948 NAPO 500- 
MILE RACE SUPPLEMENT, By Floyd 
Clymer. $1.50 postpaid. 
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Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED 





WANTED GENERAL MANAGER — For 
well-established GM 500 to 750 car dealer 


in Memphis, Tennessee, Interested in an 
energetic man with wide experience, 
proven ability, a record of successful ac- 
complishment in similar operation and 
who wishes to better his position finan- 


cially and permanently. Owner wishes to 


retire from active management. This 
position will pay $25,000 or more to the 
right man, Do not reply unless you fit 
the above requirements. Answer in detail 
and in own handwriting. Application will 
be in strict confidence. Box 3307, 
Automotive News, Detroit 26. 

SERVICE MANAGER for Chrysler-Plym- 
outh dealer in one of the leading cities 
of the Pacific northwest. Should be ex- 
perienced with the line, under 40, mar- 
ried, sales minded, a man who wants to 
go places in a fine community. Send full 
information and photo to Box 3328, c/o 
Automotive News, Detroit 26, 

SERVICE MANAGER..-Top notch man be- 
tween 35 and 45, with a successful serv- 
ice managerial background, capable of 
handling an organization with annual 
$100,000 in service labor, wanted by 
well-established Studebaker dealer in 
Florida city of 250.000 population. A 
grand place to live and rear family 
Good salary and bonus plan for the 
right man, Write full description of 
qualifications, Replies confidential. Box 
3296, c/o Automotive ‘News, Detroit 26. 


WANTED 


Salesman calling on Automotive 


Trade to carry as a sideline America's 


finest fitting seat cover. Write or wire 


J. A. Farnsworth, President, Omaha 
Seat Cover Co., 1616 Cuming St., 
Omaha, Nebraska. 


See our ad on page 12 of this issue. 


SALES REPRESENTATIVE, Detroit and 
vicinity. Reputable, well-established De- 
troit advertising agency, specializing in 
incomparable direct mail advertising and 
follow-up programs for auto dealers. 
High caliber man with acquaintances 
among auto manufacturers and dealers 


preferred. Earnings $10,000 and over. 
Box 3329, c/o Automotive News, De- 
troit 26. 





WANTED 


EXPERIENCED TRUCK AND 
BUS REPRESENTATIVES 
The success of Reo's Gold Comet Engine an- 
nouncement has resulted in expanded sales 


activity across the nation. Reo requires EX- 
PERIENCED truck and automobile men for 


executive assignments as District Repre- 
sentatives, Bus Representatives and Branch 
Managers. 


If you can qualify, a fine apportunity and 
bright future may be open for you. Write in 
full confidence to General Sales Manager, 
Reo Motors, Inc., Lansing 20, Michigan. 





SERVICE MANAGER FOR large, long- 
established dealer in Chrysler product 
line. Located in large eastern city, Appli- 
cant must provide proof of outstanding 
service management record and labor 
sales volume ability. Excellent opportun- 
ity in large service operation—but we 
will be satisfied with nothing less than 
a top-notch man, All replies will be held 
strictly confidential. Write Box 3322, c/o 
Automotive News, Detroit 26. 





We Sell Everything 
FOR YOU! 


Automotive News 








IMMEDIATE SHIPMENT 


parts replaced with 
4000 miles. 


new 


f.o.b. Chicago. 


2550 S. Michigan Ave. 


c/o 





| 


OLDSMOBILE HYDRA-MATIC 
TRANSMISSION EXCHANGE 


Any Model, $95.00 


A completely reconditioned, run-in and block-tested Hydra-Matic unit will be 
shipped you the same day your faulty transmission is received—all worn or damaged 
GM _sparts—performance 


FOR EXTRA RUSH JOBS. If you wish a rebuilt Oldsmobile Hydra-Matic Trans- 
mission shipped before your old one is received, a deposit of $65 will be added to 
ur invoice. Upon receipt of your unit the deposit will be refunded immediately. 
fe avoid C.O.D. charges, send your complete remittance, ($160) in advance. Freight, 


Write, Wire or Phone Today for Complete Details 


Hollingshead Motors Co. 


Telephone: CAlumet 5-2000 
AUTHORIZED OLDSMOBILE DEALER 
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"HELP WANTED 


GENERAL MANAGER for major Chevro- 
let dealer in large metropolitan eastern 
city. Person with proper experience and 
background ‘will have opportunity of ac- 
quiring interest in large, well-estabjished 
Chevrolet dealership with superb location 
and plant. Must be acceptable to Chevro- 
let Motor Division, General Motors, Box 
3327, c/o Automotive News, Detroit 26. 





PATTERNMAKER AND MARKER — Ex- 
perienced on auto seat covers. Large New 
Jersey manufacturer offers permanent 
position with future for the right man. 
Must drive car. State age and salary 
desired. All replies strictly confidential. 
Box 3314, c/o Automotive News, De- 
troit 26. 








Car Sales Manager 


FOR LARGE CHEVROLET DEALER 


Experienced in training and man- 
aging large sales organization. Pre- 
wor managerial experience required. 
Must be qualified to manage used 
cars, conditioning, appraisals, etc. 


Write S. H. Rose, Grand River 
Chevrolet Co., 5100 Grand River, 
Detroit, Michigan, giving complete 
business history. 





SALES REPRESENTATIVE for new 
“Big 3°’ truck center on main east-west 
highway. Most complete sales and service 
facilities in state. Desire man with sev- 


eral years’ experience, between ages of 
28 to 40. Good salary plus share of 
profits. Box 3320, c/o Automotive News, 
Detroit 26. 


GOOD FUTURE FOR experienced Ford 
mechanic having good knowledge of fac- 
tory methods in small Ford agency in 
Southwest Michigan. Small salary plus 
liberal incentive plus commission on parts 
and accessories, Give history of places 
worked for previous 10 years in first 
letter to get attention. Box 3321 c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER wanted for Chyrs- 
ler-Plymouth dealer. Apply Navarro, 
Inc., Key West, Florida. Telephone 600. 


STATISTICAL 
ANALYST 


Local automobile company 
has opening for experienced 
man. 


Position is supervisory in de- 
partment handling heavy vol- 
ume of statistical reports. Must 
have intimate knowledge of 
automotive sales data and be 
familiar with routine prepara- 
tion of tabulations and charts. 


Work involves estimating 
field requirements of cars and 
equipment based on sales in- 
formation. Excellent opportu- 
nity. Please submit complete 
personal history and descrip- 
tion of educational and em- 
ployment background in first 
letter. 


Address Box 3326 
c/o Automotive News 
Detroit 26 








GUARANTEED PERFORMANCE 









guaranteed for 90 days or 

















Chicago 16, Ill. 









POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/. cents per word for one 
insertion or two insertions of the same 
copy at 12!/, cents per word. Cash in 
advance. 









WANTED—A GOOD SALES JOB. Have 
successful record in advertising and sales. 
Thoroughly acquainted with automotive, 


tire, implement, electrical 
home heating and_ general 
throughout the Midwest. Have sold in- 
tangibles and hard-to-sell products. Best 
of personal and financial references. 


appliance, 


accounts 


Want permanent position with salary or 
draw. Write or wire and will see at your 


convenience, Box 3302, 
News, Detroit 26. 


c/o Automotive 


CLASSIFIED WANT AD DEPARTMENT) 





POSITION WANTED 


CAN YOUR ORGANIZATION use a shop 
controller, loyal, constructive, vitally 
valuable? Please state proposition fully 
first letter. Box 3331, c/o Automotive 


DEALERSHIP WANTED 


DEALER EXECUTIVE, Volume operator, 
age 37, responsible, with proven success- 
ful buyers’ market record managing large 
General Motors dealership. Will pay cash 
for dealership or buy part interest. Fac- 
tory approval assured. Please reply in 
confidence, Box 3316, c/o Automotive 
News, Detroit 26. 


PERSONABLE EX ARMY MAJOR, im- 
pressive dealership experience, will pur- 
chase % or whole eastern states dealer- 

ship. Financially and factory qualified. 

= 3325, c/o Automotive News, Detroit 

6. 








SALES EXECUTIVE desires to become 
associated with truck dealer (preferably 
GMC) as sales manager. Operated own 
business successfully for a number of 
years, Previous to that was employed for 
over twenty years in various sales capaci- 
ties by large truck manufacturer. Capable 
of training and directing large sales 
force. Character and ability will stand 
close inspection. Go anywhere, Box 3301, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER AND SALES MAN- 
AGER. A capable, responsible business 
man with sound knowledge of new and 
used passenger car and truck merchan- 
dising and all phases of agency manage- 
ment offers his services to a medium 
sized operation, Preferably a dealership 
located in or near New York City, owned 
by an individual who desires to unburden 
himself of part or all management prob- 
lems to obtain more leisure time or plan- 
ning retirement in the near future. Ex- 
cellent financial and character references. 
_ 3310, c/o Automotive News, Detroit 

6. 


SALES-GENERAL MANAGER: Two years 
current general manager large distributor 
operation. Prewar sales management for 
Chevrolet 850 cars) Ten years with 
Chrysler and General Motors dealer pro- 
motion work, Can figure budgets, make 
market analysis, organize, get action and 
get along. College man, 49, Protestant. 
Make investment if desired. Box 3315, 
c/o Automotive News, Detroit 26. 


SALES OR GENERAL MANAGER, Thor- 
oughly experienced in every phase of the 
automobile business. Extensive selling ex- 
perience in pre-war buyers’ market. Well 
qualified to hire, train and supervise 
salesmen and other personnel, Best of 
finance, bank, factory and dealer refer- 
ences. Now employed as sales manager 
for one of ‘‘Big Three’’ in dealership, 
handling between 80 and 100 new units 
and 100 to 150 used units monthly. Pre- 





fer to live in Mich., Wisc. or Minn. Will 
consider moving elsewhere however. 
Change necessary because of wife's 
health. Pre-war experience obtained in 
Detroit, Chicago trade area. Spent 4 
years in service, my mind hasn't been 
warped. Can furnish best of written 


recommendations as to my ability. Box 
3323, c/o Automotive News, Detroit 26. 


YOUNG MAN DESIRES permanent posi- 
tion with auto dealer. 10 years’ experi- 
ence in all phases of office routine; 
competent secretary, handle correspond- 
ence, assist in bookkeeping, maintain 
records, automobile hobbyist. Excellent 
references, Age 34, married, family. Box 
3324, c/o Automotive News, Detroit 26. 


SERVICE MANAGER DESIRES to locate 
in Florida permanently with sound, 
progressive firm. Twenty-five years’ ex- 
perience in automotive industry; 10 years 
in supervisory capacity with General 
Motors, Packard, Ford, Urban bus fleet. 
Above average in initiative, ambition, 
compatibility. Married, sober healthy, 
aged 48. A-1 references available. 
H.A.H., 3116 Douglass Street, Raleigh, 
N. C, 


ACCOUNTANT OFFICE MANAGER, con- 
siderable finance and insurance experi- 
ence, moving from midwest to California 
September 10, seeks connection in vicinity 
of San Francisco. Female, Age 30, single. 
Exceptional background, excellent refer- 
ences, Will consider assistant’s or sec- 
retarial position to start. Box 3283, c/o 
Automotive News, Detroit 26. 





PARTS MANAGER, Chevrolet experience. 
Complete knowledge of all parts depart- 
ment operations. Can handle and train 
help. Married, with family. Interested in 
permanent position only, with Chevrolet 
or other General Motors dealer, Address 
Box 3339, c/o Automotive News, De- 
troit 26. 


USED CAR MANAGER, Extensive experi- 
ence managing used car sales, Capable 


of organizing and directing dealers used | 


Strong background prewar 
day merchandising. Forty 
two years old, cooperative, trustworthy 
and excellent reterences. Desire perma- 
nent connection with aggressive dealer 
wanting volume operation and where 
performance will be recognized and in- 
centive provided. Box 3332, c/o Automo- 
tive News, Detroit 26. 


car activities. 
and present 


GENERAL MANAGER available for Gen- 


Motors or Chrysler dealer in Los 
area. Interested only in  sub- 
stantial dealership, operable in normal 
times. My twenty years’ experience and 
achievement in normal and subnormal 
markets will prove of mutual benefit. 
Financial investment is offered to sub- 
stantiate any claim, Have established 
and developed two of New York City’s 
largest and finest dealerships in the 


eral 
Angeles 


past ten years, All details will be handled | 





in confidence by mail. Box 
Automotive News, Detroit 26. 


3333, ¢/o 


l 





CHOICE DEAL 


Aviation interests necessitate sale to qualified 
applicant. Can acquire for inventory, no dead 
stock. 


220 N. Canon Drive 





AUTO PARTS AND Machine Shop. One of 


WILLY’S 


MICHIGAN, 200-300 car ‘‘Big Three’’ or 
Mercury, Buick, Olds, Pontiac franchise 
wanted in lower Michigan, Prefer to 
lease building. Replies strictly confi- 
dential. Box 3330, c/o Automotive News, 
Detroit 26. 





WANTED 
FLORIDA DEALERSHIP 


Interested in purchasing small or medium- 
sized agency in state of Florida. Product of 
"Big Three'’ companies only. Can qualify with 
factory; prefer all but will consider active 
half interest. 


Box 3338 c/o Automotive News, Detroit 26 








- DEALERSHIP AVAILABLE 


NEW CAR DEALERSHIP in Northern 
Pennsylvania town of 50,000 population 
in one of best counties in state. A good, 
going business. Now have Studebaker 
franchise, Other highly profitable busi- 
ness interests, which will require all of 
my time, is reason for selling. This is 
not a run-down business but a good 
healthy operation, showing a very good 
profit each year. Have sold 73 new cars, 
144 used cars first 6 months this year. 
Total volume first 6 months—$280,000. 
Paying $400 per month rent for 11,500 
square feet floor space. $35,000 cash 
takes entire setup providing you can 
qualify with factory. Johnson Motors, 
544 E. 3rd St., Williamsport, Pa. 


DEALERSHIP FOR SALE (Now handling 
Hudson)—Florida West Coast commun- 
ity of 30,000 all year ‘round population 
and a 70,000 winter population. Largest 
and finest used car lot in town. $250,000 
gross 1948—6 months 1949 gross $253,- 
000. Corner location. Only reasonable 
offers considered. Box 3306, c/o Automo- 
tive News, Detroit 26. 


OF THE BIG THREE, 
‘“*no trucks.’’ Community of over 100 
thousand in western Pa. 400 car con- 
tract. Over $30,000 net to July 1, In- 
ventory and equipment at cost. Any 
length lease on building you desire. 
Owner has been in business over 30 
years. Held present contract over 20 
years. Buyer should have $80,000 and 
be able to qualify with factory. Box 
3334, c/o Automotive News, Detroit 26. 














NEW CAR DEALERSHIP. Greater Chicago 


area. City population 50,000, Metropoli- 
tan and farm trade. 160 car Hudson con- 
tract. Excellent garage building with 
used car lot adjoining. Desirable lease 
and low overhead. All replies confidential. 
Box 3335, c/o Automotive News, De- 
troit 26. 





CALIFORNIA DEALERSHIP. Old line car 


in city of 50,000, 35 miles southeast of 
Los Angeles. Very rich area, an excellent 
place to live. I will lease beautiful new 
building at 6% net on investment. $35,- 
000 will handle inventory. Your op- 
portunity to step into a good going busi- 
ness with the most modern and complete 
setup in California, Photos upon request. 
Box 3336, c/o Automotive News, De- 
troit 26. 


CENTRAL PENNSYLVANIA, ‘‘big three’’ 


dealership for sale, Large city. Illness 
forces sale. Box 3261, c/o Automotive 
News, Detroit 26. 





BEVERLY HILLS | 
DEALERSHIP 


(NOW HANDLING NASH) 


Attractive lease and good location. | 
Cash—or terms to responsible dealer. | 
1 


Hamilton Motors 
Beverly Hills, Cal. | 
Bradshaw 21148 





BUSINESS OPPORTUNITIES 





Milwaukee's oldest downtown firms. Com- 
plete stock and machine shop; annual 
volume of $190,000. Real estate included. 
Brick 3 store and 3 apartment building. 
Ed, Porth and Sons, 4th & North, Mil- 
waukee 12, Wis. Concord 4-4321. 


FRANCHISE — SERVICE GA- 
RAGE, Indiana county seat; sales $67,- 
000 year; modern equipped; building 
60x80, constructed 1946; opportunity for 
partners; health compels sale. Apple 
Company, Brokers, Cleveland, Ohio, 








458 Tenth Ave. 


BUSINESS OPPORTUNITIES 


OLD ESTABLISHED, eastern Washington 
state, small city auto business, modern 
25,000 foot building and equipment would 
cost $250,000 to replace—full price $160, - 
000, Stock at inventory. Sales for six 
months 1949 are $278,000—profit $27,000 
Owners wish to devote time to othe: 
interests. Want cash. All correspondenc« 


confidential. If financially able to handk 
write Box 3337, c/o Automotive News 
Detroit 26. 





AUTO SALES AGENCY. Sales $375,00( 


year; sell farm equipment; glazed tile 
building 50x90; modern equipped for al 
type service; sales department; emplo) 
eight; city 42,000; busy highway inter 
section; sell with property; priced low 
Apple Company, Brokers, Cleveland 
Ohio, 





_ DEALER SERVICES 


INVENTORY SPECIALISTS: Parts and 
accessories inventories taken accurately, 
economically and quickly in Michigan, 
Illinois, Indiana, Ohio, Pennsylvania and 
New York, Automobile Dealers Inven- 
tory Service, 4690 Newport, Detroit 15, 
Mich, Phone VAlley 2-9377. 


NEW CARS WANTED 


WANTED 


NEW 1949 CARS 
ALL MAKES 


Phone or Wire 


ANDERSON AUTO CO. 


PEORIA, ILL. 

















CROSLEY ‘‘HOTSHOT’’ ROADSTER at 
dealer’s wholesale cost. No infringement 
Write R-A-C System, 304 N. Poplar, 

_Charlotte, N.C. _ 

USED CARS WANTED 


WANTED—COUPES, PICKUPS, DUMPS, 
'39 to '41 also ‘46s, K7 tractor and ‘40 
Hudson ‘‘6"’ motor. Cars, Inc., 68 Black- 
well, Dover, N. J. 


WANTED 


EX TAX! CABS AND FLEET CARS 
5 Passengers only, in good condition 


Forward information to 


Duke Motors, Inc. 


Longacre 3-3- 2 
New York 18, N. Y. 














USED CARS FOR SALE 








Detroit 12, Mich. 


—AUTO— 
AUCTION 


—Ai— 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 


DANVILLE, PENNA. 
EVERY WEDNESDAY 


You will always find real action at 
both these auctions. 


R. D. WEST, Prop. 


Jos. E. Johnson Tex Rickard 


Auctioneers 


ATTENTION DEALERS 


WE WHOLESALE ALL 
MAKES AND MODELS 


CALL, WRITE OR WIRE 


Joe Szopinski 
Used Car Manager 


Connell Cadillac Co. 


Michigan's Largest Independent 
Cadillac Dealer 


Dick Connell Chevrolet 
Wayne County's Oldest Chevrolet Dealer 


12330 Jos. Campau 
Tel: TWinbrook 10603 








AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Y_ Mile East of Illinois State Line 
On Route 30 


EVERY FRIDAY... 11 A.M. 
175-Car Average 
Year's Percentage Sold Above 63% 
Dealers Buy - - - Dealers Sell 


GEO. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 


Dyer Auto Auction 


Phone 4111-4051 DYER, IND. 


Res.: Lansing, Ill. 730 and 
Lansing, li. 107R 








AUTO AUCTION 


TIM ANSPACH 


Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A 
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LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 
& AUCTION, INC. 

Phone 202-W4 








Philadelphia's 
DEALER AUCTION 
EVERY TUESDAY ... 11 A.M. 


Harry D. Gilbert 


Automobile Auctioneers 


5600 N. Broad St. Phila., Pa. 


* 
PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 
& 


Tel. Livingstone 8-3000 








ATTENTION DEALERSIII 


*47 PACKARD CLIPPER 6-CYL. 5495 
+DOOR SEDANS, for onlly.............. 


\lso...AT GREATLY REDUCED PRICES 


1947 CHEVROLET - FORD - PLYMOUTH 
4 DOOR SEDANS 


Excellent Bodies -:- Good Motors 


“8 All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 


THE R. A. COMPANY 
#038 CHESTNUT ST. e PHILA., PENNA 
SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 








KEN SCHAEFFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Operation Since 1943 


EVERY THURSDAY 
ealers Meet at the Cross-Roads of America 
a ys. INDIANA 


R. V. Martin, Auctioneer 
15 N. Illinois St. Phone Lincoln 5392 








WE SELL EVERYTHING 
FOR You! 
AUTOMOTIVE NEWS 





AUTOMOTIVE NEWS, AUGUST 15, 


| USED CARS FOR SALE 


|AUTO AUCTION. Every Wednesday, 1 
| P.M. D.S.T. Dealers only, Ohio Valley 
Auto Auction, West 8th St., East Liver- 
pool, Ohio, Phone 6396. Plenty ef buyers 
and sellers. Weekly prices mailed on 


CARS °* TRUCKS 


PICKUPS 


* 
WHOLESALE 
* 


1949's and Late Models 


Come to us for fast-selling units at 
low prices that guarantee you 
bigger profits. 


Dealers’ Auto Com 


3626 N. CICERO AVE. CHIC. oo. Yh 
Phone: Kildare 5-6741 








TRUCKS FOR SALE 

ONE—new 1948 Chevrolet forward control 
medium duty % ton chassis. Tires—five 
15” 6 ply. Model No, 3742 with a Boyer- 
town body model No, M9. Price $2,100. 
Midtown Chevrolet Co., Marion, Ohio, 
Phone 2282, 

WRECKER FOR SALE: Holmes Road King 
mounted on 1941 Chevrolet truck, Com- 
pletely reconditioned, Hanzel Motor Co., 
Burley, Idaho. 


BIG SAVINGS 


on new pick-up, panels, chassis and 
cab All makes and models. 


Susk Motor Company 


6647 S. Western Avenue 
Chicago, Illinois 








FOR SALE. 1947 WHITE MODEL WB-22, 
tractor type with Fruehauf trailer, style- 
van model 1947. 40,000 actual miles on 
complete, unit 85% rubber left, equipped 
with 11:00 x 20 tires, 36 foot insulated 
trailer. Make us an offer. Lorenz Garage, 
P. O. Box 116, Bowman, 
Phone 319. 


TRUCKS 
WHOLESALE 


Tremendous Discounts on Some Models. 
Large Selections 





Roosevelt Motors, Inc. 
4156 W. ROOSEVELT ROAD 
CHICAGO, ILLINOIS 
Established 25 Years 
Wire or Phone Sacramento 2-7850 





BUSES WANTED 
NEW 48 PASSENGER FORD or Chevrolet, 
school bus. Would consider another make 
of larger capacity, price important. Also 
reed late model 7 passenger sedan. Box 
3319, c/o Automotive News, Detroit 26. 








OLDSMOBILE PARTS 


We Carry the Largest Stock of Slow-Moving 


Parts in the U.S.A. 
eo 


UP TO 40% DISCOUNT 


FAST OR SLOW MOVING, 


WE HAVE THEM IN STOCK 


ORDER TODAY BY WIRE, PHONE OR MAIL 


. | 


TREVELLYAN OLDSMOBILE, INC. 


315 South Capitol 


Phone 2-1127 


LANSING 25, MICHIGAN | 








—200— 1949 CARS —200— 
1949 Fords low as 1,000 mi. $1,400 
1949 Plymouths Ist series 5,000 mi. $1,350 
1948 Piymouths low as 8,000 mi. errr er. 
Clb. cps.—2 dr. a te all pial ‘~ the ame 
These cars are from a cancelled order fron R.C.A. Only executive driven. 
—100— TRUCKS —100— | 
FORDS — CHEVROLETS — DODGES 
1949 Panels & Pickups, 1,000 mi. TREh anak es Reaeee nese << . $950 
1948 Panels & Pickups, 5,000 mi. ..+ $800 | 
1947 Panels & Pickups, 9,000 mi. - $650 | 
—50— STATION WAGONS 50 | 
1949 Fords-Plymouths, 1,000 mi. . $1,750 | | 
1948 Fords-Plymouths, 5,000 mi. ‘ - $1,175 | 
Convoys leave daily ienelieen in n vu. s. A. 
DeSoto HAROLD B. ROBINSON Plymouth 
1255 E. Cheiten Ave. 


Philadelphia, Penna. 


Li 8-4700 | 


N. Dak.. | 


ITANK PARTS 


1949 Cl ae 





BUSES FOR SALE 


NEW SUPERIOR 48 passenger on new 
Dodge 1% ton chassis, Michigan regula- 


PARTS TABLES 


tions. Zeder Motor Sales, Bay City, 
Michigan, ° 
NEW DODGE W4J59S chassis, Hicks all- And Merchandisers 


steel 66 passenger body. Closeout price 
$3,500. City Motor Co., Donalsonville, 
Georgia. 


PARTS FOR SALE 


WHOLESALE PONTIAC PARTS, large 
stocks of hard-to-get parts, body and 
fender parts for all models. Fast serv- 
ice, liberal discount. Walter H. Schultz 
Pontiac, 16-20 Passaic St., Trenton %. 
New Jersev 


BUICK SHORT BLOCKS, brand new from | 
factory, standard throughout, includes 
fitted pistons, pin, rings, wrist pins, main 
and camshaft bearings, List price $173,25 
—price to retailers $79.50 f.0.b. Des 
Moines, For Buick Special and Super, 
1936 to 1947 inclusive. Why overhaul? 
Howard Sole, Inc., 401 Grand, Des 
Moines, Iowa. 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 


IMMEDIATE DELIVERY 


1 PARTS TABLES WITH RISERS, BASKETS, GLASS SHELVES, 
GLASS DIVIDERS AND CLIPS. 








BERGER NO. 


These tables are complete in A-1 condition, clean and ready to use. 
Painted light beige. 
PRICE, $65 EACH 
As described above, F.O.B. Tulsa, Oklahoma 











We also have some L. A. DARLING CHROME MERCHANDISERS— 
BUMPER FACE BAR RACKS, TAIL PIPE RACKS, FLOOR FEATURE 
BASKETS at a good buy. Prices quoted on request. 





GEORGE FULLER CHEVROLET CO. 


P. O. Box 1189 L.D. Phone 692 
Wholesalers: We Are Quantity TULSA, OKLAHOMA 
Shippers . . . Same Day Service 


On Mail Orders and Inquiries. 
All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Phone WAbash 1030 
CHICAGO 5, ILL. 


~~ OLDSMOBILE 


AND ALL GENERAL MOTORS 
PARTS AT WHOLESALE 
$100,000 INVENTORY 
LIBERAL DISCOUNTS 





CHICAGO'S LARGEST AND BEST 


Auto Auction Every Thursday 


12:00 NOON. — RAIN OR SHINE. 


In the Heart of Chicago 
BRING OR SEND CARS AS EARLY AS MONDAY 


PLENTY SPACE — INDOOR ARENA 








| Hoods Cere Supports Plenty of Cars and Buyers 
Grilles Hydramatic Parts 5 si 
Hub Caps Shock Absorbers Get Lucky — Bring Titles — Take Home Cash 
aontore . oe 
as Tanks arburetors 
Trani ‘4 st arin Wheels Call Early and Reserve Numbers 
uel Pumps utch Parts 
And Many Other Items 
Orders Filled Same Day Received 5353 AUTO AUCTION 


5353 So. Halsted St. 
Phone: Livingston 8-8400 


Chicago, Ill. 
John Corrigan 


SELMI MOTORS, INC. 


LARGEST oot PARTS 
DEPOT IN EA 


Auctioneer: 
DEALERS ONLY 





3431 N. 15th St. ieee Pa. 


Tel. Baldwin 1-9-0352 and 9-7295 mee oleic Sad ; ie = seattle 


The 108-Year-Old Auction Law Is Repealed 


DOC GREINER AUCTION 


Moves Back to Toledo—Same Old Spot 


THURSDAY—AUGUST 18 
MADISON AND SEVENTEENTH STREETS 


Still the cleanest and best run ouction in the country. No one has ever been 
hurt by a bad check at this sale. No charge for no sales the first sale. Big 
party at Villa the first night. Bring letters of credit and all RINGERS will be 
thrown out as before. 

Admittance to party by signed card only. 


DOC GREINER 


1718 MONROE ST., TOLEDO, O. 














TRUCK EQUIPMENT WANTED 


| WANTED—CAB complete less instruments 
for 1947 K-3 IHC being removed from 
school bus. Must be good. Baird Motor 
Co., Alva, Oklahoma. 



















TRUCK EPUIPMENT FOR SALE | 


FORD 
Truck Chassis and Cabs 


BRAND NEW 
| Fl thru F8 


Large fleet operator's surplus equipment 
offered at better than wholesale. 


POWERS SERVICE MASTER BODIES 
STAKE BODIES 








BUSINESS ADDRESS: ADAMS 6397 





Maney Motor Co. Auto Auction 


DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 


SHOP EQUIPMENT FOR SALE - Weekly Prices Mailed When Requested on Your Letterhead 
: = Every Friday 


DODGE-PLYMOUTH enamel stick-out sign. 


Truck Industries, Inc. 


289 Mason St. Greenwich, Conn. | 
Tele. Greenwich 8-6700 | 















Every Thursday 





pogremtnatety 11’, Manufactured MURFREESBORO, TENN. HUNTSVILLE, ALA. 
y Jalker & Co, Complete with n 

tubes and ceantenmie’ 06. F.O.B. Phone 111 Phone 3188XJ 
Dearborn. Jack Powell Motors, Box 27, Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 





Dearborn, Michigan. 


BEE LINE frame straightener with front 
end attachment, together with tool board 
holding equipment including jacks—$400. 
Weaver wheel balancer—$100. Terms as 
desired. Sutton Sales Company, 900 E. 
Genesee Ave., Saginaw. Mich. 


FRAME MACHINE 4-F-15 Bee Line 
frame straightener, wheel and hub 
straightener and balancer, used 3 months. 
Complete outfit cost $3,300. Sacrifice for 
$1,975, or will sell separate. Carl Dutro, 


Zanesville, Ohio, phone 6827. 


| 

! 

| 

MISCELLANEOUS __ 1 

1 AND ACCESSORIES ‘| 
WANTED. Motors, Bogie wheels, track 

for Sherman and Stuart tanks, etc, Ray- | 

mond G. Weeks, Assoc., Inc., 286 Fifth | 

| 

! 

! 

| 

| 

| 





NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill [_] 











Ave., New York 1, N. Y., LOngacre | AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


3-4339-40 


13’-0” HIGH, 6’-0” WIDE—lInverted Tee 
‘‘Federal Truck’’ sign, Blue background, 
white neon letters. In original crate. $275 
f.0o.b. Cost over $400. Northwest Willys, 
Fargo, North Dakota. 


HOT ROD. The ‘only monthly magazine 
about building roadsters, streamliners, 
etc. Sample copy 25c. $3 yearly. Hot | 
Rod, 7164 Melrose, Hollywood, California, 
Dept. AN. 


ENG I NE REBUILDING — Crankshaft 
grinding and _  metalizing. John P. 
300 Commerce 


CORES eRe Re HRHEHH SMOSH OHRAS ORM OR RSH EHO KO ROSEORS REO CRE REO SOR EERE RER EOE 


TRADE CONNECTION: 


Truck Dealer (] 
Financial C) 


Hughes Motor Co., Inc., 
St., Lynchburg, Virginia. 


Manufacturer [7] 


Supplier [J 


| 

Car Dealer [] 
| Jobber (1 
| 
| 
1 





Insurance [] 






Tow Bar Sales Company 
Direct Factory Distributors 
100 So. CLINTON ST. CHICAGO 6, ILL. 
DE 2-0700 - AN 3-8888 - DO 3-8373 





o 


8-15-49 


XUN 
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Hudson's Going Places! 


Nant to go along, 








THE NEW HUDSON is riding a rising tide of popularity! 
Hudson sales are up 33% over last year at this time. And how people 
are switching to Hudson! Already, more than 107,000 


have traded in other makes of cars, from the lowest to the highest priced, 


to own the New Hudson. Dealers, too! In the past few weeks alone, 


more than 300 individuals and firms have become New Hudson dealers! 


That’s how the public—and dealers!—are 
responding to Hudson’s years-ahead “step- 
down” design, the basic selling feature that 
only Hudson has... that only Hudson 


dealers can offer. 


In this design, Hudson dealers have what 
every experienced selling man looks for in 
a product. That is, an eaclusive selling 
feature. “Step-down” design makes the New 


Hudson stand out from all other cars, for 


40 Years of Engineering Leadership 


it offers easily demonstrated and important 
advantages—in appearance, roominess, 
road-worthiness, riding comfort, and safety. 
These advantages are summed up in the 
powerful selling slogan: New Hudson— 
America’s 4-MOST Car. 1—MOST ‘Beau- 
tiful. 2—MOST Roomy. 3—MOST Road- 


worthy. 4—MOST All-round Performance. 





Yes, Hudson’s going places, and so are 


Hudson dealers—with a car that’s riding 


A few of the more than 80 important advances pioneered by Hudson ~~ A 


1909 —Fluid-Cushioned Clutch 


1916 —First Super-Six, high-compression engine with compensated inher- 


ently balanced crankshaft 


1926—First steel bodies built on a production basis in own manufacturer’s 


plant 
1935 —Gearshift control at steering wheel 


1936—Patented Triple-Safe Brakes (hydraulic and reserve mechanical sys- 
tems from same foot pedal, plus parking brake) 


1942—Automatic gear shifting with Drive-Master transmission 


1948—Monobilt body-and-frame*, an all-welded unit with recessed floor 


and exclusive “step-down” design 


*Trade-mark and patents pending 


Go Places with HUDSON— the Great Pioneer! 


ONLY CAR WITH THE STEP 


a rising tide of popularity ... with a ca 
that has standout selling features . . . wit! 
a franchise that’s one of the most up-to-dat 
and fairest in the industry. Want to g 
places with Hudson? Then we want t 
hear from you. You may qualify under th 
Hudson Quality Dealer Program. Writ 


or wire N. K. VanDerzee, Vice Presiden 


in Charge of Sales, Hudson Motor Ca 


Company, Detroit 14, Michigan. 










DOWN DESIGN 


. with a car 


. with 


ve want to 


y under the 


ram. Write 
e President 
Motor Car 


n. 





